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Magnetic Razor ae 


Tungsten Steel 
No. 777 


Is in itself a powerful magnet and has 
a wonderful curative effect on eruptions 
of the Skin. It possesses qualities which no 
other Razor has. Recommended by Der- 
matologists for its magnetic and curative 
properties. 

Many thousands now in use. Has been 
sold for over thirty years. 

This Razor is warranted absolutely. 

We carry more than a hundred styles of 
regular pattern Razors. Also a large as- 
sortment of Safety Razors which includes 
our Diamond Edge, Ecco and all the lead- 
ing manufacturers’ brands. 

Our assortment of Strops, Brushes and it : eee 
Toilet articles is unsurpassed by any one.  sesseuttees gene cere Siete SS ears 
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Write for Dealers’ Price Schedule 


Millions Sold Annually 


Millions of Mosler “‘Spit-Fire’’ Spark Plugs are sold every 
year. That fact alone is proof of their high quality. 


Because the sale of an article never reaches into the mill- 


ions unless there is downright merit in the product. 


And where you come in is, that the Mosler Advertising 


keeps sending customers continually to Hardware Stores for 


Mosler “RED TAG” 
Platinum Point Spit-Fire 


These plugs are made with a Platinum Point and that 


means no wear out as far as the point is concerned. 


And don’t worry about the rest of the plug—Mosler 
couldn't make one part of a “Spit-Fire’’ Plug good and 


another part poor—it isn’t his way of doing business. 


Most every owner of an internal combustion engine knows 
it and you might as well try to sell him nails in place of 
screws as to try to sell him any other Spark Plug instead of 


the Guaranteed RED TAG “‘Spit-Fire.”’ 
Don't do it—sell RED TAG “Spit-Fire’’ and you'll sell 


twice as many plugs and make twice as much money. 
Ask your jobber for the Plug with the RED TAG. 


Send to us for free Booklet which tells size and style of 
plug best suited to each car and engine. 


A. R. MOSLER & CO. 


NEW YORK, mM. Es 


2779 
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The Boyproof Watch 


ERE is another excel- 

lent article made by the 

Westclox people, design- 
ers of Big Ben. 


It’s called Boyproof, not because 
it is made for boys, but because even 
children cannot injure it. It’s a 
watch for everybody, grown-up or 
youth, that wants a reliable time- 
keeper at a particularly low*cost. 


The Boyproof has over all other 
low-priced watches of this type, the 
advantage of'a double seamless brass 
cover which makes it impossible for 
the little ones to getto the movement 
and put it out of order. 


It is stem wind and stem set, with 


a double roller escapement, and a 
mainspring and hairspring detach- 
able without taking the movement 
apart. 3 


Every dozen comes packed ina 
striking display box. With an order 
for 3 dozen or more watches, you 
will receive free of charge upon re- 
guest the oak display stand illustrated 
above. 


Then you can also have beautiful 
8-color Posters to hang in your store 
and advertising electros for your 
newspaper, all for the asking. 

This is not all—spare parts, such as hands, 
dials, bows, crowns, screws, in fact any repair 
parts you may need, will be sent you absolutely 


free of charge, whenever you need them, upon 
request from your wholesaler. 


65c 


net in lots of one dozen. 


(Nickel, gun metal, gilt.) 


Stand sent free upon request with 3 dozen lot orders. 
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Confidence 


The majority of men when torced to conquer 
“hard nuts” usually pick a Coes Wrench. Why? 

Because they know that the Coes Wrench will 
tackle any nut and master it. 

They know the strength is there. They know 
the grip is there. They know the jaws will hold. 
They know the wrench will last. 

All these qualities inspire confidence. The fact 
that the Coes Wrench has a reputation of 73 years’ 
standing clinches that confidence. They know it 
has been thoroughly tested. 

When men want a wrench for all around use, 
they demand Coes Knife-Handle Wrench, simply 
because it will do the work quickest and easiest 
and save the most time. Good reason for selling 
as well as using it. Are you low on any sizes? 

. 


oes Wrench Co. 


Since 


Agents: J.C. McCarty & Co., 29 Murray St., N.Y. J 
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SHOWING BALL 
IN FACE OF BAR 


6 Solid Whole 
Parts Only 


STEEL SHELL HANDLE, 
INTERNALLY SUPPORTED 


Not Many 


We never did believe in making Coes 
Wrench complicated. Because the more parts 
that enter into the construction of a screw 
wrench, the more likely it is to get out of order. 
Wrench customers know that. 


So in the Coes Steel-Handle Wrench we 
have eliminated every part not absolutely nec- 
essary. By so doing, we have secured com- 
pactness and strength. With six solid whole 
parts only, we have produced a wrench which 
will withstand the most severe service a 
wrench can be put to. 











Steam, acids, moisture, heat, cold, insects— 
none of these can injure Coes Steel-Handle 
Wrench. The package it comes in is plain, be- 
cause all the value is put into the wrench. 


Beware of imitations. If your Jobber will 
not supply you with the Genuine article, then 
write to us and we will refer you to one who 
will. 


Worcester, Mass. 


ABE i as 
John H. Graham & Co., 113 Chambers St., N.Y. 
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There’s a demand 








Numbers of mechanics in your 
locality want these tools. 


They sell easily 





sales, for mechanics know the 
accuracy, reliability and quality 


of workmanship in B. & S. 
Tools. | 


Satisfied Customers 
When you sell a B. & S. Tool 


you add another satisfied cus- 
tomer to your trade. 


Profitable line 











Because of the points mentioned 
above, the B. & S. line is a profit- 
able one for the dealer. 





Why not put in a stock at once? 


Brown & Sharpe Mfg. Co. 


Providence, R. I., U. S.A. 








It requires little effort to make — 
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“Wear-Ever’™ 
j Aluminum Cake Pan 
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reached 55,097,265 readers. 


Dept. 17 


New Kensington, Pa., 


Wear-Ever 





Without water and swishont burning — 






you can cook a delicous pot roast im this 
“Wear-Ever” 
Aluminum Kettle 








Baltimore Cincinnati 
Boston Detroit 
Chicago Kansas City 


Warehouses: 


East St. Louis, Ill. 
Branch Sales Offices 


San Francisco 


ECONOMY PURITY 


Minneapolis 
New Orleans 


New York Portland 
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Advertisements like these make constant new users of 


“Wear-Ever” 
Aluminum Utensils 


You should be one of the dealers to supply the demand. During March, we 








The dealer helps shown below reinforce the magazine advertising and 
complete the circle of efficient sales co-operation. 


After you stock “Wear-Ever” Aluminum we help move it from your 
shelves and give you in the bargain, satisfied customers. 


We are glad to send further particulars and printed matter. Write now. 


The Aluminum Cooking Utensil Co. 


New Kensington, Pa. 


Portland, Ore. 


Philadelphia 
Pittsburgh 


“Wear-Ever’” Utensils are made in Canada by 
Northern Aluminum Co., Limited, Toronto, Ont. 


“WEAR-EVER™ 


ALUMINUM 
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We Sell 2s ; : We Sell 
Westinghouse /-_ es Westinghouse e —} 
Electric Ware ip Electric Ware 
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Why Don't You Sell 


Westinghouse Electric Ware 


UNDREDS of Hardware 

Stores now sell Westing- 
house Electric Ware because 
it is a rapidly moving and prof- 
itable line to carry. More are 
getting into line each day. 
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It is easy to sell because there is a big 
demand tor “things electrical’ these 
days and people are specific in demand- 
ing “WESTINGHOUSE ELECTRIC” 
branded goods, recognizing the respon- 
sibility behind that name. 





Westinghouse Electric Ware may be com- 
pared to fine silverware in its style, workman- 
ship and finish. Made of the best materials, it 
is bought for its quality and because it will be ; 
useful for years. ‘, 





Write Dept. H for details of proposition, 
prices, sales and advertising helps, etc. 


Westinghouse Electric & Mfg. Co. 
East Pittsburgh, Pa. 


Sales Offices in Forty-five American Cities 





Coffee Percolator. Percolating Coffee Pot. 
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Length 18 in. 





‘Cyclops Nail Puller 





A FEW SELLING POINTS: Manufactured by 


No springs to break. 
Will not turn in the hand. ‘ 
Unobstructed view of nail. Union Hardware Company 


Jaws hardened and tempered. 


Jaws grip beneath nail head. . 
Oblique delivery of ram blows. Torrington, Conn., U.S. A. 
Handle prevents bruised hands. 


Will not roll off inclined surfaces. New York Office: 99 Chambers Street 





Retails for $1.00 


Ra ia ea A! tang helm ptt Sah a ge hart oe tee qe tS OS 
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‘‘ Look at the Eagle Beak Jaws”’ 


Weight 4% Ibs. ea. 
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Tnmo Pipe Wrenches 


are cheaper to use than many 
other pipe wrenches. The 
inserted jaw in the handle 
can be easily and cheaply 
replaced. The spiral spring 
is placed inside the lugs on 
the handle and thus pro- 
tected against damage or 
loss. The reinforcement of 
the movable jaw adds extra 
strength where most needed. 
The handle and jaws are 
drop-forged from high grade 
steel, All parts are inter- 
changeable. 
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MADE BY 


Trimont Manufacturing Co. 


55-71 Amory Street 
ROXBURY, MASS. 





SEND FOR CATALOG No. 133 
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Write and say ‘‘Send me details on your display board proposition”’. 


The Billings & Spencer Co. 


Hartford, Conn. 








2 Cents To You 


Two cents for a chance to double your 
wrench sales, for a better method of storing 
and displaying your wrenches. That's a 
chance that wouldn't hang around long without 
bidders, and from the way the trade is snapping 
at this offer you'll have to hurry if you want to 
get any sort of prompt delivery. 


The B & S Display Board is a cooperative 
measure on our part to help you self more 
wrenches. The board is designed to hang in 
a convenient position behind the counter, or 
to stand on the floor. Your stock is always 
on display before your customer and is always 
at your finger tips. No hunting around, open- 
ing one drawer after another. It has room for 
one-half dozen lots of the various sizes of 
wrenches which we find to be demanded most 


—no dead wood. 
You and every other reader of Hard- 
















ware Age can secure one board at the 
tremendous, stupendous outlay of 
two cents—the cost of a stamp. 
Money back if you are not sat- 
isfied. This can’t last long, 
and the chance to increase 


your wrench sales and im- Boog 
Billings 

prove the appearance of & Spencer 

your store is too good Co. 


to miss. Hartford, Conn. 


Without obligating us 
we would like to know 
more about your wrench 
selling plan 
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WICKWIRE 


W. W. POULTRY FENCE 


WIRE CLOTH 
We have been in the market as manufacturers of Window Screen Wire Cloth and other grades 
for many years, and as our brands are well known to buyers, we believe it is needless for us to mention 
the matter of quality. We prefer, rather, for our recommendations, to stand upon the merits of the 
goods we have been putting upon the market for many years. 


HEX. NETTING 
In the manufacture of Poultry Netting we have a very large capacity, and by the most modern 
equipment in machinery and apparatus for putting the goods up, we have succeeded in placing upon 
the market a Netting of the highest grade, in either galvanized before or after weaving. 


W. W. POULTRY NETTING 
The W. W. Poultry Fencing is new in the line of poultry fence or netting. Constructed so it can 
be stretched from post to post and hang straight and tight. 


WIRE AND WIRE NAILS 


We make all grades of Wire, Galvanized, Tinned, Coppered, 
Bright or Annealed. Also all sizes and kinds Standard Wire 
Nails, in kegs and Miscellaneous Wire Nails in packages. 














Our entire line is made from open hearth steel, pro- 
duced in our own mills, where experience and science 
are applied from ore to the finished product, largely 
eliminating rusting qualities of our steel products. 











Wickwire Brothers, Cortland, N. Y. 
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Vollrath Sink Strainers 


FOR YOUR SUMMER TRADE 


ORDER 





























SWAT 
THE 
FLY 











‘It is a Sink Strainer that will not leave rust spots 
on a white sink, will not tip over, is easily cleaned 
and fills a particular need for most housekeepers. 
The perforations are not small enough to hold back 


Good Housekeeping says: 





coffee-grounds. The Vollrath Sink Strainer has White enameled, strictly one- 
proved satisfactory in all these particulars.”’ plese-—ne evevicss to retain Gith 


THE VOLLRATH CO. 





and foul odors, or to breed 
germs and flies. 











Sheboygan, Wis. 
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MakeThem Pay 


Many a merchant has been forced to borrow money and 











even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
‘Store Management Complete.”’ 


Every reader of hardware and retail literature knows Frank Farring- 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Himself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 
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sibilities of development; proper examples; the right line of growth; 
success-making qualities. 


The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 


The Credit Business, What to Sell, Premium Giving. 





252 pages, illustrated. Cloth bound, $1.09. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 
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Get In Early with This Fast Selling Line and Have A 
BIG and WARM WEATHER BUSINESS! 


Now is the time to install a “Cookery” 
Department. Strong buying has begun. 
Dealer’s sales of “IDEAL” Fireless and 









“Ideal” |} 


Steam Cookers are increasing daily, and : 

will continue to grow larger as the days Fireless 
get warmer. It’s the one big paying Cook 
summer proposition. Your stock should be 





on display now. . 3 —>* " _ a ‘ bea = Stove 


“Ideal” Fireless Cookstoves roast, bake, 
stew, steam and boil, and do it without fire, 
work or worry. 


“WATER SEAL” TOP ( 
HEAT CONSERVING VALVE + 
AUTOMATIC CONDENSER 


Lined throughout with “PURE” Aluminum; 
Seamless Aluminum Cooking Compartments. 


“IDEAL” STEAM COOKERS 


Cook an entire meal over one burner of any kind of stove. Finest thing in the 
world for canning fruits and vegetables. 

Flavors and odors cannot intermingle. Food better cooked than in a stove. Nothing 
ean scorch, burn, overcook, dry up or evaporate. It’s “the cooker with the whistle,” 
that calls 20 minutes before more water is needed. Holds 16 one-quart jars for 


BEANS} CF i 


—— - a 
MO CKEK 








Half-Round canning fruits or vegetabies. Made in 14 sizes, including sizes for hotels and restau- 
and rants. Round or square; tin with copper bottoms, or solid copper. 
Triplicate Illustrated catalogs of Steam and Fireless Cookers, other Household Specialties 
Aluminum and our line of aluminum utensils,—with wholesale prices, sent FREE on request. 
Sets Watch our ads for new Announcements EXCLUSIVE AGENCIES GIVEN 




















The TOLEDO COOKER COMPANY, “""rote00-on10° 





“Clean Up” Big Easy Profits 


On The Washers 
That Sell Themselves! 


There is no doubt about it—here is the one me- glance. Its reasonable price 
chanical washer you can sell easily—quickly. Every makes it easy for them to buy 
dealer that has put it in stock is selling dozens of them. it. You don’t need to “talk 


; our arm off.” It sells it- 
It appeals instantly to housewives. They see its practical . olf 


feature — its superiority —its greater convenience at a 


MAYTAG 


Power and Electric Washers 
with Swinging Wringers 


save women work, worry and money. Their feature—the swinging 
wringer—convinces women that they must own one. With a May- 
tag the housewife can wash and wring clothes at the same time 
with no possible chance of soiling or tearing clothes. To wash and 
wring on other machines the housewife must hold the clothes above 
the oily mechanism on top of tub, and run chances of staining and 
ripping clothes. When you show her that the wringer can_ be 
swung to any position, you won’t have to do another thing. That 
alone will convince any woman that this is the washer for her 
to buy. 

Begin to get this easy profit. Don’t let the other fellows get it all. 
Write at once for our special selling plans and terms to dealers. 
Do that today. 













































The Maytag Company ‘Newton, Towa 


Write for special offer to dealers 
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and the Householder 


‘They will soon be needing quick, ideenicalind: 
long-lived, scythe stones. Give them 


CARBORUNDUM 
Niagara Scythe 
Stones 

iey. held their: shases 


give the scythe and grass- 
hook just the right edge— 
and they wont glaze. 


THE CARBORUNDUM COMPANY 


NIAGARA FALLS, N. Y. 


4 STOCK UP - Now Fe. 
MEET THE DEMA. 


Made in Thee Sizes 








Put up in attractive 

















cartons, boxes, and holders s 





























Pike ee, Sine DIETZ LAMPS 
For Lawn, Roadway, 


Porch, Camp, and 
Outbuilding use. 


(Brilliant light of 
from 22 to 150 
candle power) 





DIETZ DIETZ “PIONEER” sei seaman 
NOS. 30 and 60 STREET AND PLATFORM 
SQUARE LAMP 
“BEACON LIGHTS” LAMP 


(For Boat Landings, Camps, 


(For Camps, Porch, etc.) (For Lawns, Roadways, etc.) Outbuildings, etc.) 


A SUGGESTION :—LET OUR CATALOG WORK FOR YOU! Lay it on your counter; 
it will interest your customers and prove to be the best Silent Salesman you ever had. 


f . 
R. E. DIETZ COMPANY, fotnoen isc “New vorn ‘err? 
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oy Footprints To Your Store 


“Tronclad” Waterproof Soles will bring the “Home shoe repairers” to 
your store. And once they repair their own shoes with “Ironclad” and 
wear them they will see for themselves what real water shedding leather 
it 1S. 

Because every “Ironclad” Sole is put through a special water-proofing 
process that renders them absolutely waterproof. More than that, it 
actually adds 50% to their wearing qualities. 


Note the neat, handy individual package they come in. Remember: 
Good goods well displayed are half sold. Our leather stands the test. 
Our prices insure liberal profits. Our treatment holds customers. 











Upon request, we'll furnish name of our nearest 
Jobber and send full particulars. 





WATERPROOF SOLES | 211-233 W. Schiller Street 
pei ale CHICAGO ILL. 



































Live Sales Right Now 
in “Yay Fly Traps 





The tremendous free “Swat the Fly” campaign is 
at its height. Thousands of dealers are selling 
“Perfects” as a result. You ought to have a stock. 
Its sales will surprise you. We make them in five 
styles and finishes at all prices so that you can 
satisfy every customer. 

Perfect Fly Traps are not flimsy contrivances so 
often known as fly traps, but are substantial devices, 
and the surest, cleanest and most economical way of 
exterminating flies. The construction is based on 
a scientific basis. They make good. 

Why be without a stock a day longer? Write us 
now; we will take good care of you. 


The Ludlow-Saylor Wire Co. 
Gen. Offices, St. Louis, Mo. 
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You have now the best 
opportunity In years to 
extend your business in 
this line, and greatly in- 
crease your profits. Put 
yourself in position to 
meet this demand, with a 
full line of Cyclone 
Fences and Gates, 


Write us for Illustrated 
Catalog and our sure- 
profit prices to dealers. 


We co-operate with you 
in many ways. 
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There’s a big business opportunity for you, Mr. 
Dealer, in the widespread demand for wire 
(fencing to take the place of the unsightly, unsani- 
tary wooden fences. 


This demand is the result of an aroused public sentiment in favor of 
better health conditions, which extends to all parts of the country. 


CYCLONE ORNAMENTAL FENCE AND GATES 


constitute the logical remedy for the conditions so generally complained 
of Their reputation for beauty and durability is nation-wide, and is 
long established. 


CYCLONE FENCE COMPANY 


Waukegan, linois 
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Excelsior Fence Products 


Customers will ask for Rust Proof Bed Guard, Trellis, Arches 


and Tree Guards as soon as the ground opens. 


Write today for Catalog and Prices. 
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Now is the time to get in your stock of 





WRIGHT WIRE COMPANY 
WORCESTER, MASS. 
Boston, New York, Philadelphia, Chicago, San Francisco 
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This is an Advertisement 
for the 
Hardware Manufacturer 
to Read 


A 


S\emison 


- Guarantee Tag 
| Is One of the Best 
































Ek, ‘. . K NTI A L. It carries your warranty from 


vour factory to the consumer on 

The one essential thing in a the article which you warrant 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless “advantages” 
to blind your customer to this 
most important thing. 


The Model Quality Range 


combines unexcelled baking 
qualities with every range con- 
venience known to the trade. 
The hot-blast fire-box, correct 
proportion, and general good 





When you guarantee your quality 


workmanship combine to make with a tag made by Dennison, 
The Model “Quality” Range the Dennison guarantees the quality 
one range for you. of the tag 

May we submit proof? WWe are glad to send samples 


Dennison AManufachwing Sex 


THE TAG MAKERS 





V E NEW YORK NEW YORK 
QUALITY STO & 26 piaenaes maui 15 John Street 4th Ave & 26th Street 
RAN GE Co. PHILADELPHIA 
1007 Chestnut Street 
Belleville, Illinois CHICAGO ST. LOUIS 
62 East Randolph Street 905 Locust Street 


LONDON BERLIN BUENOS AIRES 
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MYERS HOUSE PUMPS 


Fit for any Kitchen, Porch or Yard 


When one of your customers comes in and desires to purchase a house pump—sell him 
a MYERS every time. 

He may insist on buying something just a little cheaper to save a shilling or two, but 
this is “Penny Wise and Pound Foolish’” judgment on his part. After you show him 
one or two styles of Myers House Pumps and explain why they are superior in every 
way to the common run of house pumps now on the market, he will soon change his 
mind and take home a MYERS. 

Probably, Mr. Dealer, you yourself are not acquainted with Myers House Pumps. 
They are members of the famous Myers Glass Valve Seat Pump Family. Unequalled in 
style, workmanship and finish, they harmonize with any and all surroundings and are fit 
for any kitchen, porch or yard—besides they give unexcelled pumping service year in 
and year out. 

Illustrated circulars in colors, with full descriptive matter and prices, show different 
styles and tell all about them. While you have it in mind, write us. 


KF. KE. MYERS & BRO. 


ASHLAND, OHIO 


ASHLAND PUMP AND HAY TOOL WORKS 
Pumps—aAll Kinds—Hay Unloading Tools—Door Hangers 
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HERE ARE SOME OF THE SELLING POINTS ON 


STURGES MILK CANS 


THAT WILL SWELL YOUR SALES 


It is no accident that Sturges Milk Cans have been standard for 50 years and 
the safest line for any Hardware merchant to handle. 

Sturges Cans are heavy cans and the weight is all over, not in a loaded bottom. 

Sturges Cans are stiff, strong, solid cans that resist all kinds of abuse. 

Sturges Cans don’t cave in at the neck because our splendid “S’’ seam con- 
struction gives 4 thicknesses of metal at the joint between neck and breast. 

Heavy half-oval steel hoop joining breast and body gives can great strength 


and serves as a bumper. 
Body sheet is heavy stiff steel riveted. Steer clear of cans with body sheets 


soft enough to be drawn or folded over. 

And every part of Sturges Milk Cans is tinned and retinned after rivet holes 
are punched and before the parts are assembled. There are no rust rings and 
corrosion pockets in Sturges Cans. 

Soldering of all inside seams is done with big smooth rounding ribbons, leaving 
no crevices or offsets. 


Safe, Strong, Sanitary, Satisfactory Cans. 


A credit to your judgment as a Buyer. 
An inspiration to your skill as a salesman. 


Write for Catalogue No. 18 and discounts. 


STURGES & BURN MFG. CO., 508 So. Green St., Chicago, Ill. 


New York Deliveries made from 50 Church St., Room 1650, where we carry a full line 
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You 
Don't 
Have to Create a Demand 


for Forstner Bits—the demand is already created. The 
thing to do is to supply the demand by keeping a stock 
adequate to meet the needs of all classes of users. 











Forstner Bits 


will do their part. They are guided by the rim, instead 
of the center, and therefore can be guided in any direc- 
tion. Tough grained wood and hard knots won’t deflect 
a Forstner Bit from its course. It bores straight—bores 
clean—leaves a true polished surface. Ask your Jobber 
to supply you. 





The Progressive Mfg. Co., Torrington, Conn. 
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CTIONS speak louder than words’’— 


and so we offer the “Greyhound” on the money-back-if- 
not-satisfactory plan. 

You can sell the “Greyhound” at a greater profit not 
only because each sale pays you well, but because each 
sale creates a new sale. 

The “Greyhound” cuts better, cuts faster, cuts with 
greater ease, holds its set better, and lasts longer. 

It’s all in the “Greyhound” Steel—the product of 
years of experimentation. 

Let us give further particulars—write now. 


GEO. H. BISHOP & CO., Lawrenceburg, Ind. 
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d Screws 


Stove  “£s Tre 

Machine at Rivets 

Screws and Burrs 
Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois, 
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SCREWS 


We are manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and’ discounts. 


»\s\e\e\e\a! wa \ta \te Ven Ven ben ee 











Bridgeport Screw, ’Company 
Bridgeport, Conn. 
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If Steel Roofing is ever 
' Discredited, blame the 
fact upon Skinned-weight 
poor quality products, not 
upon Steel Roofing itself 





“You are | - 
to blame” OU, as sellers of Roofing and Siding, have 


everything to gain by championing the 
cause of Honest Steel Roofing, sold honestly, 
at its actual weight. 


Your influence must be inflexibly against the fellow who sells 29 gauge or worse as “standard,” 
because you know that one gauge stolen from the weight of a sheet steals half its rightful life as a roof 





or as a siding material. 


Inland Steel 
Roofing and Siding 
Is sold by the Pound 


And you get exactly what you pay for. 
It is a tough workable steel, free from impurities, and the GALVANIZING STICKS. 


It is your best defense against every attack made against Steel Roofing, because every Inland 
Roof you sell is a public testimonial to the lasting qualities of good Steel Roofing. 


Let us quote you for immediate acceptance before prices advance. 


INLAND STEEL COMPANY 
First National Bank Building, Chicago 


Works, Indiana Harbor, Indiana 
Branch Offices: ST. PAUL ST. LOUIS DENVER DALLAS MILWAUKEE 
° Pioneer Building Nat'l Bank of Commerce Bldg. 1618 Stout Street Praetorian Building Majestic Building 
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The Analysis of - = 
Portsmouth Iron itl 


represents no mathematical gymnastics but is the 
truthful account of actual metallic and gaseous con- 
tents of this RUST-RESISTING IRON, and is as 





follows: 
TD . cit tons ee ca ehaek eeeekeda eke -025 
PRE -bescccsseccendveosecoesees ae .005 
i - Uetenees sie ee ewbes ane de 8 bere -025 
ET Rion ce codbbiee i200 00 eee 6 025 
EEE cbdee 6 60 Heeccdn wes se Gn tees 1 
Total harmful impurities............. .081 -_ se ane ae : . 
sane ate sec ee eee ecccecccecees 99.919% ‘The ‘Delights of a ‘Lane’ Trip 
cose (EUOME wo dod ese cow edtEbHecs ce nen 
Dn sii a no winds sob GeLndeee @6ee 030 EST after work is necessary to human endurance, 
Balance (after deducting copper). . 99.794 ng renown nd he a wise a The a — 
oO merica offer more vacation opportunities an 
NOTE: a grt add Copper to the mixture of any other source in the country. The steamers of the 
caref selected raw materials for the follow- Detroit and Cleveland Navigation Company operating to 
ing reasons: all important ports are unrivalled in point of elegance, 


comfort and quality of service—the perfect freedom of- 


(1) Because of its generally recognized and proven 
fered by the saloon and promenade decks, the commodious 


araer Semance to. ceerewen. state rooms, luxurious furnishi d ll f 
(2) When added in approximately the above quantity aa a s age ane “excenence 6 
sine make life aboard these floating palaces a solace 
. wag, sme greater rust-resisting quality to to the weary mind and body. 

(3) Next to Nickel it is the best alloy known for this Where You Can Go 
purpose, and eliminates segregation to the great- Daily service is operated between Detroit and Buffalo, 
est possible extent. Detroit and Cleveland; four trips weekly between Toledo, 
Detroit and Mackinac Island, the historic summer resort 
Send for new booklet. of the North Country; and from June 25 to Sept. 10 a 


special steamer, two trips weekly, will be in commission 
between Cleveland and Mackinac Island, stopping only at 


RB Detroit every trip. During July and August special day- 
} mm ath Steel Go light trips between Detroit and Cleveland. From June 10 
or s Oo to Sept. 10—daily service between Toledo and Put-In-Bay. 
General Offices 8 Works Prtsmouth 0 Executive OfficesW heel ing W. Va Railroad Tickets Available 
i Tickets reading via any rail line between Detroit and 
Sales Offices Buffalo, Detroit and Cleveland will be honored for trans- 
Cincinnati—138338 Union Trust vig ey Fe Ry. & ee on D. & 7 = ig eomeeeere in — direction. 
. . en cent stamp for ustrated pamphlet and Great 
eg Py A ga mg Me ened ng et St. Lakes Map. Address L. G. Lewis, G. P. A., Detroit, Mich. 
Lon Angeico—-Washington Bldg. | Bldg. Detroit & Cleveland Navigation Co. 
New Orleans—207 Q. & C. Denver—401 Sugar ae. Philip H. McMillan, Pres. A. A. Schantz, Vice-Pres. and Gen. Mgr. 
Bldg. Detroit—908 Ford B General Offices, Detroit, Mich. 








Steamers arrive and depart from Third Avenue Wharf, Detroit. 
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When You See = wx. 
This Red Stencil 8, 


Ca Keystone &* 


on a bundle of Galvanized Sheets you know that it signifies: 


A strong, pliable, easy working sheet with a perfect coating. 


A sheet that has a proper amalgamation between the coating 
and the base plate of Copper Bearing Open Hearth Steel. 


A sheet that is unequalled for long life, satisfactory service 
and efficient protection. 


Write today for our free booklet, ““Copper in Steel—The In- 
fluence on Corrosion.”’ 


_ American Sheet ana iTin Plate gompally 


General Offices: Frick Building, en Pa. 























———— DISTRICT SALES OFFICES: = 


Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis 
il) Export Renresentatives: UNitep States Sreet_ Propucts Company, New York City. 
Hil Pacific Coast Representatives: Unitep States STEEL Propucts Company, San Francisco, Los Angeles, Portland, Seattle 
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Points You Should Consider 


in placing your orders for the 
Roofing you carry in stock 


@ First of all, Quality should be, and is, the 
most important factor in the production of 
Wheeling Corrugating Company's Heavy 
Coated Tin Roll Roofings. 
@ This is one reason why it is giving satisfac- 
tion to the dealer and consumer alike, every- 
where. 
@ Made from Prime Plates of the Best Roof- 
ing Ternes made. 
@ Stamped with Brand, Gauge and Weight 
of Coating on every sheet, assuring you that 
you get what you want and exactly what you pay for. @ Sheets are 
re-squared, the soldering is done without the use of acid flux and the 
paint is of the very best and is properly applied and dried. @ Ut- 





guaranteed. Let us quote on your requirements. 


ST. LOUIS KANSAS CITY CHATTANOOGA SAN FRANCISCO SEATTLE 








most care is exercised even to the most minute detail. Satisfaction 
e 


WHEELING CORRUGATING COMPANY, WareuiNe W.VA mpage ssceyy 
BRANCH OFFICES AND STORES: DALLAS DETROIT LOS ANGELES 
NEW YORK CHICAGO PHILADELPHIA PORTLAND SALT LAKE CITY 
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Hand ard Powers; 







Gasoline 


Is dangerous without 
proper equipment. 
Sell this Gasoline Pump 
to the auto-owners in 
your city. 

It combines safety and 
efficiency. 

Write for our iterature 
on Gasoline Storage 
Systems. 





Fig. 726 


The Deming Company 
SALEM, OHIO 


General Distributing Houses: 


CHICAGO: Henion & Hubbell 
PITTSBURGH: Harris Pump & Supply Co. 
NEW YOR B. Carter Co. 


K: Ral 
BUFFALO: Root, Neal & Co. 





Get Right On Poultry Supplies 


A Few Good Sellers in Moe’s Line 





MoE's SELF LOCKING LEG BAND 
a A sealed band that 


requires no_ sealer. 
Made in all sizes. 


$6.00 per thousand. 
















WHEN FILLED AFFOROS § 
PROTECTED FEED 








SLIDING COVER ff 
MAKES FILLING 


A new inexpensive 
feeder or waterer 
for little chicks. 
, Nothing on the 
market can equal it 
for the price. Made. 
in two sizes. Re- 
tails for 15c and 
25c respectively. 





ACCOM 
MODATIONS FOR A NUMBER 
‘ OF CHICKS 























MOE'S SANITARY POULTRY DRINKING FOUNTAIN 
7 . y ” 


REPLACE COVER AND YOU 
HAVE A CONTINUOUS SUPPLY 
OF PURE WATER 7> 





The most popular 
poultry fountain on 
the market. Fills 
from the top. Manu- 
factured in three 
sizes. Iso for 
pigeons and ducks 


















Laberal discount sheet to dealers. Freight charges ab- 
sorbed to any point in the United States. Small erders 
arising from our aggressive advertising turned over to 
the dealers to be filled. 


OTIS & MOE MANUFACTURING CO. 
1708 Otis Bldg., Chicago, U.S. A. 























ALL. SIZES 


IN VARIOUS 


PAT TERNS 


=) 0) 6) 0 a 7 


SPADE A SPADE’ 


The Wyoming Shovel Wks 
Wyoming Pa. 


ESTABLISHED 1873. 




































—a 
Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 














Made a little different— 
a little better than others, 
cost no more, sell easier 
and oftener. Our cate 
alog shows a long line of 
profit makers—pumps of 
— design construc= 
tion and adaptability. 











— 





HAYES PUMP & PLANTER CO. 


GALVA , ILL. 
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A “‘Nelson Valve’’ Test 


A manf’g company desired to 
destroy ‘‘ something ’”’ in proving 
value of a valve—used Williams’ 
‘¢VULCAN ”’ **C’’ Clamps to with- 
stand the destruction-test. Their 
choice resulted from analysis—took 
the strongest known Clamp on the 
market as a precautionary measure. 


Do as much for yourself, what- 
ever the task! There’s a Williams’ 
Drop-forged Clamp for every pur- 
pose and each has superior qualifi- 
cations for its requirements. Logi- 
cally one of ’em fits your cus- 
tomer’s purpose best. 


Williams*® Williams’ ** LIGHT 
Heavy Service Medium Service SERVICE’’ 
“VULCAN” “AGRIPPA”’ 7 Sizes 

11 Sizes 7 Sizes apacities 

Capacities Capacities 0 to 12” 

% to 12%" 5 to 18” 





wai 
e6 'AN’’ 
Tool Makers’Clamp Send for Dependable 
With plain or re- 
movable swivel Tools Cat. 


Screw 


J. H. WILLIAMS 
& CO. 


Superior Drop Forgings 


57 Richards St. 
BROOKLYN N. ¥Y. CITY 


32cS. Clinton St., Chicago, Ill, 














Attractiveness Is _ the 
Secret of Easy Sales 


On your shelves they 
look attractive, because 


U. S. Sandpaper 


is put up in attractive pack- 
ages. Every sheet looks 
fresh and efficient, because 
it is fully protected by 
the packing and therefore 
never looks ragged, limp or 


soiled. 


That helps to make sell- 


ing easy. 


The quality and appear- 
ance of U. S. Sandpaper 
and Emery Cloth make 
them steady and quick 


sellers. 


Ask your Jobbers for 


them. Insist. 
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You Can Take Either 


Gem or Lightning 
FREEZER 


Both bear the proud record of more than a 
quarter century of service which satisfies. 
The kind that helps to create confidence in 
the dealer who hands them out. 


Order now from your jobber for shipment 


when you like. Add the BLIZZARD as a 
good running mate to either style. 


_ North Bros. Mfg. Co. 


Philadelphia, Pa. 
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It Cannot Hide Itself 


Stove, (no matter how many 
Bi peesictr ‘that can hide itself ery the 
bringing out and showing powers of any 
one of your Salesmen—IF. : 
If all your stoves wear the “roller 
skates” we call— 


HARPER HANDY 
CASTER TRUCKS 


they can easily be “whisked out” to the 

best selling light your store furnishes. : 
The HANDY HARPER ae life a 
ery kind of stove leg, and quickly teaches 

~ aed the ORDER BOOK MARCH. | 
Write US about them AFTER YOUR 


i hem. 
OBBER SHOWS no interest in thet 
Shall we send you some H. H. C. partic- 
ulars? The kind worth knowing of. 


‘“‘Price per set of 4.’ 75c. 


Chicago Hardware Foundry Co. 
NORTH CHICAGO, ILL. 














We make special Steel Gem Casters, for hard- 
wood floors, with felted, leather, vulcanized fibre 
wheels, etc. 

They are all built of steel. In strength, quality 
and workmanship equal to highest Schenck stand- 
ards. 

Smallest caster carries 1,000 pounds on smooth 
floor, which it will not scratch. 

Write for our colored catalog. 


M. B. SCHENCK CO. 


MERIDEN, CONN. 








ACME “DOUBLEDGE” 


SELF MEASURING—MARKED EVERY 12 INCHES 


The crossed ribs prevent nails from sli 


WRITE FOR 
OUR NEW 
CATALOG 
JUST OUT 












strapping on case. 

















BOX STRAPPING 


pping; also hel 
Made in four sizes, 3g 


t.steal Go 


2834-2840 ARCHER_AVENVE. 
SPLAFAYE 


‘ inches. 


O. ANY 
ILL. 


NEW YORK CITY DOUBLE 
SAN FRANCISCO COILED 
408 ANGELE 





to tighten 









STRAPPING 








ON ORDER 
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je-— CHASE PATENT BELT COUPLERS 


The Famous The simplest, cheapest, easiest applied and ‘‘Look at this Joint,’’ the Chase 


Chase Bevel Head 
Bifurcated Rivets  "08t durable Belt Coupler on the market. 
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9/16 





pe —made all sizes: And the simplest to take up. “No overhead 

o work.” Flexible as the belt itself. 

e “a nM Being hinged in the centre they run equally 
10-16” 11.16" well over large or small pulleys—without 
12-16” 13-16”, bump or jar. The plates are made of the 


7/16 


Make your dealer and reused. The rivets only are thrown away. 
give you the origi- A complete line for all size belts. 
nal and _ genuine One Jobber Agency wanted in each city and 


bif ted Rivet. : : - 
“Tue Cuase.” town. Liberal discounts given. 


(= — the STRONG MACH. & SUPPLY CO. 


48 Franklin Street, New York City Showing Top Side Showing Pulley Side 


ose 15-16”, best cold rolled steel, are extremely durable 
. — and when belt wears out, can be taken off 
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Universal Wringer | | JANITOR MOP STICKS 


Are Good Sellers 
every day in the 
year. 

All hardware dealers 
should handle them. 


This is the style used 
for cleaning stores, 
Offices, schools, churches and 
public buildings. 
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The one illustrated is our 
latest and strongest 


Just what you need to get the 
janitor trade. 





Rubber Rolls Extra High Grade Pree 


Full particulars are given in our 








Ne. 75 booklet No. 1474. 
Warranted 3 years for family use Tinned 
EXPOSED COG WHEELS a aeaeeed 
Malleable Iron Frame thoroughly gal- SOME OTHER GOODS WE MAKE 
. ° Waffie irons Quilt Frame Cover Lifters 
vanized to prevent rusting. Can be Meat Brollers Clamps, < Stove Salers 
° ° teak ammers elling ooks ulleys 
clamped to any style washing machine. Ice Shaves and Curtain Fixtures Spring Hinges 
Picks Coat and Robe Fire Place Fix- 
Ask your Jobber Lemon Squeezers Hooks ures 
Lamp Brackets Door Pulls Brass Candle- 
sla neha ee s sticks wine 
rackets aw Vises amson n 
a ee oe a MS galag Sag ad Griddies Dampers and i. 
No. 331 No 371 11 x 1% in. Steak Hammers Clips — ane. ideal 
ae 5 





Send for M 13 Catalog if interested in these items. 


The American Wringer Co. STOVER MFG. CO. 


New York, U. S. A. 710 East Street Freeport, III. 


Toy yr 
“DeWitt Brand’ 


WIRE TILLER ROPES AND WIRE SASH CORDS, 
POULTRY N 

Screen anmove sronze BRASS, COPPER, STEEL AND GALVANIZED | 

SET ALiiC COATED WIRE CLOTH (ALL MESHES) 
Cloth stack PAintep BACKING AND CYLINDER FACES 
Factories: DE WITT WIRE CLOTH COMPANY, Inc. 
Belleville, N. J. ESTABLISHED 1349 631 Market Street 
Philadelphia, Pa. 291-293-295 BROADWAY, NEW YORK PHILADELPHIA, PA. 
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After House-Cleaning lime 
Comes Y ard-Cleaning! 





“fi OUR TRADE MARK 





Is your stock of 








a 


"ies 


Republic Fence and Gates, 
Flower Guard and Trellis 





as complete as your stock of garden 


rakes, hoes, sprinklers, and other equip- 
ANO ER. ment? 


FENCE sale is worth while MAKE 
sale is worth while. 
WIRE SCREEN CLOTH YOUR TIME AND GALES COUNT: 
Also, every Republic Fence sale leads 
to many others. 


OUR BRANDS Write for our catalog and prices at 


once. 
BLACK Se, ama deme , , 
PainTeo GALvVamizad We can make immediate shipment of 
all stock orders. 















STanDaep PEE Gorcen 
NEPTUNE remedies [GOLD EN RO S Bapwza . 
area Republic Fence & Gate Co. 
CT ee ‘ORIENTAL @oepeten 
. GALVANIZED Sena eae Oana Sapetse North Chicago Illinois 
/ Made in all Widths and Meshes 





HANOVER WIRE CLOTH Co. 








‘CCE EROREEER 














































































Joha M. Hart Company General Sales Ottices | | TL a 
@ Managers of Saies CBICaGce .. THEBES 
LES SSS 2 
ESS SES 
AXKX) MX AAN 
OXY ¥.0,0,0,9) 
XXXX' YX 
AKXX XXX) 
XXX) XXX) 
XXXX xXY) 
XXX KXXX) 
AX XXX’ 
Win XY 
Wile NX 
OXY rear 
en XXX 
10% XX 
MX) XXX) 
DWAAXX OX XXX me 
ORY AX) 
ON one ") | 1] 
aK ONG asy to insta 
Dwiggins Fence not only wins out on 
BIG PR O FITS its a but sells on its distinctive 
Ili tures. 
INN THIS LINE pucnoercuasiaate 
re i ig dem wire trelli k, } | 
Pa ae ving AS agg — 7 a with ‘use Dwi 4 a4 nS en Ce 
go cellar window guards and barred first floor 
ee ae not have to carry a stock. Simply is easy to install —it drives into the 
send us measurements and we will make up the ground easily, stands rigidly and never 
order. lifts out. 


Write for prices and literature. stage 
Re ee Dwiggins Fence pays a profit. From 


your jobber or from us. 


The Ludlow-Saylor 


ae oe og te eam ‘iia Dwiggins Wire Fence Co. 
: ’ : ANDERSON INDIANA 
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INSURE 
| YOUR PROFIT 











American Brand 





Lasts Longer—Looks Better 
ALSO 


Copper Bronze 
Galvanoid Enameled 
Painted 
Bright Galvanized 





All Meshes and Widths 





American Wire Fabrics Co. 
CHICAGO, ILL. 

















De Kalb 
Dependable Delivery 
Wagons 





Our big 96-page catalog should be 
in the hands of every business house 
using Delivery Wagons. 

Better construction or more satis- 
factory service is not known. We 
have a mighty good proposition for 
the live dealer which includes full pro- 
tection, sincere and complete co-opera- 
a A postcard brings full particu- 
ars. 





De Kalb Wagon Company 


103 Garden Street, DE KALB, ILL. 
We also build MOTOR TRUCKS 

















Priest’s 
Clippers 


We a a b 


etgger pee ered 
M. oo. re AF pn a 
osition pa pays 
big—because Rn ‘on satisfies. 
r proposition is that 
you stock Priest’s Cliip- 
pers! 
Write. 








American Shearer Mfg. 


Company 
315 Main St., Nashua, N. H. 





Wiebusch & Hilger, N. Y. 
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A Good Mechanic 
Is Particular 



















He likes good tools—tools he 
can rely upon, year in and year 
out, and this ts the reason why the 
good men all prefer 


STAR BLADES 


Star Hack Saw Blades have proved them- 
selves. They are known in the shops and are 
always in demand. This means business for 
you, /F you carry Star Brand. 


Easy sales, good profits and 
no “come-backs” ; those are the 
things that make the Star such 
a satisfactory blade to the 
dealer. 


Your customers want “STARS.” It would 
pay you to supply them; also many 
other unusual things shown in our 
New Dealers’ Catalogue, a copy 
of which we shall be glad to 
send on request. 


MILLERS FALLS CO. 
MILLERS FALLS, MASS. 











HANA 


One Day’s Trial 


of a 
Grant Noiseless 
Riveting Machine 


resulted in an order beirg placed 
for 12 more machines. 


A few reasons why: 


(1) Noiseless Opera- 
tion. 
(2) Spin Well Polished 
Rivet Heads. 
(8) Avoid Broken Cast- 
ings. 
(4) Do not Mar Sur- 
face in. Riveting. 
(5) Rivet Tight or 
se as Desired. 
(6) Entire Riveting Op- 
eration Takes Only 
One Second. 


For the sake of quality, 
output and cost reduc- 
tion send for catalog. 











The Grant Mfg. and Machine Co. 


BRIDGEPORT, CONN. 





CALIPERS 








Spring and firm 
joint Calipers in 
all required styles 
and sizes. All 
very accurate, 
quick acting and 
of the best quality 
material. 


Catalog No. 31 
contains full par- 
ticulars. 

















ATHOL MACHINE CO. 


ATHOL MASSACHUSETTS 




















UNION 
Adjustable Tap Wrench 


Can be used for taps, drills, reamers 
and similar tools. Its counter-sunk 
center makes it well adaptable for 
lathe use. The jaws have just the 
right spring. 


Made of dependable tool steel and 
hardened and tempered properly for 
the work intended. 


Good seller. Liberal profit. Send 
for Prices. 


UNION CALIPER CO. 


‘Orange, Mass. 
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Parker's 





yw 


National "RO" Box —_ 


\, 


J 
] 


PATENTS A 


ut 
— 


mF a : 


i 
itty 
Hi 


A Mill that is just right for home use. Very 

handy—sets squarely on table or any flat sur- 
face. Easily adjusted to grind coffee to any 
degree of fineness. Also very popular for 
spice. 
A good Mill at a moderate price. Made 
strong and serviceable. Parker Coffee Mills 
are made in many styles. Send for Catalog 
and Discounts. 


The Chas. Parker Company 


Factories 
Meriden, Conn. 


New York Salesrooms 
32 Warren St. 




























Seasonable 
Suggestion 


Have You 
Plenty in 


Guia ICE PICK 


List Price Per Dozen $2.00 


YOU WILL NEED 
THEM THIS SUMMER 


Goodell-Pratt Company 


Aoolomihe 


GREENFIELD, MASS. U. 5. A. 














Whether you are just opening a 
hardware store or are already well 
established in the business, you 
should include 


The Hardware 
Merchant’s Card 
Index Record 


in your next month’s budget. For keep- 
ing track of Quotations, Changes in 
Window Displays, Addresses, Follow-up 
Dates and Miscellaneous Memoranda, 
this record is as practical an application 
of modern systematic methods as could 
be evolved for the Hardware Man. 


12 page illustrated, descriptive circular and samples of the 
slips supplied with the record, free on request. 


Price $6.00, delivered 








David Williams Company 
| 239 West Thirty-ninth Street, New York 





Best Sellers 

















Two of 
HAMMER’S 





Hammer patented malleable iron hand 
lamps represent the best value on the mar- 
ket. They will prove a profitable item in 
your store. 

The Clamp is strong — built like an I- 
beam. Quick-action screw,  universal- 
jointed face plate. Great seller. 

Hammer goods include many Specialties 
of Malleable Iron, including: Adjustable 
Clamps, Hand Lamps, Hanging Lamps, 
Engine Torches, Oilers, etc. 

Write. 


Hammer & Co., Branford, Conn. 
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Hot Weather 
Profit-Makers 


Because the public knows the sanitary and 
economic features of ““XXth Century” Coolers 
they are demanding them more and more each 
season. 

Supplying this demand opens up a very 
profitable sales-field for you. The season is 
on. Select a line of 


“XXth Century” 
Bottle Coolers 


(Licensed under Newell Pat- 
Shelf Space ents, August 11th, 1908) 
and cap the profit-harvest. 


Not a stick or prop in the way. That’s why The demand is steady and 
your profits are all that 


PIQI IA could be desired. 
Illustration shows Style 


: No. .570, a very popular 
Adjustable Shelf Brackets ae ipeciniae. os 
make many different styles 
give 30% more room. Over a quarter more shelf at a wide range of prices. 


space is quite an item, isn’t it? 
Write for Catalog 


It illustrates, describes and 
prices our entire line. Send for 
it today—it will open up a new 
line of profit for you. 


























Piqua Brackets permit ALL the goods to be 
SEEN. Easily put up—easily removed. Adopt 
them yourself and every merchant in your locality 
who sees them in YOUR store will want them in 
HIS. Piqua Brackets are “slim’—Piqua Profits are 


“fat.” Send for Catalog H. niin eg enkeii 
Dp; . 8 Leonard St., New York 
Piqua Bracket Co., Piqua, Ohio eonard St., New Yor 


























Cash For Baled Paper 


We will tell you where to dispose of all your waste 
paper, rags, straw and excelsior at the highest prices. 


Your Present Loss 


All the waste paper, rags, and straw you now burn is dead loss. 
When baled there is a ready market for it at good prices. 


ALL STEEt is a ready receptacle for all 
- your waste paper, as safe a 
ae to keep it until you 
ave a full bale as a fireproof 
vault. It reduces your fire 
risk and reduces your insur- 

ance rates. 


Danger in Delay 


You assume an unnec- 
essary Fire Risk every 
day that you save 
waste paper around in 
crates, boxes or bar- 
rels until you have 
time to burn it. 


A better way is to 


sell all your waste— 

make a ei on —_ MORGAN 
is now dead loss. Get 

a Schick All Steel ECLIPSE 
Baling Press and 
turn your waste to 
profit—eliminate your 
risk. 











We have a contract 
to furnish all post 
offices in the U. S. 
for 1913 and 1914 
with Schick All 
Stee! Balers. 


a || CT: 


MorcAN SPRING Co. 


No.1 Bono Sr. 
Davenport Mfg. Co., Davenport, Iowa WorCESTER, MAss, U.S.A. 
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Order Stanley’s No. 3000 
‘‘Twinrold’”’ Self-Tightening 
i dial COILED DOUBLE 
a 
aw certer BOX STRAPPING 
Pat. Sept. 26, 1911; Nov. 5, 1912 
The Stanley Works, New Britain, Conn. 





. a 
ie 
tl 


TLL rm 


i 


Nails driven 
is CENT on 
TER 


A... ‘eran 


100 Lafayette St., N. Y¥. 73 E. Lake “= Chicage 


See our Full Page Advertisement on Page 














GRIFFIN’S 
O. G. SURFACE 
HINGES 











os 
pers 





vy. LOOSE PIN , BALL TIP 


PATENT APPLIED FOR 


ARE THE ORIGINAL 


IN OTHER WORDS 


WE MADE ’EM FIRST 


Therefore, when ordering, to insure quality and 
to get the genuine article, soeey “GRIFFIN’S” 
ime Xx gus® Patent applied for) O. G. SURFACE 

No. 430. 








MAKES GOOD 





Every Worcester 
Blount Improved 
Door Check is guar- 
anteed. Guaranteed 
as to materials, life, 
and perfect action. 


Guaranteed  abso- 
lutely, and we want 
every dealer to re- 
place any defective 
part at any time— 
because we are here 
to make good. 


Information today. 


The Worcester Mfg. Co. 


WORCESTER, MASSACHUSETTS 








THE GRIFFIN MFG. CO. 
37 Warren St., New York ERIE, PENNA. 17 E. Lake St., Chicago 




















ESTABLISHED 1863 


of M1 
<0r “i 





Twelve Medals of 
Award at 
INTERNATIONAL 


Expositions 


G. & H. BARNETT COMPANY 


Owned and Operated by Nicholson 











BLACK DIAMOND HLE WORKS 


INCORPORATED 1895 


Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 


Copy of Catalogue will be sent free to any interested File User upon application. 


Philadelphia, Pa. 


File Co. 
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CARTON ASSORTED RIVETS 


Box. 


Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted TT A 
Lengths 50 and 100 Rivets to 


12 Boxes to Carton 


TUTTI 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
Chicago Branch: 316 North Michigan Ave. 














Bungs, etc., etc. 





We make a 
large line of 
Front, Vestibule, 
Inside, Sliding 
and Latch Door 
Sets in up-to- 
date Designs 
and _ Finishes. 
Wrought Steel 
and Bronze, 
Cast Bronze and 
Brass, Cylinder 
and Bit Key. 


Also large and small Gray Iron Castings, ma- 
chine moulded and sand blast cleaned; Stove Pipe 
Dampers, Damper Clips, Oil Stoves, Hot Plates, 
Furnace Lamps, Molasses Gates, Oil Can Faucets, 


The Taylor & Boggis Foundry Co. 
Ceveland, Ohio 









( Patented) 


THE CHAMPION 
Double 


acing Floor Hinge 


This handsome hinge of few parts has 
the “call” and deserves it. 

The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 

And all a carpenter has to do to attach 
this hinge, is simply saw out a rectangu- 
lar piece at the bottom corner of the door 
and make a slight mortise for the strap 
ends of the hinge. No wonder it sells. 

Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 















piece solid steel wrench. 
no adjustment. Does 
work of four different 
wrenches. The “slot” 
gives the jaws a tight 
Spring Grip on pipes, 
rods, bolts and nuts. 
Teeth do not wear out 
as quickly as other 
wrenches, as_ different 
sizes of pipe or rods take 





“New + Different” 


The Shaw Wrench will appeal to 
your customers because it is a one- 
Requires 


a 


Shaw Propeller Co.. Boston, Mass. 











Patented 


different range of teeth. Practically unbreakable. 
These selling points will make your cash register ring 
merrily. Write us today for prices and particulars. 











-_ => 











_— 
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isn't merely because 


Endurance Wood Stains 
give such remarkable re- 


sults— 


(See next page) 

















The Ohio Fly Swatter 





P= awill coin 


‘ , 
, ? 
t 
. : : 
; 
: 
; | 
$ 
a 
J 
$ . 
t a ’ 


_ 





Manufactured by 


The Ohio Stove Pipe & Mfg. Co. 


money. 
Strongly 
made. Retail 
toc. Dealers’ 
profit large. 
Quick turn 
over. 

Free display 
stand with 
sample order 
of dozen or 


more. 


Order now. 





New Philadelphia, Ohio 








The ATLAS 


Fly Swatter 





Retails for 





ial 





This Style 





Fly Swatters will sell faster than ever the 
coming season. Fly Swatting Crusades 
will boom in nearly every town. So will 
the Atlas, the best value ever offered in a 
Fly Swatter to sell at 5 cents. See cut. It’s 
made of the best wire cloth with a copper 
finished handle. Neat, flexible and much 
stronger than other 5-ct. swatters—lasts 
longer. The triangular fold permits en- 
closing your ad if desired—a clever idea. 


We also make the “Atlas” in a 10-ct. style 
and it’s a “killing beauty.” Watch for our 
next: ad. Place stock orders now. We'll 
cheerfully quote Prices and Terms. 


FIVE CENTS 


Atlas Manufacturing Co. 


New Haven, Conn. 

















The 
Original 
Metal 
Door Stop 





ony py Lhe Lumley-Denly Company gone... 








METAL DOOR STOPS 


other hardware. 


Write for Prices 


Screw goes clear 
through the body to 
the rubber tip, mak- 
ing them very 
strong. Beautifully 
finished in all fin- 
ishes or to match 


Works and Gen’l Office: ASHTABULA, OHIO 


CLEVELAND, OHIO 








SRP ke 8th CREP OS REP Be ey RE OR HS 
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“FRANCO” A Flashlight of Quality “FRANCO” 
Write for Illustrated Catalog 
3 = . —— 





Manufactured by 


506 So. Sth Avenue Interstate Electric Novelty Co. 111 New Montgomery Street 
Chicago, Ill. 29-31 Park Place, New York San Francisco, Cal. 














OVER 


pirrenext 4 A()() atin 











Flashlights and Batteries 4 


QUALITY GUARANTEED 


We specialize the Hardware Trade and Sell 
to the Trade only. Write for our proposition 
—it is sure to prove interesting. 


ANGLO-AMERICAN CO. 


Manufacturers 
Pittsburgh, Pa., U. S. A. 


THE WiRE Goons 
Worcester Massachusetts USA 























= Chains—All Kinds 


STEEL, BRASS, COPPER 


Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE SMITH & EGGE MEFG.3 CO. 
CABLE CHAINS BRIDGEPORT, CONN., U. S. A. 
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Or because the quality of 

Velvet and Superior White 

Enamels is higher than is 

really necessary— 

(See next page) 

SLUICHHUTUOANUOUEUEOADOEAAGE HARASS 
Washes Out Dirt— | 
E The “Easiest Way” Washing Ma- 2 | 
= chine is a vigilant and effectiveenemy = | 
= of dirt. Any user can tell you that. 3 J 
= But do you know how easy it is to = i 
= sell them and that they always stay = 
a sold? We more than do our sharein 3 | 
= helping you to sell it. You can give = | 
= your customers 15 days’ Free Trial = J 
= and make Quick Sales and Generous = h a dry O n 
= profits. The “Easiest Way” wipes = c un uce | 
= cine cae May we tell you = You are sick and tired reading of “best” and | 
= why? Write for details. = “quick sellers.’ That is the common talk. | 
= = Specifications, etc., in advertisements are often 
= = so condensed that they say less than the words 
= = and interest less. * 
= = We have a good proposition for you, a 
= E ° = washing machine, for electric or engine power, 
= The asiest = with absolutely new and exclusive selling feat- 
= W M = ures. These we want you to judge fairly, so 
= ay fg. Co. = desire to send you literature that gives the 
= = necessary information briefly—clearly and in- 
= Sandusky, = terestingly. We feel our request fair to both 
= ° = you and us. 
= Ohio = Send us your name and address on a post- 
= = card. 
= = : P ; 
= Ee Grinnell Washing Machine Co. 
= S Grinnell, Iowa, U.S. A. 
TMM 











The “GLEN” Steel Folding MAT 


The finest, strongest and most salable mat in the world. Can’t 
come apart. Won’t dent on the edges. Does not mar tile. Is 
reversible and sanitary. Only mat that folds as well as rolls. 
Big seller for Residences, Stores, Elevators, Soda Fountains, 
Bars, Bar Toilets, Office Buildings, 
Theatres, Steamship and Furnace 
Rooms, Churches, Schools. Good 
profit. Circular and discount on re- 
quest. 


Pettler Steel Mat & Mfg. Co. 
Beaver Falls, Pa. 


Successors to 
Glen Manufacturing Company, Ellwood City, Pa. 
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The James Swan Company, Factories at Seymour, Conn. 


MANUFACTURERS OF 


MECHANICS’ TOOLS 
Augers, Auger Bits, Chisels, 
Drawing Knives, 
Gouges, Hollow Au- 


Machines, Screw 


| Drivers, High Grade 
Tools. Look 
for the Swan. 


Send for Catalog — 
New York Office—100 Lafayette St. 



















Are You An Advertiser ? 


Of course, everybody is today. Then you ought to know what Mr. Frank Farrington has 
to say about it, because he is an advertiser who has proved he knows right and wrong ways. 





The various phases of retail ad- you like—it doesn’t matter as 
vertising, with their perplexities, each is quite complete. When 
shortcomings, humor and _ suc- you read this particular one you 
cess are told in a strikingly read- will appreciate more clearly the 
able style in this little book of opportunities for mail order busi- 
266 pages entitled ness that await every retail mer- 


“Retail Advertising, Complete.” chant. 


Preceding this there are eleven 
other chapters: How it Pays; 
Newspaper Advertising; The 


Making of an Advertisement; 
Some Good Advertisements; Direct by 
Mail; Window Trimming; Advertising 


Mr. Farrington will be remem- 
bered as the author of “ Talks by 
the Old Storekeeper,” “The 
Clerks’ Book,” and other papers 
dealing with retail life. 














in spite of its breezy atmosphere CLOTH BOUND, $1.00 Novelties; Outdoor Advertising; Ineide- 
the book is a serious one, as the the-store Advertising; Business-Making 
subject, also serious, is treated in a manner Schemes; Advertising Special Sales. All facts told in 


worthy of it. Read the last chapter first, if a pleasing manner. Cloth bound, $1.00. 


Hardware Age Book Dept," Yate * 























McKINNEY MEG. CO.,PirtsBurcH, PA. 





McKinney Corrugated — ee a 
. in all finish 
Strap and T Hinges eels © Mikes eos t 








Unequaled for Strength and Durability ssi Hangers and Track 
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Neither is it solely because 
such uniformly good results 
are obtained with Glidden 
Green Label Varnishes—M. 
P. Durable Interior, Exterior 
and Floor—It’s 


(See next page) 














The New 
Boston Rubber Chair Tip 


SprinGriP 
Trade Mark 


The Tip and Its Parts 


Brass Washer 


> 


Brass Nall 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded In 
Same. 





Spring 
Socket 





mm 


OPP 





Patented 





Send for Catalogue 





Manufacturers of Rubber Specialties 
THE ELASTIC TIP CO. 


370 ATLANTIC AVENUE, BOSTON, MASS. 








Not For a Long Time 
Have You Seen the Equal of This 
‘Yale’? Patent Lock Stove Pipe 











We firmly believe this to be the best pipe of its 
kind on the market to-day—our old customers back 
us up in this belief—because 

We give the dealer a perfect product, with a 
better margin of profit on all our lines. 

In addition to the Yale, we make the following 
brands of lock stove pipe—Duplex, Can’t Slip, Double 
Lock, Peerless, Battle Axe and Galvano. 

Write us to-day for handsome descriptive booklet 


HEMP &CO, St. Louis 


























No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in the 
world. Send for New Catalog. 


The Ney Mfg. Company 


CANTON, OHIO 
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WHITMAN BARNES 


Twist Drills Wrenches 
Carbon and Screw and 
High Speed Drop Forged 










Cotters 
Chisels 
Punches, Etc. 


Reamers 
Carbon and 
High Speed 


Users recognize “W & B” Tool Quality backed by 60 Years Uninterrupted Manufacturing Experience. 
Stock this established line and increase sales. If your Jobber cannot supply, write us and we will see that 
you are supplied. Send for Catalog No. 82-H. 


THE WHITMAN & BARNES MFG. CO. 

Established 1854 GENERAL OFFICES, AKRON, OHIO ° 
FACTORIES: AKRON, OHIO; CHICAGO, ILL.; ST. CATHARINES, ONTARIO. NEW YORK STORE: 64 Reade St.; 
EUROPEAN OFFICE: 49 Queen Victoria St., London, EC. E ngland; EXPORT SALES AGENT: A. J. Barnes, 90 West 

ew ior ty. 














Put Yourself in This Man’s Clothes 


Would you permit any dealer to talk you into buying nameless 
taps and dies just because they were cheap? 


The tradename LIGHT. TVLLUG on taps and dies means 


that they are made by an organization that has always been in 





the lead; having the courage of well founded convictions to 





make tools right, whether other makers follow or not. 






There is a mental stimulus and normal satisfaction in handling 


LIGHT, VlUG screw cutting tools, because they are built 


on honor by an organization of men of the widest experience in 





tap and die world. 


— 





WILEY & RUSSELL MFG. CO. 


Division 
Greenfield Tap & Die Corp. 


GREENFIELD. MASS. 
NEW YORK PHILADELPHIA _ CHICAGO 
28 Warren St. 38 No. 6th St. 545 Washington Blvd. 
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: —also because of the — 


Glidden Discount Proposition 


And this coupon will bring you the 
biggest surprise that you've ever had. 























$ The Glidden Varnish Company 
. 10643 Madison Ave., N 
? Cleveland, Ohio 


I can stand a big surprise—give me the facts 
s on that proposition. 


























Draw yourVacuum , 


Business with 
THE 


y Increased Profits 
on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
z Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
timé. 

















Stand more strain than heavier cords 
and work freely. 





The quality is there—the prices are low 
because these cords are made for weer 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their strength. 


We will be glad to send you prices and 
samples—write now. 


The Crown Vacuum Cleaner 
is a business drawing article. 


It is well made; looks good; 
easily operated; easily emptied ; “ALBA” “STAR” 
and easily bought—$15. It is | eee 











a cleaner that will pull trade 
for you; that will bring you a 


aoe gem hge de ESTES MILLS 


Request details. 


THE FALL RIVER, MASS. 
Gray Iron Foundry Co. CLOTHES LINES sn SASH CORDS 
READING PA. WICKING MACHINERY WASTE 




















OliverlronESteel@ 


> —(he 


BOLTS, NUTS, RIVETS, WASHERS 


PICKS, MATTOCKS & GRUB HOES, CROWBARS, WEDGES, FORGINGS 
Wagon Hardware, Telephone and ystecttete Pole Line Hardware. Established 1863 


ittsburgh,Pa.,US.A., 


| Sank 




















42 





gcc 





HARDWARE AGE June 11, 1914 


TTT 
TETTATTEELALAeEEAaAeeeieateaaineal, ie 
TEELREAALAALELAeeeaeaeenaeie i hitil Praetilael 
TUE 
TTT TTT 


HE ih} } 
it i? 7 
HAT 
i? | il | 

' 


iti | 
THRRAaaaL 





The Price Book & 
Stock Directory 


Reprinted from 


Hardware Store Business Methods 


For 


Systematizing 


The 
Advantages 


Hardware Age 
Price Books 


By R. R. WILLIAMS 


the pricing of Hardware we recommend the use of the 
stock directory and price book combined. Not to the 
exclusion of sample boards and price cards, or the 
marking of the goods or packages in which they are 
contained, but there are objections to these ways of 
pricing which the directory, if properly kept, will 
obviate and at once settle all cases of doubt. 


of this system are apparent. The prices are always new 
and reliable; the cases or packages are not necessarily 
defaced with marks, which it is especially desirable to 
avoid in jobbing houses. With such goods as require 
sample boards and price cards, the tags may become 
defaced or torn off or the price card misplaced; when 
this occurs a reference to the directory will save much 
time and annoyance. Should a new salesman be em- 
ployed the directory will prove a valuable aid to him. 
A reference to its pages will direct him to anything in 
stock and settle any doubt he may entertain as to 
whether the article is kept in stock or not, without the 
necessity of calling some more experienced man from 
his work. 


are specially prepared to meet this requirement and 
everyone interested in the trade, whether he be retailer, 
wholesaler or jobber, will find a price book to suit him 
in both permanent and loose leaf styles. Special sheets 
ruled to order. Let us quote on your next price book. 








Hardware Age Book Dept. 


239 West Thirty-ninth Street, New York 
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Lamp { Sash arelututetel. 
Suspension”. Chain Chains 
Chain 


Porch Swing 
Chains 


Tree Swing 


ke 


are adapted for “™ ae 


innumerable uses “™ 


Their strength and Handsome 
Appearance should have your , 
immediate “attention. 


| American Chain Company, .* 


BRIDGEPORT, CONN. 
IN CANADA—Dominion Chain Co., Ltd—MONT REAL 


WRITE FOR CATALOG AND PRICES 


WIEBUSCH & HILGER, Ltd., United States Selling Agents 
106 Lafayette Street, New York, N. Y. 
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A Real Opportunity to Increase Your 
Atms and Ammunition Sales 





+ r y 
We Bs ~ % 
é a 


An Ideal Small Bore Range 


HERE is a new interest, throughout the United States, in 
Short Range Rifle Shooting as a Sport. 


@ Shooting enthusiasts from coast to coast are forming more and more Rifle Clubs 
and in turn, Rifle Leagues. In some towns, there are dozens of Rifle Clubs repre- 
senting fraternal societies. Congress has encouraged the general movement by voting 
financial aid for civilian Rifle Clubs. | 

@ This is a good, sound tendency toward increased national recognition of a whole- 
some, healthful sport for men, women, boys and girls, that contributes to all-round 
physical and mental development. 

@ You can not only boost your arms and ammunition sales but do a real public serv- 
ice by taking the leadership in organizing a Rifle Club or more Rifle Clubs in your town. 
@ We have valuable information covering the whole Rifle Club subject from organi- 
zation and finance to shooting rules and regulations. This data was carefully com- 
piled by a corps of internationally-experienced experts. 

@ If you are interested in forming a Rifle Club, we can probably lay out a path for 
you that will avoid many annoying and expensive mistakes. 





| May we have a letter from you outlining your plans? 








Firing Line, Indoor Range 


REMINGTON ARMS-UNION METALLIC CARTRIDGE COQ. 
. 299 Broadway, New York City 
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Carefully Selected Stocks 


include 


CHATILLON SCALES 


There is economy in hand- 
ling them. 


Sales are quick, profitable 
and final, therefore 


SATISFACTORY 


The line is so extensive as 
to meet any requirement. 


JOHN CHATILLON & SONS 


85-93 Cliff Street 
New York 


Sole Selling Agents 
Foster Bros. 


Brand 
Butchers’ Tools 
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Standard Lists and Directory 
of Manutacturers 


The New Revised Edition of 
Hardware Age Standard Lists 


The new edition brings the Hardware Age Standard Lists 
up to date under its new name of ‘‘Standard Lists and 
Directory of Manufacturers.’ 





This edition is loose leaf in form and is kept revised 
through the new subscription service which provides for 
the mailing of new lists within a few days after their 
adoption by the Manufacturers’ Association. 


A complete and authentic directory of manufacturers of all 
articles listed is given opposite each standard list, so that 
the subscriber may write direct for the best discount on the 
quantity he requires. 


Wherever possible the brand names of articles are given, 
and the Lists are classified and arranged as nearly alpha- 
betical as possible, with a complete index. 


The binder has been specially designed for this book, and 
opens by merely pressing a spring in the upper cover. The 
Lists may then be removed to the point where the new list 
is to be inserted and the whole thing closed by merely 
pressing the covers together. The binder is covered with 
high grade linen selected for. its durability. 


The book contains about 300 pages of lists 7x10 inches in 
size, and printed on light weight high grade paper so as 
not to make too bulky a volume. 


The price is $5.00 for the complete outfit which will include 
the mailing of corrections for one year from the placing of 
the original order. Subsequent subscriptions which in- 
clude only the mailing of new lists will be $2.00 per year. 


Hardware Age Book Department 
239 West 39th Street - - - New York City 
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The red-headed salesman stared dazedly 
at the departing customer. “For the love 
of Mike, did you see that son of a gun bite 
me in the leg?’ he blurted to the assistant 
manager. 


Just then the Boss came in from lunch. 
“T just met a customer who seemed per- 
turbed. What was the matter, Sandy?” he 
asked, mildly. 


“Why, this chap sails up to the cutlery 
counter as though he owns the store and 
asks to see a pearl-handled I. C. U. pen- 
knife,” said Sandy. “The only one we had 
was a dinky little thing that wouldn’t trim 
a dandelion stem. So I pulls out some of 
our other styles and he finds one that just 
suits—an X brand. Then when he happens 
to glance at the brand he gets a face on him 
that would curl up a Gillette blade like a 
Saratoga chip. ‘Young man,’ he snaps, ‘I 
asked for an I. C. U. knife because that 
happened to be the make I wanted. Your 
attempt to palm off on me some unknown 


and probably worthless junk, just because 
it carries a bigger profit, is not only an 
attempt at petty theft, but it is worse—it is 
impertinent.’ Then he nearly knocks over 
the milk separator getting out of the store.” 


The Boss was thoughtful. “I can’t blame 
you, Sandy, for I suppose we all do it 
more or less when we haven’t what they 
ask for, but I am inclined to believe that 
even unavoidable substitution irritates our 
customers, although they don’t all show it. 
It’s bad business.” 


“What can you do about it?” asked the 
assistant manager. 


“Carry the lines the people know about 
and want, such as Iver Johnson goods,” 
answered Sandy, promptly. “The stuff that 
is advertised. They are always better 
value, stand an honest profit and it’s easier 
and safer to sell them.” 


“Sandy is right,” said the Boss. “We'll 
stick to advertised lines.” 


IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 
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ers, mechanics or engineers. 


Electro Deposition 
Leather Regenerators 
Toughening Leather 


LEYS 


F 


B 
ES FORMULAS 


saa? For the Electrician, the Tanner, the En- 


$00 pages. 





Petroleum Emulsions 
Petroleum Briquettes 
Softening Iron Castings 


Cloth. $3.00 delivered 


gineer, the Foundryman, the Engraver, 
the Potter, the Metalworker. 


Henley’s Twentieth Century Book of 
Recipes. Formulas ana Processes 


Equally valuable to large and small manufacturers, scientific experiment- 
Among its 10,000 recipes are those for 


Restoration of Old Prints 
Metallic Lustre on Pottery 


A Valuable Guide 


Brightening Pickle, etc., etc. 





Hardware Age Book Dept., 239 w. 39th St., New York 
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Let us send you this high grade Ram 
em §6Salesman: 


Pee UNININ GRAS eID | 
| : ee sasha Ge csthes oo A ° ° 
Cee eee oro meee wie mem His services are free 








’ 


IRonwPO WER Sh 0 ee Ph neeonOeEaTE| Ve have prepared a handsome, four- 
| ! | color window card which shows the 
farmer what a Goulds Hydraulic Ram 
will do on his farm. 


It tells the story so striking that it is 
bound to stop every farmer who comes 
your way and bring him intoyour store. 


These cards together with the books 
we supply printed in the dealer’s name, 
are selling hundreds of Gould’s Rams 
for dealers. It willsell them for you, too! 


: Weeveen| Ask us to send you one of the cards 

| Sd We #| and a quantity of the booklets with your 
SMERINMANDESEER OE '4, Name onthem. They will come free, 
= express prepaid. 


© MFG.CO.fE 
LARGEST MFR.OF IPS ror EVERY SERVICE GF 
36 West Fall Street, Seneca Falls, N. Y. s , 


WRITE OUR NEAREST BRANCH 
New York: 16 Murray Street Boston: 58 Pearl Street Chicago: 3801 S. Ashland Avenue Houston: 1001 Carter Building 
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The Hardware Merchants’ 
Card Index Record | 


>. 
* 
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A thousand live mer- 
chants throughout the 
country are saving energy, 
time and money using 
this complete system. Let 
us send you our little book- 
let telling how to use the 
Card Index Record in in- 
creasing your profits. 











Please send information regarding the 


Card Index Record 


HardwareAge Book Dept. | ------—---—--------------- 


231-241 West 39th Street, New York City | ~~" CCC 
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HELLER’S PIVOT DOOR CABINET 


MADE IN STANDARD SECTIONS 





This is something new and original, has 
features not found in any other fixtures. 





DISPLAY 
ALWAYS IN 
FRONT 
OF YOUR 
CUSTOMER 


No matter the position 











of the Display Door. 





PATENTS PENDING 


SEND FOR CATALOG No. 24 THE SHELVING WITH BRAINS 


W. C. HELLER & CO., MONTPELIER, OHIO 


Extruded Metal Padlocks GD 


Made for All 
Purposes 


In Ten Different 
Sizes: 5%-inch to 

















3-inch. 
Cabinet Miscellaneous 
Pad 
Hardware 

Trunk Keys 
Suit Case 3 
Locks and — 

7 | Key Blanks 
Trimmings 





CORBIN CABINET LOCK CO: 


THE AMERICAN HARDWARE CORPORATION, Successor 
CORBIN NEW BRITAIN, CONN, U. S. A. CORBIN 
NEW YORK CHICAGO PHILADELPHIA 
Australian Representative: W. Hermon Slade & Co., Camden Bulldings, 418 George St., Sydney, Australia. 
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Stanley Tools 


To increase your small Vise business, put in a line of 


“Jersey Vises” 


They are strong, serviceable tools and have long been popular with both 
mechanics and amateurs. The Screw (body, head and collar) is in one piece 
turned from cold rolled steel and has a square lathe cut thread. The steel 
Jaws are hardened and all Jaws are ground to insure that they meet squarely 
when tightened. Both back and front jaws are filed to a fit. 


Made with either Clamp or Swivel Bases—with iron or steel Jaws, and in 
six sizes. 
Displayed on the Stand which accompanies each ASSORTMENT they 


cannot help but attract trade. 


Four ASSORTMENTS are offered as follows: 


No. 12—Consisting of 12 VISES and Display Stand list........... $14.20 
No. 18—Consisting of 18 VISES and Display Stand list........... 22.45 
No. 24——Consisting of 24 VISES and Display Stand list........... 32.15 
No. 36—Consisting of 36 VISES and Display Stand list........... 46.45 


We have special literature containing complete description of all styles. : 
Let us send you a supply, also attractive display card. . 








New Britain, Conn. U.S.A. 


[meant STANLEY Rute & Levet Co. 
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STORM PROOF HANGERS 
FLEXIBLE 
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Storm-Proof Hangers and Rail 


See how attractively and conveniently we pack these 
goods for counter trade. 
Each pair of Hangers comes in a neatly labeled indi- 


vidual box, with the proper size and quantity of bolts and 
lag screws and a simple card of directions for attaching. 


These boxes save room, make a good appearance on 
your shelves, keep the Hangers bright and clean, save 
much time in waiting upon customers, and increase sales 
. very materially. 


From now on you will have many calls for them. 


Send for the New National Catalog. It describes our 
complete line of Builders’ Hardware Specialties. 


National Manufacturing Co. 
STERLING, ILL. 
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MERCHANDIZING ON WHEELS IN 


Residents of Manhattan’s Great Foreign Quarter Buy Most of 
By “THE ASSISTANT 


i i eee 





O-DAY we are going on a trip through the 
2% push-cart district of New York City. Few 
hardware merchants realize the vast amount 

of business done in the great centers by the Italians 
and Jews who push their entire stock before them 

















104 different articles were displayed on this hardware 
pushcart 


on a cart to the curb where they “open up” for the 
day’s business. 

Most of us know that New York is the greatest 
Jewish City in the world, but few of us realize that 
it is also the second largest Italian city. If there 
were no Naples it would be the largest. Seems 
strange to think of Rome and Venice playing sec- 
ond fiddle to New York’s 600,000 Italian population 
but it’s true. Extend the circle to cover a circle 25 
miles from the immigrant landing at the Battery in 
New York and we would encompass more than 800,- 
000 sons of sunny Italy. 

These Italians started coming to the United 


States about sixty years ago. The demand for labor 
to build our railroads and to develop the great nat- 
ural resources of this country coupled with severe 
political troubles at home brought many Italians to 
this country in the sixties and the stories they sent 
home started an American rush that has never 
ceased. Some of the stories of their early invasion 
of New York are very amusing. Many of them 
landed without a cent and in a strange land they 
set wandering. 

The Bowery was a fashionable street in the fifties. 
Some of New York’s best people lived along there 
then. It was the fashion then for street door knobs 
to be brass. Wandering about the city a band of 
twenty exiles sauntered into the Bowery the night 
they landed here. Through the dark of the night 
the brass knobs blinked out at them. They didn’t 
know but they were gold as they heard Americans 
were a wealthy people. Besides the brass resembled 
“sinny gold.” So they stole every knob along the 
Bowery down to Chatham Square. They took them 
not because they were thieves but, as one of the 

















Residents of “Little Italy’ buy their spoons from this 
cart 


54 




















NEW YORK’S “LITTLE ITALY” 


band said recently, they were hungry and had no 
money to buy food. 

The knobs, several dozen of them, over which 
house maids had spent hours polishing the day be- 
fore, were sold to a junkman for little money. The 

















Abe Livinsky’s dry goods wagon is a money maker 


disappearing of the knobs was a great mystery in 
New York. House owners looked in awe as the 
losses were reported. Not a brass knob escaped 
the hungry band in their travel down the Bowery. 
Not until now have the losers heard by whom or 
why they were taken. 

Had it been found out then there would have 
been no Mulberry Bend, Little Italy or Bedford 
street colony in the West Side, for the Washington 
authorities would have been forced to put the bars 
up to Italian immigrants so high that not one would 
have been able to vault them. 


Pushcart Common Method of Retailing 
Their early invasion into what is now “Little 


Their Supplies from Push Cart Merchants Who Throng Streets 
MANAGER” 


Italy” was met with prompt and vigorous resistance 
by Irish and German laborers living there and head- 
cracking contests were common, but contractors 
who wanted the steady Italian laborers, rented en- 
tire buildings for them and by force of numbers 
they gradually crowded themselves in and others 
out. In Italy the push cart is a common method of 
retailing and push cart peddlers soon appeared in 
New York. 

In 1912 there were 407 new push cart licenses 
issued at $4 each and 2272 renewals of push cart 
licenses which brought the city $2 each. These li- 
censes are practically all held by either Jews or 
Italians, and a visit to the cart district is one of 
the most novel and interesting trips in the great 
metropolis. Most of the carts are specialized and 
most of the owners like to have their picture taken 
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This old lady’s regular customers come in an endless 


stream 























There were scarcely two shoes of the same size and kind 
in this shoe store 


and will talk freely about their business to a man 
with a camera who tells them he is from a news- 


= 104 Articles of Hardware 


One of the first carts I encountered as I came 
into Mulberry bend was loaded with hardware—one 

















Shirts, socks, underwear and suspenders were the 
appeals of Michael who owns this cart 


hundred and four different articles that ranged 
from graters to screwdrivers and from padlock 
to carpet tacks. The owner of this cart said he sold 
from four to eight dollars’ worth of goods every 
day and his initial stock cost him $38. The entire 
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The fish man sells out his entire stock every Friday 
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Everything is “Open Stock” pattern on the china 
wagons in Little Italy 


equipment, cart stock license and reserve, meant an 
investment of less than $100. I wondered how 
many young fellows in the hardware field would 
throw up their jobs and tackle business for them- 
selves on $100. The young Italian who owned this 
cart saved his hundred from wages he earned from 
a city contractor. He had earned $1.50 a day and 
for himself has never made less since his first year 
on the street. His hardware was mostly cheap. 
The people he sold to were not educated to high 
priced or fancy hardware. 

















The cheese wagon can be located by the sense of smell 
without any trouble at all 


Believers in Specialization 
Push cart peddlers are firm believers in speciali- 
zation. Of the hundreds of carts I have visited and 
the dozens of these street merchants with whom I 
talked I found this spirit of specialization running 
strong. For instance, there was Tony, the spoon 

















A furrier on wheels does a good business during the 
cold months 
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This pickle wagon deals in pickles, chow-chow, sauer- 
kraut, olives and catsup 


man. Tony’s cart was loaded down with a dazzling 
array of cheap spoons. In one corner of his cart 
he carried a little line of knives and forks, but the 
greater part of his display and the greater part of 
his selling talk was “spoons.” Tony didn’t want his 
picture taken, but he was particularly anxious to 














“Big Louie” has sold as many as 2000 oysters and clams 
from this wagon in a single day 


have a picture of his cart reproduced in this story. 
Tony sells about $5 worth of spoons every day in 
the year, and his selling talk consisted largely of 
price and gentle reminders to the housewives that 
they were always short of spoons. 

















Hot Dog Charley is a busy man at the lunch hour 
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Giovanni's rotary lunch specializes on baked apples and 
hot baked sweet potatoes 


Good Business in Dry Goods 
In a little side street, “Old Abe” Levinsky was 
backed up to the curb selling drygoods. Abe could 
hold a customer with one hand and unroll bolts of 
cloth with the other hand with a dexterity that was 
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Over sixty patterns of oil cloth make this pushcart 
popular 


marvelous. Abe wouldn’t tell me how much busi- 
ness he did in a day, which led me to believe that 
Abraham had a good business and was cleaning up 
more profit than his neighbors. 

In Mulberry street I snapped a picture of an old 
grandmother who also runs a drygoods store. It 
was a cold winter’s day, but this hardy old lady 
was dressed for it, and her regular customers sought 

















Even the candy store is on wheels in Mulberry street 
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Nothing but prickly pears on this wagon 


her wagon in a steady stream. She is a type com- 
monly seen in the streets of “Little Italy.” 


Shoes Fitted on the Street 


You would think it almost an impossibility for 
one of these push cart merchants to fit people with 
shoes, yet I saw a shoe wagon and watched no less 
than six or seven different customers come along 
and secure pretty good fits and purchase from the 
fellow who owned the shoe wagon we are repro- 
ducing in this story. His stock consisted of shoes, 
rubbers and slippers, and there were scarcely two 
pairs of the same size on the entire wagon. It was 
sorted up each night and during very busy seasons 
additional stock was brought to this cart in the 
middle of the day. 

The next wagon I came to was loaded down with 
sweaters, dresses, shirts, underclothes and suspen- 
ders. An old fellow by the name of Michael was the 
proprietor and his daily sales ranged from eight to 
fifteen dollars. I was wearing a belt and Michael 
exerted a lot of surplus energy trying to convince 
me of the superiority of suspenders, a splendid pair 
of which he wanted to sell me for 23 cents. 


Fish Business Humming on Friday 


Then I came to a wagon loaded down with fish. 
It was Friday, and the fish business was fairly hum- 
ming. This fish wagon had been loaded full in the 
early morning, and at noon when I called all the 
stock on hand consisted of a few dozen smelts. 
Fish foods are very popular in this section of New 
York. City, as they can be bought decidedly cheaper 
than meat and are always in demand on Friday in 














This nut wagon is owned by a merchant who believes 
in chain stores. He has three push carts on the curb 
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High priced fruits are sold from this cart in midwinter 


these settlements, which are composed chiefly of 
Roman Catholics. I asked the owner of this fish 
wagon how many different kinds of fish he had in 
the wagon that came from the wharf that morn- 
ing, and he assured me that his wagon was loaded 
down with nine different varieties of fins. 


Buy All Dishes from Push Cart Men 


The china department of “Little Italy” must be 
pushed very carefully over the uneven streets. The 
assortment of dishes doesn’t include anything fancy, 
but the plain necessities are all there and you can 
bet it is all open stock. I saw several of these china 
wagons in Little Italy, and the owners assured me 
that the people living there bought practically all 
their dishes from the push cart men. 

There is one wagon in “Little Italy” that any 
man fixed with a good smelling apparatus could find 
in the dark. The owner of this wagon deals ex- 
clusively in cheeses, and he does a splendid busi- 
ness, from a push cart standpoint. It seems sort of 
queer to think of a man spending his entire energy 
selling nothing but cheese from a push cart, but 
this fellow with a small investment is decidedly 
better off than thousands of his fellow countrymen 
who work at day wages. 


Furs at $3 per Set and Up 


Furs? Yes, sir, anything from skunk skin to 
rabbit hide—they had ’em all on the push cart espe- 

















The toy wagon was exceedingly popular during 
December 




















June 11, 1914 

















This stock costs less than $50, and the owner clears a 
profit of about $2 a day 


cially designed for selling cheap furs. The sets of 
furs on these wagons sell all the way from three up 
to twelve dollars a set, and the average sales run 
about five dollars a set. This particular wagon with 
its great top-heavy display arm, hanging out over 
the sidewalk, stood out as something unusual even 
on a street that was literally packed with push 
carts. 
The Pickle Wagon 

One of the strangest of these specialized carts in 
“Little Italy” is devoted exclusively to the sale of 
pickles, olives, chow-chow, etc. It is a low-wheeled 
cart and the merchandise is in large wooden pails 
and is sold, of course, in bulk. 

These busy street merchants eat their lunch on 
the job. There are various kinds of lunch counters 
on wheels that make a business of supplying food 
to the people who are not too high-toned to stand 
up to the cart and eat the things they buy. 

“Big Louie” sells oysters and clams. At one end 
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This push cart is loaded with novels printed in Yiddish 


of his wagon are five bottles, one full of lemon 
juice, one full of vinegar, another full of catsup, 
another full of Worcester sauce and another of 
tobasco sauce. His customers buy oysters or clams 
at a penny apiece, open them in front of the wagon, 
shake a little appetizer on them and good-bye clam. 
Selling at a penny apiece, Louie has sold as high as 
twenty dollars worth of oysters and clams from this 
wagon in a single day, but, of course, it was a 
mighty busy day. 

Frankfurter Charlie was named from the goods 
he sells. His “hot dog’ wagon is loaded down with 
frankfurters, hot cocoa and cake, and about the 
lunch hour he is as busy a man as there is on Mul- 
berry street. 


A Lunch Counter cn Wheels 


Giovanni is another Italian with a lunch counter 
on wheels. He specializes on hot baked apples and 
hot baked sweet potatoes. The wheels of his cart 
are made of wheelbarrow wheels, and his oven of 
galvanized iron. He uses broken boxes and such 
other fuel as he can pick up in the street to keep the 
restaurant going, and is among the most prosperous 
of the vendors. He calls his wagon “The Rotary 
Lunch.” 

Big Demand for Oil Cloth 

In the crowded tenement district of “Little Italy”’ 

linen table cloths are not used for every day and 
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The key man is one of the characters of the district 


The glass men are also picturesque characters in lower 
New Yor 
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naturally the sale of oil cloth is great. I saw several 
wagons loaded with oil cloth and the one herewith 
reproduced had about sixty rolls on display, and the 
attraction of such a multitude of different patterns 
resulted in good business for the owner. 

In one way little Italians, little Swedes, little 
Norwegians, little Germans, little Jews, little Eng- 
lish, little Canadians and little Americans are all 
alike. The kids of every land seem possessed of the 
same sweet tooth. I found one glass-topped wagon 
devoted exclusively to candy and candied fruits. 
The glass covers were raised during business hours 
and Italian mothers were teased by little Italian 
kids passing this candy cart just as you have been 
teased more than once in passing the candy store 
in your home town. 


Prickly Pears, Too 


Prickly pears? “Yes, sir, I don’t sell nuthin 
else.” This was the answer that came to my query 
to the man who stood behind the prickly pear 
wagon. A good big sample leaf of prickly cactus 
hung above his wares, and the daintily colored fruit 
was surely an attraction to the morning shopper. 
This merchant believes in marking his goods in 
plain figures, as you will note from the show card 
above the different bins of his push cart. 

The nut man also believes in marking his goods 
with plain prices. His wagon is devoted to four 
bins, each of which is filled with a different kind 
of nuts. This particular merchant owns three 
wagons, which are backed up to the curb next to one 
another for the day’s business. Just as I went to 
snap his picture a customer called him to one of 
the other push carts, so I got a picture of the 
products while he was extracting some loose change 
from a dark looking individual, who must have been 
mighty fond of peanuts. As I saw this man work- 
ing three push carts at one time, it occurred to me 
that here was a merchant who believed in a chain 
of stores, but of course his chain was about as 
primitive as it could possibly be, yet the same over- 
head expense handles business from these three 
carts, and his profits are infinitely greater than they 
were a couple of years ago, when he spent all of 
his time selling goods from one little wagon. 


Choicest Fruits on Display 


“There is garlic and other kinds of fruit on this 
street,” said the owner of a fruit wagon, as I asked 
him what he had for sale. It was in early Decem- 
ber and the choicest fruits in the market were on 
display on this little push cart, and although cus- 
tomers bought in very small quantities there seemed 
to be plenty of them. 

Just before Christmas when the toy business was 
booming all over the country, there appeared on 
the streets of “Little Italy” dozens of carts loaded 
have herewith reproduced a typical cart of this 
kind, which was followed by a great group of chil- 
dren whenever it moved from one corner to another. 

I saw one wagon devoted exclusively to notions, 
and the notion department of the average depart- 
ment store couldn’t begin to show the variety of 
goods shown in the same space as were ‘displayed 
on this little cart. There were over a hundred dif- 
ferent items in the stock, the cost of which was 
decidedly less than $50, yet the owner was averag- 
ing a profit of about $2 a day out of his business. 


Yiddish Novels for Sale 


About 4 o’clock in the afternoon the light in Mul- 
berry street began to fade -away and the electric 
lights began to glimmer. I walked over across a 
park to catch my train, and struck just a little 
corner of the Jewish push cart district on my way. 
One wagon that particularly attracted my atten- 
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tion was devoted exclusively to the sale of novels, 
written in Yiddish. Now, a good Jew could un- 
doubtedly get a heap of amusement out of the 
printed matter on this cart, but I couldn’t read a 
word of it and the books were not profusely illus- 
trated, so I kept on for the train. 


The Key Man 


I met a locksmith on the way home from his 
daily work. His office consisted of the sidewalk on 
which he stood and strapped over his shoulder were 
two great hoops entirely loaded with key blanks, 
while in his hand he held another great hoop full of 
these blank keys. It was his business to go from 
house to house filing keys to order. He told me that 
it was a very common thing for him to file from 
twenty-five to fifty keys a day to fit doors, the keys 
to which had been lost. I saw him at work on one 
door and it seemed no trouble at all for him in a 
few minutes to shape a key that would do the busi- 
ness. I never have had much respect for a rim 
lock since watching this Jewish expert at his work 
and realizing the ease with which he got in, I am 
firm in my belief that an ordinary rim lock is but a 
crude imitation of the real thing. 

The last picture I shall show is of two old men 
who make their living by setting glass. 

These old chaps don’t look at all prosperous. 
Their equipment consists of a straight edge, a glass 
cutter, a few pieces of glass and a pocketful of 
putty. As they work along the street they scan the 
buildings for broken windows and make prompt 
personal application for the job. One of these old 
fellows chuckled as he confided in me that he had 
taken a job that day by breaking the news to a 
householder that a base ball had just gone through 
a 12 x 24 glass at the back of his house. The waste 
glass in the boxes at the end of some of our glass 
boards would surely look like a young fortune to 
these old specialists. 

As a ferry boat took me across the Hudson river 
that night I summed up the day’s work. What is 
there in this story for us? What can we learn 
from the push cart men of “Little Italy?” Briefly, 
its specialization and business nerve. Learn to do 
one thing well before you branch out. And to the 
man who has saved a few hundred or a few thou- 
sand dollars. Can’t you catch the spirit that 
launches the young Italian into business for him- 
self. It makes new men of them and the world has 
drawn many of its commercial giants and not a few 
of its great bankers from the push cart men of 
“Little Italy.” 

Stand in front of a push cart. Look it over care- 
fully. Little to the point of insignificance, isn’t it. 
But that man is in business for himself. 


CONTRACTS HAVE BEEN LET and ground broken for 
the erection of the new Pittsburgh plant of the Pitts- 
burgh Model Engine company, a reorganization of the 
Model Gas Engine Company of Peru, Ind. The com- 
pany owns four acres on the main line of the Pennsyl- 
vania railroad at Homewood station, Pittsburgh, 12 
minutes from the heart of the city. The land, proposed 
buildings and equipment will cost more than $500,000. 


B. W. GooDSELL, the inventor of the GOODSELL, 
packings, has with others incorporated The Goodsell 
Packing Company, which will control the making and 
selling of the above well-known line, with office at 31 
West Lake street, Chicago. This re-establishes the old 
business on a new basis. Mr. Goodsell assumes the 
presidency and management of the new company. 


THE EASTMAN KopAK COMPANY plans to erect a 
$1,500,000 plant at Toronto, Ont., this summer on a 
24-acre site purchased near Weston last year. 

















“THE MAN BEHINDTHECOUNTER’” 


A Clearing’ House for Retail Salesmen’s Ideas and Troubles 


To “The Man Behind the Counter’’! 


TOO, am a man behind the counter” and I’m 

9 mighty glad it’s the hardware counter and not 
some other. The hardware counter is decidedly a 
man’s job and presents many opportunities for 
study in the almost endless variety of lines con- 
nected directly with it. To the normal man there 
is no monotony about the hardware business. 

However, speaking of the “man behind the 
counter” I find in my travels, that as a rule, mer- 
chants do not realize their opportunities in harness- 
ing their clerk-power. Instead of molding them 
into a harmonious, co-operative unit, all pulling in 
the same direction, they prefer to issue orders from 
the rear and trust to fate, which, by the way, is 
giving them a very poor run for their money. The 
“man behind the counter” is to the hardware mer- 
chant very much what the “man behind the gun” 
is to Uncle Sam. 

The President and his colleagues can declare war 
and various other things, but when the war comes 
it’s the “man behind the gun” that defends the 
flag and lays down his life. On the other hand, 
the merchant prepares his strategic campaigns 
against the unsuspecting public (ofttimes at un- 
seemly hours of the night) but when the time ar- 
rives for the final skirmish with some old-fossil 
tightwad it’s the “man behind the counter” whose 
shoulders carry the burden and whose knowledge 
of salesmanship and the goods for sale makes it 
possible for the merchant to balance up his cash reg: 
ister at the end of the day. 

The man behind the counter may be a thoroughly 
conscientious and duty-loving individual doing his 
best for the man he is working for, but in spite of 
this fact his efficiency, and the practical results 
therefrom will increase 50 per cent. if he receives 
the right kind of co-operation from his boss. Co- 
operation is generally understood to mean the re- 
lationship of the employes to the boss, but it can 
be successfully practised vice versa at times. 

Boys, it makes all the difference in the world 
whether you are working for a broad-minded whole- 
souled man who is helping you along with him, or 
one of these long-faced grouchy eagle-squeezers 
who looks on you as a piece of machinery that re- 
quires nothing more than a little oil in the shape 
of a “ten spot” once a week to get the best of serv- 
ice. Both classes there are and both get along, but 


which has the most friends, lives the longest and 
dies happiest? 
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Possibly some who read this will think it sounds 
more or less socialistic and somewhat cranky but 
I have no such feelings. I believe a new era is 
upon us, and that the time is past when the mer- 
chant can ignore and treat his clerks as slaves or 
servants. So much for the importance of the “man 
behind the counter” and the vital relation he bears 
to the success or failure of a mercantile business in 
these doubtful times of high costs and small profits. 

Now then, the editor of HARDWARE AGE has been 
kind enough to set aside a space in this magazine 
for the benefit of the “man behind the counter” and 
I’m sure we enjoy and appreciate it, but why neglect 
this opportunity for enlarging our vision and in- 
creasing our efficiency. I am sure there are hun- 
dreds of “live wire” hardware clerks in this country 
who read HARDWARE AGE and if these fellows would 
send new ideas and little self-invented sales plans 
to this department, what a fund of information 
could be gathered and what countless numbers of 
other clerks trying to make good would be helped. 
Also when we get stuck or puzzled on some proposi- 
tion we can refer it to the readers of this depart- 
ment for solution, and interesting debates on sub- 
jects pertaining to the welfare of the “man behind 
the counter” would be in order. I think we can 
get a great deal of help and first-hand experience 
in this way if everybody will co-operate. 

I was very much interested in the letters of 
Ernest Otto, of Baltimore. His experience with a 
cantankerous old crank was similar to one I had 
with a gouty old gentleman of this town. It took 
me two years to “make up” with him, and nothing 
delights him more to this day than a sarcastic re- 
mark at my expense. 

And the eight rules as propounded by a “Hard- 
ware Clerk” of Weston, W. Va., are mighty good, 
and cover the ground well. I would say that he is 
a “live” clerk for dead ones don’t think as he does. 


I have. some questions and ideas of my own to 
submit soon and I hope to see several comments on 
them. I have had over three years of active ex- 
perience and may be able to help some other fel- 
low; so let’s get together and show the merchants 
of this country what the merchants of the future 
will be. Here’s to the “man behind the counter.” 
May he soon be the man behind the desk. 


Respectfully, 
MAURICE SHOULTES, 
Atlantic City, N. J. 
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“HE DID IT.” 
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INDOW TRIMMING is daily becoming more 

WV popular, not only because it is a good ad- 

vertising medium but rather because it 

gives the store front a business-like and dignified 

appearance which adds greatly to the prestige of 
any mercantile establishment. 
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Display suggestion for saws 


The best show window trims always tells a defi- 
nite story and leave no further room for the pub- 
lic to ask questions. 

Our window trim this week shows how saws may 
be featured in a special way so as to leave the 
impression that the price is right and that the 
customer need go no further if he desires a saw 
combining both quality and price. This effect is 
accomplished by a large panel cut from composition 
board lettered as follows: 

“Price right, above it or below it is extravagance 
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A show card suggestion 


$1.60. Of course you understand the price may 
always be revised to suit your particular local re- 
quirements. In other words, this same idea may 


be utilized not only for a showing of saws but for 


Prepared by Hardware Age Window Trimming Specialists 
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other lines of merchandise. The merchandise, of 
course, is displayed artistically around this central 
feature. 


Show Card Embellishments 


In designing your show card keep away from the 
cheap circus poster appearance. Loud sketches, 
fancy letters and gaudy scrolls not only cheapen the 
cards but the merchandise with which it is shown. 

Cards used for catering to the best trade must be 
clear, neat and devoid of illegibility in the way 
of embellishments. Pictures that are seasonable 
and appropriate will catch the eye and often im- 
prove the appearance of the card. This breaks the 
monotony which the frequent use of black and white 
cards are apt to give. 

The first important duty of the show card is to 
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A show card embellished by horse’s head taken from 
HARDWARE AGE advertisement 


catch the eye and next to convey to the mind your 
argument in forcible words that are strong enough 
to shift the eye to the display. When this is ac- 
complished the duty of the show card is over. 

Our accompanying cards which are both quarter 
sheet size, 11 x 14, are embellished with advertis- 
ing illustrations cut from the HARDWARE AGE. They 
show how it is possible to make a neat card and 
make it quickly and at the same time answer every 
requirement that a good card should have. 

The lettering is of the single stroke flat brush 
and Sonnecken pen which ha8 been described thor- 
oughly in previous articles on this subjéct. 


THE DULUTH OFFICE of the H. W. Johns-Manville 
Company has moved to larger quarters at 327 West 
First street, in order to take care of its increased 
business. The new office is on the ground floor, with 
windows for the display of J-M asbestos roofing, pipe 
coverings, packings, sanitary specialties, auto acces- 
sories and other products of this company. 
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Brooklyn Window Contest Decided 


fe second annual window dressing contest un- 

der the direction of a committee of the Brook- 
lyn Hardware Dealers’ Association, of which Geo. 
H. Brown of the O. D. H. Smith Co. is chairman, 
was scheduled for “clean up week” in Brooklyn, 
May 18 to 23, inclusive. There was an increase in 
the number of contestants this year over the first 
attempt a year ago and the judges, E. G. Baltz, 
J. H. Kennedy and E. H. Darville, agreed that there 
was marked improvement in the character of the 
displays. 

The $15 in prizes have been awarded as follows: 
namely, first prize, $5, E. Kreiger & Sons, 306 
Tompkins avenue; second prize, $3, R. J. Atkinson, 
1183 Broadway; third prize, $2, Samuel Victors, 
1041 Fulton street; fourth to eighth prizes inclu- 
sive, $1 each, to August J. Schacht, Jr., 770 Flat- 
bush avenue; E. Liederman & Sons, 650 Broadway; 
G. H. Wachenfeld, 1195 Liberty avenue; Peterson 
Brothers, 7905 Third avenue, and Henry F. Bond, 
2850 Wyckoff avenue. 


Sheet Metal Contractors to Meet in 
Cincinnati 


HE National Association of Sheet Metal Con- 
tractors will hold its convention in Cincin- 
nati June 16 to 19 inclusive. This will be an im- 
portant meeting, and a welcome will be extended 
not only to members but to every one connected 
with the sheet metal trade. 





The Hesitation Waltz 


Mr. AND Mrs. RoBERT W. HUNTER have announced to 
HARDWARE AGE the arrival of Katherine Gregory Hun- 
ter, weighing nine pounds. Mr. Hunter is president of 
the Kentucky Retail Hardware Association, Nicholas- 
ville, Ky. 
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J.C. McCarty & Co.’s New Accounts 


C. McCARTY & COMPANY, 29 Murray street, 

¢* New York, have arranged to represent the 
Charles Buck Edge Tool Company, Millbury, Mass., 
for territory east of Denver, for all of Canada and 
for foreign trade anywhere. This famous line of 
edge tools includes chisels, gouges, countersinks, 
plane irons, screw driver bits, reamers, punches 
and other woodworkers’ tools of similar character, 
which have received awards of medals and diplomas 
for supreme quality. 

J. C. McCarty & Company have likewise per- 
fected an agreement with the old establishment of 
Turner & Seymour Mfg. Company, Torrington, 
Conn., to represent them as selling representatives 
throughout the entire United States and for ex- 
port trade all over the world. 

Turner & Seymour manufacture such goods as 
curtain rods, brass and iron chain in jack, safety 
and plumbers’ types, furniture nails, escutcheon 
pins, Dover pattern egg beaters and other stand- 
ard articles made of metal of this general char- 
acter. 

The business of J. C. McCarty & Co. was estab- 
lished about the middle of the last century and 
among other leading accounts which they have 
long had are the Coes Wrench Company, Enterprise 
Mfg. Company, The Dana Mfg Company, Cincin- 
nati, and other manufacturers of like character. 


Brooklyn Hardware Dealers to 
Meet 


Soe regular monthly meeting of the Brooklyn 

Hardware Dealers Association will be held at 
the Johnson Building, Brooklyn, N. Y., Thursday 
evening, June 11, at 8:30 p. m. 

The National Association have at last consented 
to grant a charter to the Metropolitan Association. 
This means that the Brooklyn association will re- 
ceive all the benefits of co-operative insurance and 
all the strength of the National Retail Hardware 
Dealers’ Association in helping in any protest that 
may be made. 

The following questions will be presented when 
the question box is opened: 


1. At what advance over the keg price should 
nails be sold, in lots of less than 100 pounds? 


2. Is it advisable to canvass for builders’ hard- 
ware trade, rather than to devote the same time in 
an effort to increase the business in the store? 


3. Has the “Associate and Roofing” scheme been 
a success and if so why cannot the same plan be 
applied to one or more other articles? 


4. Has the committee on the resale price of 
Maydole hammers and Jennings bits anything to 
report? 

5. Should an order be refused because delivery 
is asked for in a distant part of the borough, 
thereby sacrificing the profit? 


6. Are we not in the end working ourselves an 
injury by requiring the wholesale trade to make 
deliveries for us direct to our customers, especially 
where the weight is not excessive? 


H. V. JAMISON, advertising manager of the Ameri- 
can Sheet & Tin Plate Company, Pittsburgh, has been 
placed in charge of the extensive exhibits to be made 
at the Panama Pacific Exposition by the United States 
Steel Corporation and subsidiaries. 
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THE SPENDTHRIFT 


This Man Has Overdrawn His Account and Wasted His 
Time 


S you toss your last cent away for some worthless trifle can you picture 
A yourself as we have pictured this old man? 

Can you picture yourself wasting your substance by the way and 
arriving at the end of your life a broken and penniless dependent on the 
charity of others? 

Will you then regret the hours you have wasted, the time spent in dissi- 
pation, the money squandered for things that bring not happiness but 
despair? 

Industry and thrift bring their rewards. This old man has overdrawn 
his interest. He has spent more than he earned. His is the story of the 
man who has never had quite enough. His cravings for indulgences 
always just exceeded his income. He has been broken by debt and 
profligacy. 

This picture is not imaginary. It is seen in real life every day. The 
lesson taught is cruel but worth heeding. 
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Administration Anti-Trust Program Passed by House 


ASHINGTON, June 7, 1914.—The House 

W\ yesterday passed with large majorities 

the three bills which comprise what is 

popularly known as the administration anti-trust 

program, and the scene of the fight over this ques- 
tion has now been transferred to the Senate. 

The measures passed were the Covington In- 
terstate Trade Commission bill, the Clayton “‘om- 
nibus” anti-trust bill, and the amended Rayburn 
bill authorizing the Interstate Commerce Com- 
mission to supervise the issuance of railroad se- 
curities. 

There was practically no opposition to any of 
the measures, the Covington Trade Commission 
bill being passed without the formality of a roll 
call. The provisions of both the Covington and 
Clayton proposals have previously been outlined 
in this correspondence. 

The matter of price maintenance, as heretofore 
stated, has been dropped altogether from the 
House legislation. As originally reported the 
Clayton bill carried a prohibition against any at- 
tempt on the part of merchants to uphold a stand- 
ard re-sale price. Manufacturers were, in fact, 
forbidden to name a price at which their products 
could be resold. 

The only references to price regulation in the 
Clayton bill as it has now been passed by the 
House are carried in Sections 2 and 38. 

Section 2 makes it a misdemeanor for any per- 
son engaged in commerce to discriminate in price 
between different purchasers with the purpose or 
intent to thereby injure or destroy the business 
of a competitor, either of the purchaser or seller. 

Section 3 provides that any person engaged in 
commerce, who shall lease or make a sale of 
goods, wares, merchandise, or other commodities, 
or fix a price charged therefor, or discount from, 
or rebate upon such price, on the condition or 
understanding that the lessee or purchaser shall 
not use or deal in the goods of a competitor or 
competitors of the lessor or lessee, shall be 
deemed guilty of a misdemeanor, and punished 
by a fine or imprisonment, or both. 

A wide difference of opinion still prevails about 
the effect of the “labor exemption” clause which 
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the House adopted as a part of the Clayton bill. 
It is a compromise provision agreed on by House 
members who favor the labor unions and admin- 
istration leaders in Congress. 

The wording of the section which is causing so 
much dispute is as follows: 

“That nothing contained in the anti-trust laws 
shall be construed to forbid the existence and 
operation of fraternal, labor, consumers, agricul- 
tural, or horticultural organizations, orders, or 
associations instituted for the purposes of mutual 
help, and not having capital stock or conducted 
for profit, or to forbid or restrain individual mem- 
bers of such organizations from carrying out the 
legitimate objects thereof; nor shall such organ- 
izations, orders, or associations, or members 
thereof, be held or construed to be illegal com- 
binations or conspiracies in restraint of trade 
under the anti-trust laws.” 

President Wilson takes the view, and has so 
stated it, that the amendment merely makes it 
plain that labor organizations, and the others al- 
luded to, cannot be prosecuted for organizing. 
They are given the right to organize so long as 
they proceed along legitimate lines. 

Labor leaders are inclined to hold the provision 
as taking labor organizations altogether out of 
the purview of the anti-trust laws. President 
Samuel Gompers, of the American Federation of 
Labor, is quoted as being eminently satisfied with 


the amendment. 

 & is quite certain there will be no such expedi- 
tion in passing the anti-trust measures by the 

Senate as has been shown by the House. In fact 

it is considered probable that but a part of the 

program will be undertaken at this time. 

The Senate Interstate Commerce Committee 
agreed yesterday to report only the interstate 
trade commission feature of the Newlands bill. 
Whether or not the other parts of the program 
will later on be attempted is still undecided. Mem- 
bers of the committee very apparently realize the 
futility of attempting to put through the more: 
comprehensive legislation at this time. 


Continued on page 84 





















TRADE LULL“PSYCHOLOGICAL” 


So Says President Wilson—B. C. Forbes’ Answer 


on business subjects, analyzes in an inter- 

esting way the recent comment by Presi- 
dent Wilson that present business ills are merely 
psychological. Mr. Forbes says: 

“The present depression in business,” says Pres- 
ident Wilson, is “merely psychological.” He also 
declares that “nothing is more dangerous for busi- 
ness than uncertainty.” 

Well spoken. 

And how, think you, does he propose to cure our 
psychological depression and the prevailing un- 
certainty ? 

By removing grounds for uneasiness and uncer- 
tainty, by calling a halt in anti-business hit-or-miss 
legislation until the new tariff and the new currency 
laws can be digested? 

No. 

He proposes to banish psychological troubles and 
business uncertainty by forcing an unwilling Con- 
gress to rush through a series of anti-business 
bills which not even their authors understand and 
the effect of which no man in either business or 
politics can gauge! 

To cure uncertainty the President prescribes an 
unlimited dose of fresh uncertainty! 

The Congressional chemists may hesitate to com- 
pound the conglomeration ordered and the business 
patients may balk at having to swallow it, but the 
doctor has issued his instructions, and must, ap- 
parently, be obeyed. 

The whole thing is disheartening. 


Psychological Woes! 


Are your sales falling off? My dear sir, your 
troubles are only psychological. There is really 
nothing the matter with your business. 

Have you lost your job through a grave reduc- 
tion in orders? Pooh! Banish your despair. You 
are not badly off, you only think you are. Be philo- 
sophic. Your woes are purely psychological. 

Are you having difficulty in collecting money due 
you? And are you worrying about how you are to 
meet your payrolls, your bills for materials, your 
rent, taxes, insurance and other expenses? Don’t 
be foolish. Don’t whine! Smile, you idiot! All 
you need is to take a psychological pill, and presto! 
your profits will rise by leaps and bounds. 

Are you an investor and nervous over the shrink- 
age in your company’s earnings and the stoppage of 
your dividends? What’s the matter with you, why 
can’t you see that nothing is really wrong? 

All that has happened is that your psychological 
condition is out of tune. Brace up, man! If the 
butcher or the grocer or the baker kicks because 
you have no money to pay for your food, why, just 
tell them not to be asses—explain to them that they 
will find this a very delightful, prosperous, merry 
world if they will only convince themselves that it 
is so! Tell them to get on the right psychological 
track, and everything will run along with idyllic 
smoothness! 

Don’t childishly declare that you are uneasy over 
the possible consequences were all the strange, 
loose-jointed legislative spectres now dancing on 
the Washington stage let loose upon the business 
world. 

Don’t attribute your psychological shortcomings, 
if you own railroad securities, to the bomb-throw- 
ing which the Interstate Commerce Commission has 
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announced it will indulge in following its highly 
successful experiment in blowing St. Paul shares 
to bits—$9,000,000 was knocked off the stock’s mar- 
ket value by that one little detonation, and bigger 
ones were promised. 

Be a sport! Acknowledge that the Administra- 
tion has not said or done one thing to cause the 
business world the slightest uneasiness. Admit 
that every one of the “Five Brothers” was a most 
lovable, helpful, comforting fellow whose demise 
should have caused national mourning. Nor deny 
that the many legislative specimens that have since 
been trotted out have one and all borne the stamp 
of consummate statesmanship, of deep insight into 
business and economics on the part of their authors, 
and have revealed scrupulous care not to interfere 
with one legitimate commercial function. 


Full of Solicitude 


The Government, bless your soul, has exhibited 
the most tender solicitude for your psychological 
well-being. So, too, has the Interstate Commerce. 
Commission. 

They have cared for you and shielded you and 
protected you from every conceivable source of 
worriment. They have made your state of mind 
their special concern, and have left undone nothing: 
calculated to inspire confidence and cheerfulness. 
and determination to forge ahead unquestioningly. 

But all in vain. Every other plant in the garden 
is flourishing like a green bay tree save your 
psychology; it has withered despite all the parential 
tending of the Governmental gardeners. 

To write in another vein: May I suggest that 
President Wilson before finally horsewhipping Con- 
gressmen into jamming through a chaotic mass of 
anti-business legislation, pause to consider what 
has been done by European statesmen in regard to. 
business. 

David Lloyd George, the most radical and revo-. 
lutionary statesman Britain has ever known, has: 
never once in the course of his whole drastic policy: 
attempted to lay a hand upon the business “pro- 
cesses” of the country. He has hit out right and 
left, but he has been careful not to interfere with 
the nation’s commercial machinery. It is a thing 
too delicate to be tampered with rashly or light- 
heartedly. 

And what of Germany? There the whole power 
of the Government is utilized, not in tearing busi- 
ness organizations apart or in insisting upon com- 
petition under any and every circumstance, but in 
aiding and encouraging and furthering business of 
every shape and form with results that have amazed 
the world. 

Let me repeat that it is time for the United 
States Government to Stop! Look! Listen! 

Trade is still halting. The security markets are 
stagnant. To-day’s Government report on cotton is 
expected, unfortunately, to show rather serious 
damage, although other crop prospects are still 
gratifying. Merchandise imports are easy and 
heavy shipments of gold are being made to Europe 
in payment therefor. Interest rates, however, re- 
main very easy here for temporary loans, but capi- 
tal available for permanent investment is still ex- 
tremely timid, mainly because of nervousness over 
the position at Washington—aggravated latterly, 
of course, by the disgraceful New Haven disclosures 
and impending railroad investigations. 
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States are just waking up to the enormous 

and rapidly increasing demand for poultry 
supplies. There is scarcely a town of over 5,000 
people in this country but what boasts of a poultry 
association for increased and better poultry. In 
many cases active hardware men have become prom- 
inently identified with such organizations and their 
efforts have substantially increased the business in 
that particular department. 

These associations strive to decrease the high 
cost of living by showing how to raise chickens 
profitably in the back yard. The members are in- 
variably interested in everything new and useful in 
poultry supplies. 

Sheets & Knodle, De Kalb, IIl., have been especially 
-successful in selling goods of this class. Beginning 
with an order for only a few incubators as a starter 
they have gradually increased the trade until now 
they sell practically a carload of such goods each 
year, and do an excellent business in the accessories 
which the dealer must have if he is to secure a prof- 
itable share of this business. Those who have been 
successful in handling poultry supplies direct at- 
tention to the fact that the minor articles are the 
kind which produce greatest profit. 

The dealer who is carrying these goods will find 


LH States ar dealers throughout the United 


POULTRY 
SUPPLIES 
PROFITABLE 


Hardware Merchants Handling 
Them With Success 


his sales appreciably increased if he will take an 
active interest in the poultry associations. This in- 
terest serves to bring him in close touch with the 
principal poultry raisers. A list of members should 
be obtained and these people circularized frequently. 
Most interest may be aroused in such letters by 
calling attention to new stock which has been added 
and by enclosing circulars describing such goods. 
The chicken fancier is invariably interested in the 
newer goods. 

A window display showing live birds will always 
attract attention, and sales naturally follow. In 
the spring of the year it is a good policy to show 
small chicks, though later the grown birds can be 
shown to best advantage. One or two pens of high 
bred birds placed in your show window and allowed 
access to the patented troughs and feed bins, which 
are carried, serves to demonstrate these goods to 
best advantage. 

One merchant increased his sales over 200 per 
cent in one week with such a display. 

This business moves in acceptable quantities 
throughout the year. Early in winter sales be- 
gin on incubators and this is followed by the de- 
mand for various smaller equipment which con- 
tinues through the year, and is especially good 
during the summer months. 
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A poultry show at De Kalb, Ill., in which hardware merchants prominently participated 
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Flakes, and the Ingersoll Watch, and Che- 

ney’s “Shower-Proof Foulards,”’ and hun- 
dreds of other well-known and widely wanted prod- 
ucts are so well known and so widely wanted that 
various retailers every now and then make up their 
minds to do their best not to sell them at all. 

Why? Why, they are being cut-priced in the re- 
tail market. They are “leaders.” They are too 
prominent. Their names are too famous. They 
have climbed too high. Down with them, under the 
counter; or, better, if possible, out with them 
through the door! 

The more readily the public purchases them at 
such times, the more reluctantly the retailers 
handle them. 

Sounds like a madhouse. Js a madhouse. And 
getting madder every day, ever since the Supreme 
Court of the United States wandered into it. 

The Ultimate Consumer rejoices, and smells the 
Bargain Sale afar off, and gambols like a young 
goat upon the mountains. He reads the cut-price 
advertisements in the papers, speeds to the mad- 
house, buys a few “leaders” and “bargains” and a 
great many other things that are not leaders and 
not bargains, and then goes his way highly pleased 
with himself—and crazier than any of the patients. 

This article is written to give him—and her— 
a glimpse at the interior decorations of the Bargain 
Scheme of Selling Standard Products—and at what 
it does to the production and distribution of good 
goods. 

Cheney’s “Shower-Proof Foulards,” for instance. 

A friend of the people in Boston prominently ad- 
vertised his determination to sell Cheney’s “‘Shower- 
Proof Foulards” across the silk counter of his store 
at a big cut from the regular price. Competitors 
of his, owners of other retail establishments, took 
a look at hts advertisement, buzzed in haste for 
stenographers, and began dictating advertisements 
in reply. 

Within a few days, cut impinging on cut, Che- 
ney’s “Shower-Proof Foulards” were being sold in 
Boston at as low as fifty-seven cents a yard. 

There was just one disadvantage to the retailer 
in continuing to sell these goods at that price. He 
had to pay a higher price himself to the manufac- 
turers. He had to take sixty cents of his own 
money and hand it to Cheney Brothers, silk manu- 
facturers, in order to get a yard of their “Shower- 
Proof Foulards” to pass on to the public at fifty- 
seven cents. 

As often as he passed it on, he lost three cents 
plus a good many more cents representing his rent 
and his salaries and the rest of his cost of doing 
business. 

It was time to ring for ice-water and a few 
padded cells. 

So then, right then, the punishment of Cheney 
Brothers began. They were utterly and shiningly 
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“Price-Cutting,” as spoken of in this article, has nothing 
to do with potatoes or spring hats or any other commodity 
subject to fluctuating prices and closing-out sales. It has 
only to do with Uniform Standardized Products on which 
no Bi  aanntumearentnes has tried to name a Uniform Standard 
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innocent. They had’nt started this cut-price trou- 
ble. They had objected to it, clamorously. It wasn’t 
their crime at all. But they were punished for it 
just the same. 

For, right then, various retailers in Boston be- 
gan to be aweary of Cheney’s “Shower-Proof Fou- 
lards.” They began to think scorn and disgust for 
the behavior of an article which had gone and got 
itself beaten down below the profit-level. They be- 
gan to be filled with admiration and affection for 
the character of certain other foulards, charming 
foulards, on which there had been no such bargain 
advertising, on which the public had not yet been 
led to expect an unreasonably low price, and on 
which a profit could still be made. 

That season, in Boston, the sales of Cheney’s 
‘“Shower-Proof Foulards” fell off from their cus- 
tomary total by more than a third. 

Something had been done to the Ultimate Con- 
sumer. The retailers, instead of giving her what 
she wanted to have, had been giving her what they 
wanted her to have. 

When she went into her favorite store to buy 
Cheney’s “Shower-Proof Foulards,” they were no 
longer in stock. They had been sold out and no 
more of them had been ordered. 

Or else, more usually, though they were still in 
stock, they were occupying the background and ob- 
scurity, while other foulards were occupying the 
foreground and the conversation of the salesper- 
sons. 

The result, as the sales-record proves, was that 
thousands of persons who had customarily bought 
Cheney’s “Shower-Proof Foulards” were induced 
that season to buy other foulards instead. They 
went in to get one thing. They came out with an- 
other. Their access to the one thing they knew 
they wanted had been narrowed, and it had also 
been planted with diverting hedges and mazed with 
alluring by-paths leading toward other things, sub- 
stitutes. 

I do not say that the substitutes were not just as 
good. Their goodness is not here the point. 

The point is the substitution itself. If you really 
want foulard A and get foulard B, foulard B is a 
substitute. 

And here we come to the seeds in the core of 
retail merchandizing. 

The Ultimate Consumer has a right to expect that 
her retailer shall exercise an impartial judgment in 
her behalf with regard to those two foulards. But 
it is preposterous to think that he will do so when 
Price-Cutting has taken the retail profit out of 
foulard A. “On the whole” and “in the long run” 
and “by and large” and “taking one consideration 
with another,” the mass of retailers will “push’— 
successfully—the wares on which the retail profit 
still exists, and they will “knock”—successfully— 
the wares on which the retail profit has been de- 
stroyed. 

That’s not good for the public. It is very bad. 
And it is especially and particularly bad when you 
go on to the next point in it. 

What had Cheney Brothers done to deserve that 
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extremely painful contraction of their sales in Bos- 
ton? 

They had succeeded, as various other textile man- 
ufacturers have succeeded, in giving their products 
a good name. That’s what they have done. They 
had spent some eighty years making the name 
Cheney mean something, and something right, on 
bolts of silk. That’s the fault they had committed. 

That was why the friend of the people made such 
a stir in the pocketbook of the Ultimate Consumer 
when he announced that he would cut a Cheney 
product. That was why competitors felt obliged to 
meet his cut and go under it. That was why the 
sale went on and on to its disastrous finish. 

So now you see how to do it. Make a product. 
Make an individual product. Remember that. IJn- 
dividualize it. Put personality into it. Make it 
different from other products. Give it a name to be 
known by. Make that name known favorably. The 
public wants your product. It becomes famous. 
Then the Price-Cutting will begin. Then the de- 
struction of the retail profit will begin. Then the 
unwillingness of the mass of retailers to “push” 
your product will begin. Then their eagerness to 
sell substitutes for your products will begin. Then 
the contraction of your sales will begin. And you 
will be punished for having made a uniform, stand- 
ard, individualized, named and known product. 

But that is precisely the kind of product which is 
to peak of modern manufacture and which the 
Ultimate Consumer most wants. 


The Fate of Cosmo Buttermilk Soap 


See, then, the contending forces: 

On the one side, Price-Cutting, and Substitution, 
fortified by certain recent decisions of the Supreme 
Court. On the other side, the growth of Individual- 
ity in Manufacture and, along with it, the One-Price 
System. 

It is the manufacturer of the individualized prod- 
uct who has tried to say to the retailer: “One Price 
—to All Consumers at All Times!” 

He is driven to this policy. He remembers what 
happened to Cosmo Buttermilk Soap. 

It was a famous soap in its day. Its regular 
price, retail, was ten cents. That was the price at 
which the manufacturers asked the retailers to re- 
tail it. Asked. 

At this point some of the members of the Ju- 
diciary Committee of the House of Representatives 
begin to fear with a great fear. 

There is a bill in Congress saying that the manu- 
facturer may bind the retailer to retail his product 
at a settled price, at one price, with no price-cutting 
tolerated. This bill was introduced by Mr. Stevens 
of New Hampshire. 

Many Congressmen are troubled, sincerely 
troubled. If the Stevens bill were passed, what 
would prevent the manufacturers of Cosmo Butter- 
milk Soap from binding the retailer to retail their 
soap at twenty cents—or at a dollar? And then 
think how the public would be plundered! 

The poor innocent manufacturers of Cosmo But- 
termilk Soap! They didn’t know that the game of 
business was so easy. They were in it. They 
would have liked well enough to sell their soap at a 
dollar or at ten dollars. But they couldn’t. And 
the reason why they couldn’t was so simple and so 
annoying. The cruel competitors wouldn’t let them. 

The world seethes with the suds of the soaps of 
competing soap-manufacturers. The manufacturers 
of Cosmo Buttermilk Soap had to get down into that 
competition and swim. They swam. They com- 
pared their soap with the other soaps, the countless 
other soaps, already on the market. They decided 
it could hold its own in the ten-cent class. They 
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risked their money on their guess, and offered it at 
ten cents. And they won. They won by verdict of 
the public itself. 

The public bought Cosmo Buttermilk Soap at ten 
cents, compared it on its own account with other 
ten-cent soaps, decided that it was a good soap at 
the price, and then came back and bought it again— 
and again. 

Cosmo Buttermilk Soap became prosperous, com- 
petitively; and its name, its trade-mark, became 
valuable—so much so that its owners were offered 
more than a quarter of a million dollars for it, and 
declined. 

But there was a danger. The danger was in 
having any name at all. The danger was in being 
individualized. 

Let me shift for just a moment from soap to 
coffee. 

Here’s a coffee quite nameless, lying in a bin. 
Well, you can’t hurt it, no matter what price you 
sell it at. And the Ultimate Consumer does actual- 
ly buy it at thirty-eight cents and goes her way still 
highly pleased with herself. She doesn’t know that 
it also sells at twenty-five cents a pound. 

I mention thirty-eight cents and twenty-five cents 
out of real life. The Association for the Improve- 
ment of the Condition of the Poor in New York City 
has been inquiring at length into retail prices. 
Here’s a coffee shoveled out of a bin and taken to a 
certain store. There it sells at thirty-eight. It is 
shoveled out of that same bin and taken to a certain 
other store, owned by the same firm, and there it 
sells at twenty-five. Anonymous coffee. 

And tea. Emerging from its sack, it travels to 
one store and sells at thirty-five cents a pound. 
Emerging from the same sack, it travels to another 
store, owned by the same firm in the same city of 
New York, and sells at seventy. Anonymous tea. 

Happy anonymous commodities! The Ultimate 
Consumer buys them at one price here to-day and at 
another price there to-morrow, and all is merry 
as an Oriental bazaar. She can’t remember any- 
thing against them because she can’t remember 
them. She looks into their blank identical faces and 
there’s nothing to remember them by. They can be 
sold to her at a score of different prices and she 
doesn’t know it. 

But: 


UNIVERSAL DEPARTMENT STORE 
BARGAIN SALE 
COSMO BUTTERMILK SOAP 
NOW THREE CENTS 


The Ultimate Consumer remembers that. “Cos- 
mo Buttermilk Soap.” “Three Cents.” The name 
and the price. 

Enter, then, 
store. 

Lady: “Cosmo Buttermilk Soap.” 

Grocer: “Ten Cents.” 

Lady (sweetly): “Robber!” 

And, exit, one lost lady-customer. 

Grocer sits down and writes to Cosmo Butter- 
milk Soap manufacturers. 

GENTLEMEN : 

You sell me your soap, like everybody else making 
standard articles, at price which gives me only 
narrow margin for profit. And now you let Uni- 
versal Department Store, this city, sell your soap 
for three cents. If you look for any more business 
from me you will be looking longer than I will live. 
Please cancel the order I sent you yesterday. 
Everybody told me you was a snide firm, and now I 
know it. Yours respectfully, 


lady into neighborhood grocery 
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There are millions of such letters in the files of 
the manufacturers of individualized products. 

The price of an individualized product is as much 
a part of its individuality as its name. Demoralize 
the price and you demoralize the product. 


A Forest-Fire in Soaps 


In Reading, Pennsylvania, there were ninety re- 
tailers handling Cosmo Buttermilk Soap. It wasn’t 
a cut-price war. It was a mob-massacre of a de- 
fenseless commodity. The price was trampled down 
to three cents and kept there, an advertisement for 
the retailers who were doing it and a quick death 
for Cosmo Buttermilk Soap. 

Death—because, in the end, the reputation of 
Cosmo Buttermilk Soap was totally destroyed. All 
the Ultimate Consumers residing in that city got it 
marked down in their minds as a three-cent prod- 
uct. It wasn’t. It couldn’t be made and sold at 
that price. But the public couldn’t be got to go 
above that price again. Whereupon, its reputation 
having gone, its value as an advertisement for the 
retailers went too. As for the retail profit on it, 
that had gone long ago. There was nothing left in 
it. And eighty of the ninety retailers threw it out 
of their stores. 

Reading was imitated by city after city. It was 
no longer a local massacre. It was a forest-fire, 
catching and spreading. The firm which was manu- 
facturing Cosmo Buttermilk Soap was not old 
enough or strong enough to make any effective re- 
sistance. Within two years virtually the whole of 
its area of distribution had been burned over and 
left bare. 

A young firm, a new product, a competitive price, 
the public pleased. Just the kind of thing that must 
be fostered forever in order that industrial and 
commercial progress may never cease among us. 
Slaughtered—by the firm’s own distributors—over 
whom it had no control! 

Cosmo Buttermilk Soap was revived—a bit. But 
it has never come back to as large a sale in a month 
as it used to have in a morning. 

How can it be said to be good for the public to 
be blocked off like that from a product it had 
proved it wanted? 

It was an extreme case. It was extreme in the 
completeness of its finish. It was not extreme in 
any other way. There is not a community in the 
United States this moment in which the sales of 
well-known and widely wanted products are not be- 
ing contracted by Price-Cutting. 

This Price-Cutting may be done by local stores 
or it may be done by distant mail-order houses. 
The result is the same. The same old result. Retail 
profit in those products diminished or destroyed. 
Angry retailers. Fresh drummer who comes into 
retail stores and says to retailer: ‘Now here’s a 
product your cuS8tomers don’t know much about. 
But push it. There’s a big retail profit in it for 
you.” Substitutes. And the distributing channels 
through which the well-known and widely wanted 
products must reach the public are artificially 
clogged and choked. 


Mr. Babbitt—He Did It 


It should all be blamed on great and courageous 
innovators like Mr. Babbitt. 

Mr. Babbitt saw soap, simply soap, long bars of 
anonymous soap, being sawed into chunks by re- 
tailers. You took your chunk home and if it didn’t 
behave well in the water, you blamed the retailer 
for carrying poor soap. You went to another re- 
tailer. But there you perhaps got the same soap. 
You couldn’t tell. There was no name on it. 

He sawed his soap 


Mr. Babbitt.saw his chance. 
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into chunks in his own factory and wrapped each 
chunk in a piece of paper and put his name on the 
paper. But it was a chance, this chance he took. 
For if you didn’t like Mr. Babbitt’s soap, you could 
spot it by its name instantly in every other retail 
establishment in the world. And you never bought 

it again. | 

Mr. Babbitt, and men like him in hundreds of 
other lines of business, went straight over the 
heads of the wholesaler and the retailer to the peo- 
ple. They conducted referendums. The people 
voted directly on their products. 

For those products, therefore, these men changed 
the whole nature of merchandizing. If the vote of 
the people was unfavorable, it didn’t hit the retailer 
so very hard. It went back full-force all the way to 
where the soap started, and hit the manufacturer. 
On the other hand, if the vote was favorable, if the 
people liked the soap and kept on buying it, they 
bought it not because of the retailer but because 
of the name, because of the manufacturer. 

It was a commercial revolution. In came an era 
of fiercer competition than had ever before existed 
between manufacturers. 


Competition—In the Factories 


The manufacturers of named and known products 
—in hardware, in jewelry, in clothes, in toilet ar- 
ticles, in furniture, in plumbing, in everything— 
couldn’t save themselves by intrigues with the 
wholesaler and retailer. They couldn’t trust to 
mere “pull” and “secret arrangements” for the 
“pushing” of their wares in wholesale and retail es- 
tablishments. Their wares had names. They were 
out in the open, competing with all other similar 
wares, face to face, lovelessly, for the verdict of 
the public itself, each manufacturer standing or 
falling by what the public itself finally said. 

That era is the era we now live in. True competi- 
tion to-day in the price of named and known articles 
is not in the retail stores at all. It is in the fac- 
tories. And it glows and flames there with a fire 
hotter than was ever before kindled in the modern 
industrial world. It is the most competitive com- 
petition ever invented. 

And it is dashed and quenched by Price-Cutting. 

The Supreme Courts of Massachusetts, Kentucky, 
California, and Washington have said that a manu- 
facturer may bind a retailer by contract not to cut- 
price his product. But the Supreme Court of the 
United States has also made a few decisions bearing 
on price-cutting. I skip the law of those decisions. 
I mention only the effect. The effect, throughout 
all inter-state commerce, has been to give Price- 
Cutting a broader range and heartier appetite. 
Price-Cutting to-day is bolder than it ever was 
before, and more destructive. The need of a Fed- 
eral statute about it has become urgent. 

I touch on only one point of law—and that is 
a fact-point. To many people a contract between a 
manufacturer and a retailer seems to be something 
against competition. They say: 

This Dr. Miles Medical Company, which went to 
the Supreme Court to fight Price-Cutting—it man- 
ufactures, among other things, a “Restorative 
Tonic.” And it wants that tonic to be retailed at 
one price by all drug-stores. Well, suppose every 
druggist in a given community signs a contract 
with the Miles Company agreeing to that price. 
Then there is no competition between those drug- 
gists as to the retail price of the “Miles Restorative 
Tonic.” Isn’t this the same thing as if the drug- 
gists, all together, had formed a combination and 
had signed a mutual agreement fixing the price? 
Isn’t competition killed out in one case exactly as 
in the other? 3 
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I don’t think so. The two cases are precise oppo- 
sites. 
- When all the druggists in a given community 
meet together to fix the retail price of the Miles 
“Restorative Tonic,” they have a monopoly. They 
- control their market. They can name a monopoly 
price. Let it be two dollars. What is to prevent 


them? 
Conspiracy Price?7—By No Means 

But here are the offices of the Miles Company 
about to put their “Restorative Tonic” on the mar- 
ket and about to name its price. Have they a mo- 
nopoly? Do they control their market? Can they 
name a monopoly price? There are about a thou- 
sand reasons why they can’t. There are about a 
thousand other tonics eager for business. That’s 
all. And the officers of the Miles Company don’t 
say two dollars for their “Restorative Tonic.” They 
say one dollar, and are glad to get it. 

If the Miles Company entered into a secret con- 
spiracy with all the other manufacturers of medi- 
cines in the United States and named a conspiracy 
price, a monopoly price, on their products, why, 
then, it would be a case for the Attorney-General 
of the United States. It would not be the case we 
are looking at here. 

Here we are defending an absolutely competitive 
thing—tthe right of the individual manufacturer, 
all by himself, in a competitive market, to name 
the retail price of his own individualized property. 

At present he sends that property, his own prod- 
uct, which he himself made, out into the retail mar- 
ket and there sees it used to injure him and to in- 
jure and confuse the public in at least three differ- 
ent ways, all equally weird. 

I distinguish three families or species of Price- 
Cutting. You see all of them every day. 

First, there is “Common or Cut-Throat” Price- 
Cutting. 

This is simply a blind rage among retailers. it 
can be as bad for them as for the product they are 
cutting. It killed McLaughlin’s “4 X” Coffee; but 
it killed it only after thousands of retailers had 
been selling it for months without a profit. They 
had been conveying McLaughlin’s “4 X” Coffee to 
the public without charging the public anything for 
that conveying work. Which is mere madness—a 
frenzy spreading from one retailer to another—a 
circular insanity. It condemns itself at sight, and 
it explains why the mass of retailers are in favor of 
the One-Price System—in order to protect them- 
selves against themselves. 

There’s no use trying to think that it is prosper- 
ity for one section of the public to have another 
section doing something for it for nothing. That 
doesn’t work. : 

. Just as it is bad for the country to have its labor, 
or any part of its labor, constantly employed at 
less than a fair wage, so it is bad for it to have its 
business, or any part of its business, constantly 
transacted at less than a fair profit. It is unscien- 
tific in principle and demoralizing in result. 

McLaughlin’s “4 X’” Coffee disappeared in a land- 
slide of anonymous bulk coffee. The jobbers said to 
the retailers: “Can you ever get the public back up 
to paying a reasonable price for ‘4 X’?” “We can 
not,” said the retailer. “Now on this bulk coffee,” 
said the jobber, “you can charge a good price. 
can charge what your customers ought to pay. 
There is no standard retail price for it. Suit your- 
self.” 

These killings and cripplings of standard prod- 
ucts (which the Ultimate Consumer had bought 
with eagerness at the regular price) are a direct 
injury to the public. But the indirect injury is 


You 


Hardware Age 


even more important. I call it indirect only because 
it does not come to the surface quite so soon. This 


indirect injury is the one that follows on every 


kind of “Unfair Competition” in any line of busi- 
ness. It is: One more force, one more artificial 
force, added to the movement leading toward Con- 
centration of Capital, toward Bigness, toward Con- 
trol by the Few. 

In the bosom of the second family or species of 
Price-Cutting, you will begin to see that force at 
work. 

This second variety of Price-Cutting is “Vica- 
rious” Price-Cutting. You cut the prices of well- 
known products while you carefuly do not cut the 
prices of many products which are not well known. 

For instance, you offer to sell Kolynos Tooth- 
Paste at three tubes for forty-six cents. I’ve seen 
that particular price several times. A fraction 
more than fifteen cents a tube. The lowest whole- 
sale price is fourteen and a quarter cents a tube. 
You are losing money. The public doesn’t know 
that. But it knows that three tubes of Kolynos for 
forty-six cents is a bargain, and it perceives that 
you are a wonderful merchandizer. 

You take this bargain, this tribute to your mer- 
chandizing skill, and you place it in your page ad- 
vertisement in the Sunday paper. Perhaps you 
place it next to your statements about the values of 
things which have no established known values— 
say, your new offerings in fur coats. That wouldn’t 
be a bad idea. If you’re a wonderful merchandizer 
on Kolynos, perhaps you’re a wonderful merchan- 
dizer on fur coats. Not a bad idea at all. And it 
pays. The public does actually bite on it. 

As for poor Jenkins, back in New Haven, pump- 
ing Kolynos into tubes, he’s only the manufacturer. 
Let him yelp. He made Kolynos in order to throw 
a bargain rose-light on those fur coats. 

One of the biggest New York department stores 
had a sale not long ago of Gillette razors at $1.95. 
Some more wonderful merchandizing. Even with a 
special price from the manufacturer, the store lost 
more than a dollar on every razor it sold. It might 
better (scientifically speaking) have given each 
customer one new silver dollar to persuade him not 
to buy a razor. 

Is that really merchandizing at all? Some day 
the primitive barbarousness of it will appear to us 
clearly, and we will look at it as we now look at 
the haggling in the market-stalls of Cairo and Da- 
mascus. 

The only reason for it, manifestly, is to get the 
consumer into the store and then sell him something 
else besides. It’s not business. It’s a guessing 
game. The wary consumer tries to buy only bar- 
gains, and make his get-away. The still warier 
merchant knows that he won’t be able to make his 
get-away without falling into some other purchase. 
And the size and pomp of the magnificent building 
in which the thing is done proves that the merchant 
is right. 

The Supreme Court of Washington did not hesi- 
tate to take judicial notice of this fact. It said: 
“It is a fallacy to assume that the price-cutter 
pockets the loss. The public makes it up on other 
purchases.” 

I will illustrate those “other purchases” next 
month. At present I only say that a store has no 
right to shed a glow of borrowed glory on its own 
merchandizing by setting fire to the businesses of 
standard-product manufacturers. 3 

I publish on this page an advertisement of a Chi- 
cago department store in a Chicago newspaper. At 
the head of it you will see an interesting statement 
about the Ingersoll watch. . It is to be sold at sixty- 
five cents. 
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Farther down you will see that bargains are also 
offered in Wash Goods, in Silkoline and in Gloves. 
But whose Wash Goods? Whose Silkoline? Whose 
Gloves? I don’t know. But these commodities are 
all said to have been reduced in price from certain 
higher levels and to be now selling at certain lower 
levels. That’s good. Let it be so. I don’t doubt it. 
But I don’t know it, straight off, of my own knowl- 
edge. I am unaware of the manufacturer and the 
brands. And I am unaware of the former prices. 

How wise then to start off with the Ingersoll 
Watch! The Ingersoll Watch at sixty-five cents! 
There’s something to carry instant conviction to the 
thrifty breast. It will make trouble, of course, for 
the Ingersoll Company with every other retailer in 
town. People who paid a dollar for an Ingersoll 
Watch at the store of X. Y. Jones will go back to 
Jones and demand a refund of thirty-five cents. 
They will insult Jones, earnestly. Jones will stut- 
teringly but most truthfully try to explain that he 
himself had to pay the Ingersoll Company more 
than sixty-five cents in order to get the watch into 
his store to sell. It won’t do any good. They 
won’t believe him. 

“Do you think,” they will say, as they always 
say, “that the department stores do business at a 
loss?” They do not know that doing business at a 
loss is current approved practice. 

In the meantime, the Ingersoll people themselves 
will be frantic. They will send employees of theirs 
to your sale to buy back as many of their own 
watches from you as they possibly can. They will 
do anything to stop that sale. Never mind. Laugh 
at them. They do deserve a laugh. Who built up 
the word “Ingersoll’”’ so that it would inspire inter- 
est and confidence at the head of a column? They 
did. Who owns, in law, the reputation, the good- 
will, of the word “Ingersoll?” They do. Who’s get- 
ting the benefit of it right now? Yow are. 

So, by easy stages, you pass into the third form 
of Price-Cutting. This is “Incurable or Habitual” 
Price-Cutting. You no longer do it just because 
you got into a quarrel with some other retailer. 
You no longer do it just for a single sudden sale. 
You do it as a policy, a steady policy. 

At this point the relation between Price-Cutting 
and the recent rapid and amazing concentration 
of capital in the retail business becomes clear 
enough for anybody. 

To do “Vicarious” Price-Cutting or “Habitual” 
Price-Cutting in a really statesmanlike and effective 
way, you must be big. You must be willing to lose 
money, if necessary, not only on a few articles but 
on whole classes of articles, on whole departments of 
your business. And you must convey the news of 
your bargains to the public by the pageful in a man- 
ner so conspicuous and so broadcast as to make an 
unrefillable dent in the public’s mind. In other 
words, you must go in for losses and you must make 
these losses expensively and famously known. 

But what is this? It is the familiar weapon of 
mere size against smaller competitors. It is not a 
competition in commodities. It is a competition in 
money. 

I shall describe the concentration of capital in the 
retail field next month. The department store, 
drawing business away from the neighborhood 
store; the “chains” of special stores, with fifty 
stores, a hundred stores, several hundred stores, in 
one chain, under one management; the linking to- 
gether of these chains; the appearance of chains not 
merely of special stores but of department stores; 
the growth of mail-order houses, distributing goods 
to all parts of the United States from one central 
city, doing a business—one of them alone—of about 
$100,000,000 a vear. 
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I do not criticise this movement in itself and lL 
do not criticise the men behind it. I do not attack 
them. I have been very unfortunate in my life. I 
have never met any villains. Quite to the contrary. 
My experience is that if any human institution is 
broadly thriving, whether it be the chain-store idea. 
or the Socialist party, the men behind it, “on the 
whole,” and “by and large,” and “taking one con- 
sideration with another,” are honest and sincere. 
If they weren’t, their consciences would ruin their 
stomachs, and they and their doings would cease. I 
have observed the human conscience, especially in 
its effect on the human stomach, and I have great 
confidence in its universality and its omnipotence. 

I therefore do not question the morality of the 
concentration movement in the retail field. Nor do 
I question, for that matter, its necessity. But, 
query: Would it have gone so far as it has if all 
the surrounding circumstances had been right? 
And would it keep on going so fast as it does if 
those surrounding circumstances were made right. 
now? 

But let that go over. 

Here I have one final question to answer about 
the One-Price System for Standard Products. 

Suppose the Stevens bill, now in Congress, should 
pass. Suppose, by that means or by any other 
means, it were made possible for the manufacturer, 
in interstate commerce, to readily bind the retailer 
to retail his product at one price. Might he not ask. 
an “exorbitant” price? 

Yes, he might. 


Let the Public Determine Profits 


But he can ask an exorbitant price now. He has: 
a perfect right, always has had, and always will 
have, to sell his product out of his factory to the 
retailer at any price he pleases. You can’t take 
that away from him. Nobody can prevent you from 
selling your hat to your neighbor for a hundred dol- 
lars, if. you can get it. Nobody can prevent the 
manufacturer of a safety razor from selling his 
razor, his own razor, to the retailer for a hundred 
dollars, if he can get it. The question here is not 
the manufacturer’s profit at all. It is the retail 
profit. Shall the retail profit be demoralized and 
destroyed, with all of the injuries I have shown re- 
sulting to approved products and to the public’s 
access to approved products? 

They say that Mr. Gillette made a great deal of 
money out of the manufacture of his safety razor. 
What of it? I was not born with any moral right 
to own a Gillette razor. I didn’t make it. Neither 
did you. Gillette made it. He gave the world some- 
thing it had never had before—namely, the Gillette 
razor. I have no idea whether it is a good razor 
or not. All I know is that it belonged to Gillette, 
every specimen of it, until he chose to sell it. And 
I stand for the right of every man, in a competitive 
market, to take what he has made and to sell it to 
the public at its worth to the public. 

The public doesn’t have to take it, if it doesn’t 
want to, in a competitive market. 

I am for leaving maximum competitive profits to 
the public itself and not—tthe only other alternative 
—to the Government. 

Those who think otherwise have a right to their 
thought. I respect it, profoundly. But I think they 
ought to think it all the way through to its end, and 
follow Comrade Hilquitt into a truly logical posi- 
tion, and put a picture of Karl Marx on the man- 
telpiece, and wear a little red card in their vest 
pocket. Then we would all know where we were. - 


After All, Gillette Made It 
In the meantime, if you are bothered by the idea 
that so many people should have been willing to 
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pay five dollars for a Gillette razor, remember that 
Gillette did more than any other one man to make it 
possible for people to buy safety razors for less 
than five dollars. 

Gillette always did have competition. Nobody 
ever had to buy a Gillette in order to shave himself 
in an odor of safety. But as soon as Gillette had 
got well started, there was more competition than 
ever, twice as much, ten times as much. To-day, 
with the Auto-Strop, the Durham Duplex, the Gem, 
the Star, the Ever-Ready, the Cross, etc., you can 
buy safety razors at almost any price from the 
maximum of five dollars down to the minimum of 
twenty-five cents, or thrown in with a box of cigars. 

Well, what’s the answer? This: 

With Gillette popularizing the safety-first-thing- 
in-the-morning idea, and sticking (as he did) to 
five dollars, the opportunity for other men to come 
along in and sell other razors at other prices was 
totally wide-open and totally irresistible. 

What happened in that case has happened in 
every other case. The One-Price System is a com- 
petitive system in every respect. It arose, as I 
have shown, out of an intense competition between 
manufacturers of individual named articles, and it 
fosters that competition. 

The Kellogg Corn Flakes Company is one of the 
most resolute one-price firms in this country. They 
do their best to make you pay ten cents, never more, 
never less, for every package of their corn flakes. 
Does that save them from competition? Not at 
all. Just the other way. Since they began manu- 
facturing Corn Flakes, there have been more than 
a hundred competing brands of “corn flakes” put 
on the market. Some fifty of those brands exist 
to-day. You can buy them at various prices, down 
to as low as four cents a package. The competition 
at the source, the competition in the factory, gives 
the public a complete range in product and a com- 
plete range in price. 

The fact is that when a manufacturer adopts 
one retail price and makes it known, he debars him- 
self to a large extent from those price wars be- 
tween manufacturers which have been death to 
competition. 

The Ingersoll firm, now: Its one-price policy is 
not hidden. I sometimes wish I could read some- 
thing else out of the window between New York 
and Washington. The dollar seems to have been 
invented luckily to provide the American people 
with a ready equivalent for the Ingersoll watch. 
The Ingersoll firm owns the dollar as much as 
George M. Cohan owns the flag. There is no doubt 
in your mind that the Ingersoll firm intends you to 
pay one dollar for its watch. 

When they first offered a watch for a dollar, 
there were only two opinions about them. They had 
gone crazy. Or they were born feeble-minded. 
But they said “one dollar.” And they also said 
“No more and no less.” 

I know of a watch which wholesales to retailers 
at $1.75. In some stores you buy it from the re- 
tailer at $2.75. In other stores you pay $7.00— 
$7.00! And in a third class of stores you pay 
either of those prices, or anything in between, de- 
pending on how the retailer sizes you up. 

I don’t criticize that. It seems that some busi- 
ness has to be done that way. 

But the Ingersoll firm thought—selfishly, I do 
not doubt—that it would be better for everybody 
concerned if they would sell their watch at one 
dollar to everybody, everywhere. You might be 
wise. You might be ignorant. You might be a 
child. You might be a drunken sailor. You might 
go for it in person. You might telephone for it. 
You might know the retailer. You might never 
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have seen him before. It would make no difference. 
You would pay a dollar. You would never pay more 
than your neighbor. You would never pay more. 
All customers would get the same treatment. 

At first there was no competition. Then the 
Ingersoll dollar-watch success evoked competition. 
A rival appeared. 

What would the Ingersoll Company do? Start 
a price war? Go after this new rival, who was 
new to the dollar-watch business, and cut his 
ground from under him at the start by offering 
the old, well-known Ingersoll Yankee watch at 
seventy-five cents? And then, with the rival 
stunned and counted out, put the price back to a 
dollar? 

They couldn’t. They couldn’t unless they were 
willing to ruin their whole one-price policy. They 
could go down, it is true. They could go down 
below a profit level and lose money, all they wanted 
to. The trouble would be in getting back again. 
Their price was known. They had caused it to be 
known—a uniform price, a universal price. If 
they went down to another price, that would be 
known, too, universally. The climb back, in the 
face of public knowledge, would be a climb of the 
most difficult possible sort. They preferred to 
stay where they were. 

The old sell-below-cost-for-a-while plan of meet- 
ing and throttling new competition is in one world 
of business practise. The One-Price System is in 
another, entirely. 

There are many firms now making watches in 
the “dollar class.”” Many of these watches sell 
constantly at less than a dollar. The Ingersoll 
Company has no monopoly of its field. Nor has 
any other one-price firm that I have ever heard of. 

I have shown the origin of the One-Price Sys- 
tem. I have shown its outcome. It was conceived 
in competition and it begets competition. Compe- 
tition in quality. Competition in individuality. 
Every manufacturer putting his mark on his 
product. Every manufacturer naming his own 
price, competitively. Every manufacturer making 
a direct appeal to the public, competitively. No 
price-jockeying, no price-juggling, in the retail 
market to the confusion of the public and to the 
confusion of the only true competition that is pos- 
sible in individualized named articles—competition 
between manufacturers. 

I submit that every competitive manufacturer 
of such articles should be permitted by Federal 
law to bind his retailers against Price-Cutting. I 
submit that such a law, spurring Competition, is 
more desirable than any number of laws bitting 
and bridling Monopoly. 

And I believe I can show that in other fields of 
business likewise there is a more instant need of 
pro-competition than of anti-monopoly legislation. 


Odd Stunts as Business Getters 


C. Todd, a hardware merchant of Waverly, 
¢ Towa, recently offered a $4.50 fishing reel to 
the fisherman bringing in the largest game fish on 
Friday, May 15. The only condition attached to 
the proposition was that the fish winning the prize 
was to become the property of Mr. Todd. As none 
of the lucky fishermen was willing to part with his 
big fish, the reel is still in Mr. Todd’s possession. 
Mr. Todd recently stirred up interest also among 
automobile owners by placing an automobile tire 
in his show window priced at $28.50. Each day 
until sold the price of the tire was reduced 50 cents. 
The tire was finally bought on May 16 for $19.00. 
This stunt created a great deal of interest among 
the automobile users of the town. 




















A Mild Beginning 


PEAKING of neighborly feuds, Congressman Ray- 

mond B. Stephens of New Hampshire recalled a 

grievance entertained by a farmer named Brown, says 
the Pittsburgh Chronicle-Telegraph. 

Brown, it seems, had a difference with a neighbor 
over a boundary line, and after six months of vocal 
scrapping across a ten-acre lot, the dispute finally 
reached such a stage that a lawyer was consulted. 

“TI want ye ter write him a letter,” said Brown to the 
legal party, “an’ tell him that this gosh-dasted foolish- 
ness has got to stop. I’d write it meself only I 
hain’t got the legal heft ter do it.” 

“T guess it can be done all right,” returned the law- 
yer, thoughtfully. “What do you want me to say to 
him?” 

“Waal,” said Brown, after a moment’s reflection, “ye 
might begin by telling him that he’s the meanest, 
derndest, lyin’ist, thievin’ist, lop-eared cuss of a crook 
in ten counties, an’ then kind o’ work up to what we 
really think of him.”—E xchange. 


Swelled head is the only disease in which the suffer- 
ing is done by other people.—E xchange. 


Not What It Seemed 


WOMAN, wearing an anxious expression, called at 
an insurance office one morning. 

“I understand,” she said, “that for five dollars I can 
insure my house for a thousand dollars in your com- 
pany.” 

“Yes,” replied the agent, “that is right. If your 
house burns down we pay you one thousand dollars.” 

“And,” continued the woman anxiously, “do you make 
any inquiries as to the origin of the fire?” 

“Certainly,” was the prompt reply; “we make the 
most careful inquiries, madam.” 

“Oh!”—and she turned to leave the office—“I thought 
there was a catch in it somewhere.”—Ezchange. 


People who know their own minds do not always 
have a liberal education. 


Not Observing 


“en complained the Scotch professor to his stu- 
dents, “ye dinna use your faculties of observa- 
tion. Ye dinna use them. For instance——” 

Picking up a jar of chemicals of vile odor he stuck 
one finger into it and then into his mouth. 

“Taste it, gentlemen,” he commanded, as he passed 
the vessel from student to student. 

After each one licked his finger and had felt rebel- 
lion through his whole soul, the old professor exclaimed 
triumphantly: 

“T tol’ ye so. Ye dinna use your faculties. For if 
ye had observed ye would ha’ seen that the finger I 
stuck into the jar was nae the finger I stuck into my 
mouth.”—London Tit-Bits. 


Strained 


| th ~~ does the jelly fish get its 
jelly? 
Bones—Why, from the ocean currents, of course! 
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The Possum’s Tail 


APT. BRINTON B. DAVIS has returned from his 
annual outing with the Juniper Hunting Club on 
Lake George, Fla., with a batch of anecdotes. Several 
of them relate to Jim Rogers, an ancient negro sur- 
vival of “de days befoh de wah,” who still holds forth 
on the Juniper hunting preserve and pilots the Louis- 
ville Indians, who otherwise might end up heaven 
knows where. 

Jim was out with Hugh Nevin one day. The two 
found a peculiar track. Following the line of what 
were plainly footprints was a small, continuous furrow. 

“What kind of a track is that, Jim?” asked the puz- 
zled Mr. Nevin. 

“Dat’s a possum track, sah,” explained the old negro. 

“But how does he make that furrow?” 

“He makes dat furrer wid his tail.” 

“With his tail?” 

“Yes, suh. He lets his tail drag.” 

“Why do you suppose he lets it drag?” 

“Ah doan’ know, boss. I jes’ reckin he doan’ pay 
no ’tention to dat tail. S’pose he thinks it’ll come 
along, anyhow.”—Louisville Times. 


We use our friends for all our troubles and to our 
enemies we impart the successes that have come to us. 
—Macon Telegraph. 


On Parade 


HEY tell a story about a Fifth Avenue food king 
who, blustering into the house at four o’clock in 
the morning, growled: 

“Hello, where’s all the servants?” 

“If you please, sir, the butler answered respectfully, 
“when it came three o’clock I thought you was spendin’ 
the night out, and ventured to send most of the foot- 
men off to bed, sir.” 

“Humph!” growled the food king. “Ventured to 
send ’em off to bed, eh? Fine piece of impudence! 
Suppose I’d happened to bring a friend home—then 
there’d only have been you seven to let us in!”—Ez- 
change. 


Ambition is just this and nothing more—to dream 
big dreams and work like thunder to make them come 
true.—R. B. Simpson. 


Overdoing It 


| gg Doolan and Rafferty were examining a fine 
public building with much interest. 

“Doolan,” said Rafferty, pointing to an inscription 
cut in a huge stone, “phwat does thim litters, 
‘MDCCCXCVII,’ mane?” 

“Thot,” replied Mr. Doolan, “manes eighteen hoon- 
derd an’ noinety-sivin.” 

“Doolan,” said Mr. Rafferty after a thoughtful pause, 
“don’t yez t’ink they’re overdoin’ this shpellin’ reform 
a bit?”—Ladies’ Home Journal. 


An Enthusiast 


ILLIAM, aged five was taken by his father to his 
first football game. That night when he knelt 
at her side, his mother was horrified to hear him pray, 
with true football snap: 
“God bless papa! God bless mama! God bless 
Willie! Rah! Rah! Rah!”—Ezchange. 











PUBLICITY FOR THE RETAILER 


Making Direct Use of Trade Paper Suggestions—Novel 5, 10 and 25c. Ad 


——dJune Brides and June Bugs— 


We are “leaded for bear” with hardware fer just this combineticn— individually and collectively. There are et least 
twe species of both Bugs and Brides—Cless A and B. Class B Brides buy their meals at boarding housc 
or take their newly annexed habbies home to live on the old folks, Class A Brides go to 
bousekeeping. Site may start with two saucepans, a griddle and a bottle for a rolling pin, but 
She starts, end she builds business for the hardware man jest assure as she builds a home 
She adopts the “Brighten Up” slogan and carries the “Votes for Women” Banner. 

By the time she has three or four rooms comfortably furnished and a baby begging for an 
express cart, Bride B has either “come to and “followed suit” or has bought « ticket wo 
Windsor or Reno. 


‘Sete 


Se een ae tt. 
women withia redias of The Review te 





some specials tn House 

and we want rounds ia this 

—~ wry A new oa of Wear y Ayr —— Cooking Utensils ge a heap of Aluminum 
ac 


and Sweepers. etc. This combina. 


Souvenirs of Evart, 
It’s a luxury to use and 


Cleaners 
tion Sweeper is positively a necessity in every well kept home. 
| = Only coste $7.50. 


5 Now For The June Bugs 


There are two classes of these toe—-A and B. Class B Bags, of the hemen variety, are commonly 
stores or farming. These Class B Farmers bite off more than they can chew,” 

. they try to farm a hundred and sixty acres when ss could make more money taking 
They keep two-of three cows or more and “‘set the milk;” they have an 
get out of it as just that much ahead—and 
beo his dealer talks Sprayer to him, it goes in 
one ear and out the other--says it would be nice to have, like a piano, but he can't 
afford it, and besides be wouldn't — time'to use itanyway. He cultivates his corn once 
in a row and raises rye—but not the mortgage. 


Class A, is a “Quality Farmer” 
_He knows be cannot afford to own an orchard and nots opreser. 
investment in the Spring means bigger profits in Fall. 
and reporte from Agricultural Colleges ana Experiment 
the asking. He would be ashamed, 
not to say finaticia)ly foolish, to 
=< the bugs and worms ruin his 
when they could be made 
on pay the yd dividends on 
the work and money. invested— 
all for want “ot : Spramotor 
Sprayer. You may be sure he 
bas 3 Class A Bride, tho some- 
en a Class A Bride hooks a 
Class B Bug, and vica versa! 





He knows such a little 
reads the best farm journals 
Stations, which are al) free for 











Class A and Class B Bugs, the 
genuine fuzzy. mushy, creeping 
crawling type, are an enemy to 

accessful farming upon which we all depend for ovr bread and butter. Arsenate of Lead 
and Lime Sulphur nake them sick and die and sends their souls to Purgatory. We have 
ell this ammunition for exterminating these parasites. 


Evart Hardware Co. 


No. 1.—This ad is an illustration of how a merchant 
can use each week the information to be found in HARD- 
WARE AGE 











of. 





No. 1 (3 cols. x 11 in.) The progressive trade 
paper of to-day is a veritable mine of information 
for the retail merchant. Each issue of a well-con- 
ducted trade paper represents the concentrated 
thought of many men, specialists in their respective 
fields. The important news of the trade, the chron- 
icling of successful business systems and innova- 
tions, the analyses of trade-getting advertising, the 
suggestion of sales plans, all these and many other 
important and necessary angles of news are pre- 
sented by the trade paper in the form best suited 
for quick mental digestion. Speaking of HARDWARE 
AGE in‘particular, we ofttimes wonder how many of 
you take from its pages the material that is there 
to take. That you consider it an interesting trade 
magazine is proven by the fact of your reading it. 
But do you look at HARDWARE AGE as often as you 
should from the text-book angle for HARDWARE AGE 
is the national retailer’s guide to the economical 
and efficient management of ‘this store. This par- 
ticular ad is an illustration of how a merchant can 
use with profit the material to be found each week 
in HARDWARE AGE. The make-up of this entire ad 
is based on the Assistant Manager story on June 
brides which appeared in the issue of May 28. The 
adman of the Evart store read this story and imme- 
diately applied the idea with the result that the 
Evart company injected into their publicity an en- 
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tirely new line of attack. Read the ad for yourself 
and note how interestingly a prosaic subject has 
been handled. The ad, itself, is well arranged from 
a display point of view, the sub-heads making read- 
ing easy. The cuts are nicely distributed. Look 
through this issue of HARDWARE AGE and see if some 
of the material presented cannot be turned to profit- 
able account by fitting it to your store. 


Indexing by Price 
No. 2 (38 cols. x 6% in.) Nickels, dimes and 


quarters are spent with greater frequency than 


dollar bills. The hardware dealer has been as quick 
as other merchants to realize this and he has 
greatly developed his small article counters. He 
has, however, been slower than his fellow-merchant, 
the 5 and 10c. store, in impressing upon the public 
that nickels, dimes and quarters go a long way in 
his store. Here is an ad, sent us by Ballantine’s 
store, Warsaw, N. Y., which should start a goodly 
flow of small coin toward the emporium of this pro- 
gressive hardware dealer. The grouping of the ar- 
ticles with regard to price makes a scanning of the 
items an irresistible impulse. Moreover, it in real- 
ity, saves the reader a great deal of effort in read- 
ing the ad, and makes possible the listing of a large 
number of articles in comparatively small space. 
The reader does not need to look for price on each 
article but simply skims down the column, men- 
tally checking the articles that are needed. We 
strongly advocate a series of adds similar to this 
one, particularly for those of you who feel the com- 
petition of the 5 and 10c. store on the smaller ar- 
ticles of hardware. Such a series of ads will tell the 
people that they can purchase real hardware for 
the nickels and dimes they give to the specialty 
stores. Note the heading used in this ad: it is a 
good one and serves the purpose of the ad well. A 
careful noting of the articles listed under the three 
price heads will furnish you a good idea of just how 
an ad of this type should be made up. It will be 
excellent business for you to scatter throughout the 
entire list of articles, several decided bargains. A 
few items sold at cost or even below cost will do 























66 99 
Che ANNEX 
The place where your Nickels, Dimes and 
Quarters go the farthest 
Sc WILL BUY 10c WILL BUY 25c WILL BUY 

Roll Waxed 3 pieces Shelf Paper ore See ee 
3 doz Clothes Pi Round Grater Aluminum Pie Tin 
2 cakes Soap Cup and Saucer Salad Bowl 
poco. Cutter Bowl 
Tin Di Glass Dish Can Sw Compound 
Wire Potato Dustless t Cloth 
6 Pencils 3 qt Granite Basin 2 at Granite Tea Pot 
Rubber Ball Ru Ball Ru Ball 

P Aluminum Spoon Cream and Set 
Tack Puller Fly Swatter Wire Clothes 
Fly Swatter Stove Polish Stove Enamel 
Fly Paper Tea Ball Furniture Polish 
Tacks Flower Holders Glass Salad Bow! 
Vegetable Brushes Gold Enamel Garden Hoe 
a Se Paring Knife 1 doz Tumblers 
1 doz Hooks Chair Seat 3 Paring Knives 
Steel Knives Wire Soap Dish 1 doz Coat ——) 
2 tinned Table Spoons Dover”’ Egg Beater Cnina Cup and 
Garden Seeds Glass Vase Glass Water Pitcher 
Salt and Pepper Shakers Souvenir Glassware 4 qt Granite Pail 
Custard Cups Tin Wash Basin Dinner Pail 
Garden Trowel Garden Trowel 1 gal Oil Can 

6 Cover Knobs Toy Wagon Child’s Garden Set 

BALLINTINE’S 
“The Store That Does Things” 
10 Main Street 15 Buffalo Street 











No. 2.—The grouping of the articles with regard to 
price makes a scanning of the items an irresistible im- 
pulse 
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Anti-Fly Crusade 


A few suggestions taken from instructions of the State 
Board of Health: 


Don’t allow flies in your house. 

Don’t permit them near your 
food, eepecially milk. 

Don’t buy foodetuffs where flies 
are tolerated. 

Dun’t eat where flies have acess 
to the food 

Screens op windows /and doors 
$0 keep out flies will do more to 
eafeguard your treasures than 
will locke to keep out burglars. 





Not every fly that comes along 
is carrying filth and germs, but 
many of them are and you can’t 
tell which is which. Take no 
chances—swat all. 


Keep screens over articles of 
food. Don’t Jet flies get near the 
pantry, kitchen or dining room. 





The only safe way is to keep 
out the flies. 


Good Screens Keep Out the Flies 


There are none better than 


| Conttnianal Screen Doors 








ab Sherwood Window Screens - 





DOORS WINDOWS—Wood Frame 
All sizes from 18 in. 24 in. 80 in 
2 ft. 6m x6ft Gin to8 ft x7 ft 20c 30c 50c 
All Metal 
$1.50 each 18 in 24 in 80 in 
Complete with hinges, springs and pull 35c 50c 75¢ 








Ballintine Hardware Co. 


‘*The Stores That Do Things”’ 


10 MAIN STREET 15 BUFFALO STEET 











No. 3.—Right now is the time to pound on screens 


wonders in focusing attention on the series. This 
ad may be run in larger space and amplified by run- 
ning brief descriptions under each item. In fact, 
we would strongly advise doing this. Look over 
your small article counters and give the 5 and 10c 
people a run for their money. 


Get Busy with Your Screen Ads 


No. 3 (8 cols. x 944 in.) Our inseparable sum- 
mer companions, the fly and mosquito, have not as 
yet recruited their armies to such a strength as is 
giving us any uneasiness. But give ’em a few 
weeks more and they will demonstrate that they are 
true disciples of T. Roosevelt in so far as race suli- 
cide is concerned. Now—right now—is the time 
to pound away on screens so when the grand 
scramble comes, your store will be first in line. 
And you can’t attack the proposition in much better 
style than have the Ballantine people in this ad on 
screens. There are still a whole lot of people who 
are inclined to discount the pernicious activity of 
the fly, but in this ad they don’t have to take Bal- 
lantine’s word—the board of health states the case 
in plain terms. While this ad is very effective, we 
should have added a bit of description as to the 
quality of screen wire used and the kind of finish 
on the frames. Our criticism of the cuts is that 
they seem to be rather small, especially the illustra- 
tion of the screen door. In another ad, we would 
suggest using cuts half again as large. 


Tying Up to the Local Clean-Up Campaign 


No. 4 (2 cols. x 9% in.) It is a most profitable 
move for the hardware merchant, or any retail 
merchant for that matter, to launch his publicity 
on the tide of popular sentiment. From time to 
time in most every town and hamlet in the land 
there is inaugurated some form of popular cam- 
paign for the purpose of improving the appearance 
of a town, bettering its business, developing it as 
a home site, etc. The hardware merchant should 
be keenly alive to these movements and cash in 
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on them while they grip the community, for it is 
then that his advertising is working against the 
minimum of resistance. Here is an ad from the 
Pierce Hardware Company, Taunton, Mass., that 
in a catchy way ties up to the town’s clean-up 
campaign. Note that the introductory portion of 
the ad is practically an outline of the work to be 
done during the clean-up week. Following this is 
the direct suggestion of the Pierce company with 
a detailed list of clean-up articles that will be 
needed to carry on the work. Of course, nearly 
all of these listed items represent permanent in- 
vestments for the householder, but many of them 
might never be purchased but for the stimulus of 
the town’s campaign against civic unsightliness. 
It sometimes needs a strong urge to make people 
improve their property. Watch out for the next 
campaign that starts off in your town and be right 
on the dot with your suggestions. 








ON DIRT AND RUBBISH IN 


TAUNTON 


Back yards and all waste places made clean. 

Woodwork 'to be freshly painted, both out and indoors. 
Gardens and flower beds planted. 

Lawns trimmed and rolled. 


WE HAVE MADE SPECIAL 
PREPARATIONS 


To supply you any amount of various requisites for Clean 
Up Week—dquality and price right. 


Garden Rakes, Varnish and Shellac, 
Garden Barrows, Wire Netting, 

Ash Receptacles, Screens, 

Waste Paper Burners, Screen Doors, 
Disinfectants, Fly Traps, 

Metal Polishes, S.-W. Paints, 
Galvanized Pails, Seeds, 

Paint Brushes, Roofing. 





The Pierce Hardware 
Company a, 39 


Tel. 38 or 59 con- 

necting all departments 
No. 4.—A good advertisement for a local clean-up week 
F. F. PRENTISS, vice-president of the Cleveland Twist 
Drill Company, Cleveland, Ohio, sailed May 28 for a 
motoring trip through European countries. On May 
22 he was tendered a dinner at the Union Club in 
Cleveland by 46 of his friends and business associates, 
the dinner being given as a tribute to his civic and 
charitable activities. 














_ EDITORIAL COMMENT 


June in Business 


HE passing months in their constantly 

changing aspects and characteristics, give 
not only the delightful variety of the revolving 
year, but may be regarded as representing, each 
in its own way, the conditions and tendencies 
which prevail in the matter of fact world of 
business. Thus January and the opening year 
suggest the new beginnings of activity and en- 
terprise, while the autumn months have their 
reminders of the harvest and the ripening fruits 
of effort. 


Entering as we now are upon the June days, 
it is to be borne in mind that in this most splen- 
did of months the life of the natural world is at 
its hight, in its vigor and progress toward fruit- 
fulness. Fullness of life with intense and con- 
stant energy is preparing for the harvest. This 
activity and promise in the natural world does 
not find its complete counterpart in the field of 
human effort, for here we strike a contrast 
rather than a correspondence. With nature at 
high tide in the world of industry and trade 
there is something of hesitation and sluggish- 
ness. There is not entire agreement among 
those who study the causes of this condition, but 
there is little doubt that there has not been the 
encouragement to enterprise which might be 
expected, and that there is still a feeling of un- 
certainty as to the extent to which governmental 
interference militates against the healthfulness 
of individual effort. 


This is a month, too, which brings into view 
the plans of the earlier months, and tells, at 
least, something of what it was expected to 
accomplish. The gardens and the fields reveal 
the endeavors and the hopes of those who culti- 
vate the ground and the harvest which in due 
time was expected as the result of the year’s 
work. In the sphere of business there is some- 
thing analogous to this: In months gone by 
plans were made for increased enterprise, the 
entrance on new departures, and the cultivation 
of new fields. ‘These plans are now more or less 
definitely revealed so that the month through 
which we are now passing, tells something of 
these new efforts, and perhaps something of 
the success also which will attend them. It is 
a time of revealing rather than of the ingather- 
ing which comes later. 


The month, too, has its opportunities for ef- 
fort and enterprise. In connection with the 
lengthening days and the abounding life, there 
are openings for energy and a variety of activ- 
ities along lines old and new. The practical 
problem certainly comes home to each merchant 
how to take advantage of these months, espe- 
cially in finding some new means of stimulating 
what would ordinarily be a period of quiet 
trade. How to make the best of the summer 
season is a question that comes home to the 
merchant. 


At this season there are many reminders that 
the vacation period is at hand. There are at 
least signs that the pace will soon slacken, and 
a less strenuous period prevail. It will be well 
if these lengthened days give something of their 
good cheer and geniality. Something of pleas- 
ure, too, should be taken as the days go by, but 
it must, however, always be remembered that 
the best preparation for vacation is faithful, 
and even laborious work until the time for rest 
and pleasure comes. 


As we are constantly coming to endings and 
new beginnings we must not forget that June 
closes the first half of 1914. That business in 
general during the six months has been some- 
what disappointing, as the promise with which 
the year opened has not been fully realized will 
be the general impression. There is, however, 
ample opportunity for effort, and the results of 
faithful, earnest work are within reach. We 
trust that taken all in all the half year will with 
our readers make a good report of itself. To 
secure this result a little time remains. Let 
these swiftly passing days be put to good use, 
giving a fine finish to the six months’ labor. 


The demand for good roads is becoming so 
pronounced that several of the States will get 
them, despite the attempt of Congress to con- 
vert the project into an interminable pork bar- 
rel. 


Business and the Cost of Living 


HE conditions of things which prevail in this 
country, the tendencies which are so rap- 
idly changing the old order of things and bring- 
ing into play new principles and methods, the 
effect of which no one can foresee, and the many 
important questions directly relating to busi- 
ness which are constantly coming up, are all 
bringing to every business man a most urgent 
summons to use his influence to shape public 
opinion and to secure wise action by our legis- 
lators. 


Only a small proportion of these law makers 
are business men, or have had a business train- 
ing. This gives a condition of things which 
should appeal to business men, calling for their 
personal interest in these large matters of state 
policy and their active efforts to have wise de- 
cisions reached. It is a time which rebukes 
indifference or partisanship, and calls for a 
broadminded consideration of these great ques- 
tions on the part especially of those engaged 
in business, whose interests are so immediately 
concerned, and whose judgment should have 
so much weight in determining them. 


The extraordinary increase in the cost of 
government it is only too well known is in- 
creasing the burden of taxation to an extent 
that few, even practical level-headed business 
men appreciate. This taxation paid by capi- 
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talists, trades people or the people at large be- 
comes immediately an element of cost and en- 
ters into the price of commodities whether of 
necessity or luxury. The owner of real estate, 
whether houses in the city or farms in the 
country, passes the taxes on to his tenants, and 
the result is higher rents. Taxes paid by manu- 
facturers or merchants find their way little by 
little into the price of what they make or sell, 
until the people are burdened by the constantly 
advancing prices. 


The amount of taxes in the different states 
varies widely, according to conditions and the 
prodigality of expenditure which has to be cov- 
ered by the taxes levied. The figures which we 
give below refer to the city and state of New 
York, but are in a general way illustrative of 
the conditions and tendencies throughout the 
country. In this table a comparison is made be- 
tween the amount of taxes borne by the average 
man, woman and child in the city of New York 
in the years 1893 and 1913: 











Increase 
Taxes per Capita 1893 1913 Amt. P. C. 
a ee $5.77 $7.02 $1.25 21.66 
DE sbiceevekess 2.39 5.10 2.71 113.39 
2 ee eee 18.93 28.25 9.32 49.23 
WE achtanns $27.09 $40.37 $13.28 49.02 


These figures are suggestive as showing that 
for an average family of five persons more than 
$200 a year is added to the cost of living, this 
being the amount of taxes which are paid by 
such family in one form or another, to the city, 
the state and the federal government. This, or 
a similar burden of taxation, rests not only 
directly on every business enterprise, but also 
on the people at large, and therefore on the 
customers, or those who might be customers of 
every merchant, causing the two classes, 
whether buyers or sellers, to bear a load which 
interferes with the course and volume of trade 
and is a constant handicap and a growing 
menace to business, and to the prosperity which 
the country should enjoy. 


The South is turning from cotton to hog 
and hominy, according to the dispatches. It 
is doing more than that. It is making bread 
out of cottonseed meal, a bread so rich that 
the meal has to be diluted to be edible. They 
have been doing everything with cotton ex- 
cept eating it, and now they are doing that. 


The Banker and the Boll Weevil 


NFAVORABLE weather and other condi- 

tions which may have detrimental effects 

upon the cotton crop have all been relegated 

to the background as the boll weevil has steadily 

progressed through various sections of our 
Southland. 


Government experts have spent much time 
and money trying to devise some method of 
ridding the farmer of these pests. More pro- 


gressive farmers and the agricultural schools 
have given serious thought to the problem. 
The universal answer seems to be that the 
farmer who lives in the weevil infested terri- 
The farmer 


tory must stop planting cotton. 
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is being seriously advised to diversify his crops 
to plant corn and to raise cattle. 


Such a solution may seem comparatively 
simple to the layman. Certainly the rich soil 
of the South will produce excellent corn, so why 
not plant it? 


But when the planter visits his merchant or 
his banker for the purpose of securing financial 
assistance to carry his crop through the situa- 
tion changes immediately. The time-honored 
question asked of the farmer who wishes money 
in the South is, “How much cotton are you 
going to plant?” The banker is willing to loan 
funds on the prospective cotton crop. Regard- 
less of the fact that the farmer’s crops may 
have been a total loss the year previous, due 
to the activity of the boll weevil, the banker 
can see no other alternative than to refuse to 
loan money on any other crop. 


It is said that the bank failures which 
amounted to almost a panic in the state of 
Mississippi last year were caused directly from 
two successive crop failures, and that the boll 
weevil was the cause of these failures. 


Still the banker asks the same question and 
demands a certain acreage to be planted in cot- 
ton before he is willing to loan money on the 
crop. The merchant, advancing money to 
farmers follows the load of the banker, and 
the land owner rents his place for a certain 
number of bales of cotton each year. 


Meanwhile people are wondering why the 
southern farmer cannot be persuaded to di- 
versify. Others comment on the poor judg- 
ment of the man who will plant cotton when 
there is every possibility of the crop being de- 
stroyed. 


In justice let it be said that these conditions 
are not universal. Some bankers are becoming 
more broadminded on the subject of farm 
loans; also some farmers have accumulated 
enough land or stock to secure financial assist- 
ance by giving these as security and thus being 
left free to plant what they choose. However, 
there is still much room for improvement in the 
situation. Just how long it will require for 
the southern bankers, as a unit, to encourage 
corn planting in boll weevil sections, to refuse 
to accept as security an unplanted cotton crop 
which bids fair not to be gathered is hard to 
estimate. Certainly if the merchants whose 
businesses are vitally affected by these condi- 
tions will bring pressure to bear a great deal 
of good may be accomplished in relieving the 
farmer of a burden now foolishly imposed by 
the money lenders who are blindly following 
the practice of years, and without considering 
that changes must be made to meet the new 
conditions which have arisen. 


President Wilson’s idea that the present 
business depression is “merely psychological” 
is more satisfying to college professors on a 
salary than business men on the ragged edge. 
Somehow the theory that everything in the 
world is what you think it does not extend to 
bank accounts. 





Trade Conditions and Iron, Steel and Hardware Prices 





Pig-iron was bought in large quantities 
during the past week, some for export in the 
Mediterranean. | 

No visible sign of broadening demand for 
iron and steel products, but the belief is 
strong that a buying movement of consider- 
able proportions will develop this month. ° 





MARKET SUMMARY FOR THE BUSY READER 


Wire nails dull. The demand only for 
small lots. 
Expected bumper crops promise active 
business in wire fencing for the Fall. 
Business very slack in window glass. 
Inquiry for sheets better. 
The demand for iron and _ steel pipe 


imvroved. 
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ee, the only favorable feature of the week was 

the buying of large quantities of pig iron by a 
number of leading consumers, the United States Cast- 
Iron Pipe & Foundry Company contracting for 50,000 
to 60,000 tons. Most of this was Southern iron, a good 
deal of it going on the basis of $10.25, Birmingham, for 
No. 2 foundry. It is also interesting to note that some 
sales of iron were made for export to the Mediter- 
ranean, one lot consisting of 10,000 tons, sold on the 
basis of $10.25, Birmingham, Ala. All of this goes to 
show that large consumers of pig iron believe that 
prices are pretty close to bottom, and that it is a good 
time to buy. A recent report on pig iron production 
shows that on June 1, the United States was making 
iron at the rate of a little over 67,000 tons per day, or 
less than 24,000,000 tons a year. In May, 1913, this 
country was producing pig iron at the rate of 33,500,- 
000 tons per year, so that the falling off in one year has 
been about 30 per cent., and this illustrates very clearly 
the depression that has come in the steel trade and all 
other allied lines. 

As yet there are no visible signs of a broadening in 
demand for iron and steel products, and also for goods 
handled in the hardware trade, but the belief is strong 
that a buying movement of considerable proportions 
will develop this month. In support of this it is pointed 
out that stocks of all kinds of products held by jobbers 
and consumers are abnormally low, and are being stead- 
ily drawn on and must be replenished at an early date. 
Prices have declined to a basis that would seem to pre- 
clude any further material reductions, but as yet con- 
sumers are not showing a disposition to buy ahead. 
Another feature showing the low ebb reached in the 
steel trade is the fact that orders of the United States 
Steel Corporation at the end of May showed a falling 
off of close to 400,000 tons. 

The above are the discouraging features of the sit- 
uation, but the market is not without its encouraging 
features. One of these is that a very large steel com- 
pany reported that its specifications in May exceeded 
those of April by more than 15,000 tons, and a still 
larger increase is looked for in June. Another leading 
steel interest states that its orders and specifications in 
the first week of June showed a material increase over 
the same period in May, and this concern believes that 
June will develop a heavier buying movement than we 
had back in January and February. Various reports 
are heard as to the freight rate decision, and predic- 
tions are made that it will be handed down prior to 
June 15. This is all surmise, however, and while the 
decision may come at any day, it may be held up for 
considerable time yet. 

Local hardware jobbers and retailers report a slight 
betterment in volume of trade, but say that it is still far 
from being satisfactory. The trade is still inclined to 
buy only in small lots for current needs, and while or- 
ders are fairly plentiful, they are small in volume, re- 
quiring a great many to aggregate a fair tonnage. 
Business in seasonable goods is now in full swing, but 
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in volume is less than at this time last year. The 
market on sheets, pipe, wire nails and wire and other 
leading steel products handled in the hardware trade 
has been weak for some time, and jobbers and dealers 
have been specifying only for such quantities of these 
products as were absolutely needed. An item of in- 
terest in the tin plate trade is that the American Sheet 
& Tin plate Company has taken a third order for about 
150,000 boxes of re-export tin plate from the Standard 
Oil Company, which will use it in making 5-gallon oil 
cans for shipment to the Orient. 

Traveling men are sending in reports to their hard- 
ware houses that sentiment in the country districts is 
more favorable, and with every promise of bumper 
crops this year, the trade is figuring out that business 
is bound to show a material betterment when these 
heavy crops begin to move. While there may be a con- 
siderable buying movement during this month which 
may run into July, the general opinion of those in the 
trade that are well posted is that no permanent better- 
ment in the steel business will come before fall. It is 
hinted that politics is being played, and that should the 
fall election result favorable to the Republican party 
business will be given an impetus all along the line. 
The railroads are holding up placing orders for rails 
and other track equipment until the rate decision is 
known, and should they be granted an increase in 
freight rates a very large amount of business is ex- 
pected to come out from the railroads as a result. 

Summed up as a whole, the situation is far from be- 
ing satisfactory, but there is still the feeling that be- 
fore long business will right itself, confidence will be 
restored, and work found for the thousands of men that 
are now idle. With the freigh'; rate decision out of the 
way and favorable to the railroads, the Mexican ques- 
tion settled and a realization of the big crops that are 
promised, there is no reason whatever why business 
should not become very active, and a period of two or 
three years of prosperity follow. 

WirE NAILsS.—The new demand is dull and only for 
small lots and specifications against contracts have 
fallen off very much. This is always the dull season 
of the year in the wire nail trade and the present is no 
exception. On account of the light demand, prices have 
again sagged and $1.50 on wire nails to the large trade 
is becoming more common. The wire nail mills are not 
running to more than 50 per cent. of capacity, and some 
at a less rate. 

We 
$1.55; 


Jobbers charge the usual advances over these prices for 
small lots from store. 


quote wire nails as follows: in carload lots, $1.50 to 
f.o.b. Pittsburgh, freight added to point of delivery. 


Cut Naits.—Makers report that the new demand is 
dull and only for small lots to cover current needs, 
while specifications against contracts are not active. 
In sympathy with wire nails, the market on cut nails 
is weaker and $1.55 base Pittsburgh is being named on 
desirable orders. 

We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1. 65, f.0.b. Pitts- 
burgh, terms 60 days, 9 or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 
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BARB WIRE.—There is practically no new buying Blue Annealed Sheets iil 
of this product, as the season is over and new demand A Re MS ob ters gee d Sa Coors 1.30 to 1.35 
will not start u i i é i Be SPP eer er ree ee ere eee 1.35 to 1.40 

ot p again until fall. Jobbers are placing Se ce a 1.40 to 1.45 
orders only for such quantities as are needed to com- Se cc ey a ceca ckd aks 1.45 to 1.50 
plete stocks and the movement of barb wire from the en: ee” GE Me so dx oes on WK Ck take 1.55 to 1.60 
mills to jobbers, and from jobbers to retailers, is very Box Annealed Sheets, Cold Rolled 
light. + es RE ES Sap elas area ey -y 4 to er 

oO. eee ee ee ee ee ee ae ee ee re =" to l. 
, Bs ne a 1.55 to 1.60 

We quote painted barb wire to jobbers, $1.50 to $1.55; 

— ae $1.90 to $1.95 in carloads to jobbers, usual terms, — ang LG. eee eee cere ee eens ye to 1.65 

eight added to points of delivery. Jobbers charge the usual Nos. 29 p For | it ape apaltelil aie ps acet ad care gh Se _ es 

advances for small lots from stock. Nos. Bo and 26.02.02 ee 1.75 to 1.80 
: Er roe ee er eer ek ; to 1. 

FENCE WIRE.—The new demand is holding up better a =. ee o - aoe 
than expected this late in the season and shipments by WN WN 8 dead i vse 55 Phaed Seiewnkd dace 
the mills are fairly heavy. However, the en a Galvanized Sheets of Black Sheet Gauge 
pretty well over and a falling off in fence wire sales Cents per Ib. 
will no doubt be experienced from this time on. In gall lleieane Mente tebe hadeata ed teeta erat ae 
view of the bumper crops that are looked for this year, Mem, 29 Ome BO... ~- <0. scscccces apo occhaeeane 

ver active business in wire fencin is ex ected in the Nos 15 and 16 rede Ob 6 OC BEBO OG OS Ow SoS 6 6.8 Se 2.05 to 2.10 
: y & P EE on etapa sete apety dost 2°20 to 2.25 

all. pay zs ane + il a hae ace eae ee. eee ee yr to ~aee 
os GE See ws 646d O00 643 404s ‘ to 2. 

Prices in effect are as follows: Annealed fence wire in car- rn 24k b phate ebc cub dict eae dee 2.65 to 2.70 
load lots to jobbers, $1.30 to $1.35 base; galvanized, $1.70 to DE 646 e bs Ch denne ts whee eed ae 2.80 to 2.85 
$1.75, with the usual advances charged to jobbers for small Ser ee ee ee a 2.95 to 3.00 
lots from store. DG 6606 ticaeeea vs ceteade baedieebue 3.10 to 3.15 

, CORRUGATED ROOFING SHEETS BY WEIGHT 
TIN PLATE.—Recently it was noted in this report that — Gauges, cents per Ib. 
the American Sheet & Tin Plate Company had sold Painting: i 29-25 to 28 19 to 24 12 tos 
< . egular, or oiling........ re 0.15 0.10 0.05 
about 600,000 boxes of tin plate to the Standard Oil Graphite, regular ............ 0.25 0.15 0.10 
Company to be used in making 5-gallon cans for ship- F a aa 5 iinet te sa allt 
ment of oil to China and Japan, and we can now note pe Nata iapane ale cease si sean 0.05 0.05 0.05 0.05 
that another order for 150,000 boxes has been placed 2, V- “crimped without sticks 0.05 0.05 0.05 .... 
‘ . , 5% to 1% in. corrugated. 0.10 0.10 0.10 
by the Standard Oil Company with the same interest 3, V-crimped without sticks 0.10 0.10 0.10 
for shipment in the last half of this year. It is said Pressed ee. Oe i ane 
that low prices were made on all of this business in Plain roll roofing, with or mre 
competition with Welsh mills that were very anxious without cleats .......... 015 0.15 0.15 
; “er 3/15 in. crimped ......... 0.20 0.20 0.20 
to get the orders. The new demand for tin plate is light, Weatherboard siding ......... 0.25 0.25 
as consumers are covered on their needs for all of this Beaded ceiling ........... .... 0.25 0.25 
. A . 2 , Rock face brick and stone 
year, and while specifications in the past month or six St 0.25 0.25 
weeks have only been fair, prior to that time they were Roll and ‘cap roofing, with a 
‘. caps and cleats......... 0.25 0.25 
very heavy and most of the mills have actual orders Roofing valley, 12 in., and 
on their books that will take all the tin plate they can —” wk” ° ALE ° "eee o 50 en 0.25 0.25 
make up to August or later. The American Sheet & (dial ae comes... 0.65 0.65 0.65 


Tin Plate Company and the leading independent mills 


are running practically full. Nuts, BOLTS AND RIVETS.—The new demand for these 


- a ey ee products is very dull, one leading maker stating that it 
e quote . COKeS a . ° n . ternes ° . 
at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 1S not for more than about 25 per cent. of capacity. 
ing largely on the size of the order. Competition for the small amount of new business that 
ae is being placed is keen, and discounts are being more or 
IRON AND STEEL Bars.—This is the season of the year ess shaded. The new demand for rivets is also dull, 
when implement makers usually place contracts for consumers placing orders only for such lots as are 
their requirements of steel bars for the entire year, be- needed for current wants. 
ginning July 1. However, on account of the very low om Tee Ee Hee ee, Oe 
. . ° e quote utton-nead structurai rivets a -0UC. tO 1.00C, 
prices ruling for steel bars some of the mills are not nq cone-head boiler rivets at 1.70c. to 1.75c., in carload lots 


willing to sell beyond second half of this year, and one an advance of about $2 3 ton over these prices being charg a 
. . . or small lots. Terms, ays net, less 2 per cent. for cas 
leading maker of steel bars has put its price to 1.15¢. in 10 days. Discounts on nuts and bolts are as follows in 


for third quarter and 1.20c. for fourth quarter, stating lots of 300 Ib. or over, delivered within a 20c. freight radius 
it would not shade these figures. In a few cases steel] © Makers’ works: 


bars have sold at 1.10c. to the very largest trade and Coach and lag screws. . thranae 80 and 8% off 
° °2° - : oma carriage oOIts, cu Puléeas eee easadee 00 
under special conditions, but the general market is Small carriage bolts, rolled threads....80 and 5% off 
1.12%c. to 1.15c. at maker’s mill. The new demand for Large carriage Bolts. «oes one ee ners 75 and b % off 
° ° ° ° 3 ma macnine oits, Cu Pais «« 6-8 an 00 
iron bars is quiet and mostly in small lots to cover cur Small machine bolts, relied threads’. 96 and 164. 6 
rent needs. Large machine bolts ............... 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small......... 80% 0 


Machine bolts, c.p.c. & t nuts, large....75and 5% off 


Ww ot teel bars at 1.12%c. to 1.15c. and common iron 
PO Pg r Ay i Square h.p. nuts, blanked and tapped... . $6.30 off list 


bars at 1.25c. to 1.30c., f.0.b. makers’ mills, Pittsburgh. Regu- 
lar extras for twisting reinforcing steel bars over the base Hexagon nuts .....ccccccccccvcccccecs 7.20 off list 
price are as follows: %-in. and over, $1; % to 11/16 in., C.p.c. and r sq. nuts, blanked and tapped.. $6.00 off list 
$1.50; under % in., $2.50 per net ton. These extras are not Hexagon nuts, % and larger........... $7.20 off list 
always observed and mills that roll steel bars from old rails Hexagon nuts, smaller than 4% in....... $7.80 off list 
sometimes entirely omit them. C.P. plain square nuts.............+46. $5.50 off list 
CP. meni BOR MOD. cc cccccucscuce $5.90 off list 
: , : Semi-fin. hex. nuts, % in. and smaller, 
SHEETS.—New inquiry for sheets in the past week has saecid ee ial 85, 10 # 30% on 
. emi-fin. hex. nuts, n. and larger....85&5%0 
been better, and a number of jobbers and consumers are Rivets, 7/16 x 61%, smaller & shorter. .80, 10 & 5% off 
willing to place contracts for last half of the year de- Rivets, metallic Linnea, ee 80, 6 and 10% off 
< . . vets, tin plated, bulk........... ,10 an 0 
livery on about the present basis of prices. However, Rivets, metallic tinned, packages...80, 10 and 5% off 
the mills believe that conditions in the sheet trade will Standard cap screws ............ 70, 10 and 10% off 
be better before long and are not inclined to sell for Standard set-screws ............. 75, 10 and 10% off 
more than 60 days ahead, or for third quarter delivery STANDARD Pipe.—The new demand for merchant iron 


at the outside. The sheet mills continue to run to about and steel pipe is a little better, and the mills believe 
50 per cent. of capacity, but a few concerns are doing __ business is going to expand right along. The Ohio Fuel 
slightly better. The minimum of the market on Nos. Gas Company, which has offices in this city, is in the 
9 and 10 blue annealed sheets is 1.35c.; No. 28 Bessemer market for about 40 miles of 16-in. pipe and the Phila- 
black, 1.80c. to 1.85c., and on No. 28 galvanized, 2.75c. delphia Company, also of this city, has an inquiry out 
to 2.80c. in carload lots f.o.b., makers’ mill, Pittsburgh. for five miles of 10-in. line pipe. The pipe mills are 

Makers’ prices for mill shipment on sheets of U. S. Stan- reptiles: to about 50 ones cent. of capacity. ° Discounts on 
dard gauge, in carload and larger lots, on which jobbers 1ron and steel merchant pipe are being fairly well held, 


charge the usual advance for small lots from store, are as i i j i 
follows, f.o.b. Pittsburgh, terms 30 days net or 2 per cent. but on line Pp 1p . os being materially shaded and low 
cash discount in 10 days from date of invoice: prices are ruling. 
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The following are the jobbers’ carload discounts on the 
Pittsburgh basing card on steel pipe in effect from April 20, 








Hardware Age 


Butt Weld, double extra strong, plain ends 








Sch Rue aS oe 63 EE errr cre 57 49 
1914, and iron pipe from June 2, 1913, all full weight: tS) Pak 59 44 2°" popes 60 59 
Butt Weld - «. THe rere 68 61% | 2 and 2%...... 62 54 
1. . 
Inches tee Black Galv. Inches Black Galv Lap Weld, double extra strong, plain ends 
» 4% and %... 73 521% and %...... 66 ee Nera eee 64 PSone er 55 49 
if eee eereeeees 77 6614 ¢ steer eeeeees 65 ae eS pepe 66 59 Oe Becesanss 60 54 
to 3 ....20.- 80 (eS ae, eee eee 69 me. fy eegoe 65 et Ae 2 Bencuet es 59 53 
4 to 2%....... 72 Oe FP cscns<ays 58 SES § serene 52 42 
Lap Weld To the large jobbing trade an additional 5 and 2% per cent. 
-dehmh niin wed 77 ‘mee: aoe 45 is allowed over the above discounts. 
.,  % Sree 79 eae | ae etodeeeteees 67 56 The above discounts are subject to the usual variation in 
©; Se Ae ae eens 6 76 Ss. 8 we ae bn eehe en ee 68 58 weight of 5 per cent. Prices for less than carloads are two 
EB WD BBiscccses 53 - eo. < 2 rar 70 61 (2) points lower basing (higher price) than the above dis- 
a Me Scene ewes 3 2 counts on black and three (3) points on galvanized. 
| 7 to 12......6.. 6 5 . . : ; 
Reameé end Drifted re ae «Wane, ane to arse in carloads, in 
1 to 8, butt..... 78 69% | 1 to 1%, butt... 70 oS ee ee oe a es 
IAD ese eeees 75 66% 2, butt ......... 70 59 Lap Welded Steel Standard Charcoal Iron 
24%, to 6, lap.... 77 684% 1%, lap. 54 43 1% and ie eG ES: 62 RRO areas cen»: 45 
. 1%, “a teense 65 er | Rovers SS 1 8 wmeb B te... .0.ccieee 49 
| 2, lap ..-seeeee 66 56 3 tt in Ne 65 a aie i eich 45 
| 2% to 4, lap.... 68 59 Wey fh,” ere pre 2% ie __ EP UeTeee : 4 
an isinn went an yore 
Butt Weld, extra strong, plate ends gp 3 and,6 ine.... 0220000 65 | 3% to 4% ahah epi 60 
: and %... 68 ae 6 Sk -cescebs seuu ee 6 Se We Ges 66 hae CHK ETORE an atikd $e veeakde< 
* seeeetooees 73 a 1 sepee poeeeoee 67 60 
to 1%....... 77 70 % to ii. 71 62 Locomotive and steamship special charcoal grades bring 
OP Be svctevecs 78 71 | BU Bee cecese 2 63 higher prices. 
2% in. and smaller, over 18 ft., 10 per cent. net extra. 
Lap Weld, extra strong, plain ends 2% in. and larger, over 22 ft., 10 per cent. net extra. 
Ri ceuahaudcas hee 74 65 ee Serre. 65 59 Less than carloads will be sold at the delivered discounts 
2 Oe So assneee 76 67 OE te ek ae eke a's 66 58 for carloads, lowered by two points for lengths 22 ft. and 
rts GD Sscéiseacen 75 66 , aoe 70 61 under to destinations east of the Mississippi River; lengths 
ST UP Becevcccoes 68 7 Ms 6S 66 6s s 69 60 over 22 ft., and all shipments going west of the Mississippi 
9 to 12.. 63 52% | Sf RRS 63 53  #River must be sold f.o.b. mill at Pittsburgh basing discount, 
| CO UZ. cccccces 58 47 lowered by two points. 
, SS eee, A  ) : <a 
Mae Es Gr ar i 2: “ Oe SP 





Office of HARDWARE AGE, 
New York, June 9, 1914. 


OME of the trade mention a slight improvement in 
business during the past two or three weeks, but 
very slight, and others see it otherwise, with collections 
worse. It was hoped that the arrival of warm sea- 
sonable weather would put some snap in trade, but if 
it has few, if any, are aware of it in this territory. 

Export business has served to help out materially, 
in different sections, and has proved a main stay with 
many according to trustworthy advices. 

One prominent individual in a representative com- 
pany incidentally alluded to orders for 25,000,000 of a 
certain common article for shipment abroad. 

It seems to be in the air that possibly by July 1 
there may be something definite and favorable regard- 
ing permission by the Interstate Commerce Commission 
to the railroads to increase their freight rates, say, 5 
per cent. When this occurs, if it does, and in con- 
junction with the harvesting of crops, especially wheat 
from Texas, and progressively north, already well under 
way, the middle of July ought to- witness a change in 
buying if large prospective yields in farm products 
count. 

With the railroads relaxing their extremely conserva- 
tive buying policy of several years, because of the ex- 
pected settlement of an important economic question, 
there should be a pronounced change for the better. 

The warmer weather of the last few weeks has served 
to increase consumption somewhat, and retail mer- 
chants, more especially in the Central West, have had 
a little better business because of it. 

Bank exchanges at the principal centers last week 
amounted to $2,877,861,723, an increase of 1.9 per cent., 
compared with $2,825,380,729 for the corresponding 
week of 1913, while there is a loss of 13.8 per cent., com- 
pared with $3,337,473,713 for the similar week in 1912. 


WirE Naiis.—The first two days of June brought a 
fair amount of orders, by mail and otherwise, prob- 
ably held over at the end of May, but the business soon 
slacked off. Some of the nail manufacturers are not 
anticipating much business in June or July, but the 
chances are believed to be better later. 


Wire nails, out of store, are based on from $1.80 to $1.85 per 
eg. 
Cut Naits.—There is but a little doing in cut nails 


which, however, are on a fair parity with wire nails. 
May business was about on a par with average fall 


glass, with no improvement in sight. 
turers and jobbers have become so accustomed to not 
expecting any that they are apathetic, what trade there 
is being of the usual midsummer, hot-weather variety. 
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trade. April was the best in volume since September 
last in and about Greater New York. 


Cut nails, out of store, range at from $1.80 to $1.85 per 
keg base. 


Rore.—The output: of rope is light at present, with 
more or less satisfactory business a short time ago, 
which has again dwindled. Manila hemp stock remains 
nearly stationary and at very high prices. Unless 


there is a considerable dropping off in the quotations 
for good quality hemp, representative manufacturers 
say that rope should be selling at higher prices to 


yield a fair return. 


First quality, pure Manila rope, is selling now at 12 cents 


a pound, second quality at 11 cents and third quality at 9% 
cents per pound, for the average trade. 


NAVAL SToRES.—There has been a bit better tone in 


naval stores with turpentine quoted at 474% cents per 
gallon, in harmony with the primary market. 
provement is noticeable in inquiries, although the total 
volume remains light for this season of the year. 
Wholesalers and manufacturers are buying for press- 
ing necessities principally, and larger orders are scarce. 


An im- 


Rosins, for common to good strained, on the basis of 280 


lb. per bbl. are held at $4.00 to $4.10 per barrel with a some- 
what better demand, and D grade at $4.40 per barrel. 


WINDOW GLASs.—Business is very slack in window 
Some manufac- 


Collections are wretched and in some quarters ex- 


perienced managers have seldom known worse. 


Reductions in price would not stimulate trade, they 


Say, as buyers are often not in funds and the outlook 
is for dull trade during the summer. 


The plate glass factories do not have to close down 


as do those making window glass, but all are going to 
curtail their output. 


Some makers anxious for orders have offered a 10 


per cent. concession as an inducement, but as this 
would involve borrowing money to carry the goods, 
merchants refuse to buy except for actual necessities. 


Nominally, window glass is 90 and 20 per cent. dis- 


count on single thick, and 90 and 25 per cent. discount 
on double thick from jobber’s list. 


LINSEED O1L.—The seed markets of the Northwest 


were up last week 3 to 4 cents a bushel, due, it is ex- 
plained, to a combination of early estimates of some 
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flax increased acreage which were not realized, and 
reports of, needed rain in some of the important flax- 
seed growing territory. Other factors relate to seed 
already sown and the condition of germination of seed 
now in the ground not as favorable as might be. The 
indications are that oats, barley and corn will take the 
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Office of HARDWARE AGE, 
San Francisco, June 1, 1914. 


HE last few weeks have brought little change in 

jobbing and retail conditions, and it is anticipated 
that business will continue at about the same pace dur- 
ing most of the new month. Consuming demands are 
nearly normal, and there is nothing to indicate any 
marked increase until the harvest season is well ad- 
vanced. A little more emphasis is naturally placed 
upon hot-weather goods, for which a good many new 
orders are coming in this week, and outing supplies also 
take a more prominent place, while hay tools and fruit- 
handling equipment are fully holding their own. Build- 
ing hardware and tools are comparatively quiet. 

Last month’s local building record was about the same 
as for May, 1913, and Los Angeles and Oakland show 
sharp curtailment, though several interior towns are 
picking up. The record of bank clearings is low, but the 
financial situation is considered much better than a year 
ago. First-class investments are receiving more atten- 
tion, permitting a gradual increase of outside work on 
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place of some of the acreage which was to have been 
sown in flax. 

Card prices for city brands, raw, of linseed oil, are un- 
changed; nominally at 54 cents per gallon in five or more 
barrels, and 55 cents in lots of less than 5 barrels. 


State and western oil is a bit higher, at 51 cents in car- 
loads, 52 cents per gallon for less than carloads. 
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both public and corporation improvements, and funds 
are available for legitimate commercial purposes at 
comparatively easy rates. Collections are slow, but seem 
to be on the mend. Shipments of citrus fruits from 
California have been more than double those of last year 
to date, and prices for deciduous fruits are making up 
for the short output; the barley crop will be about the 
largest ever produced in the state; hay and feed are 
very abundant and cheap, and many smaller crops prom- 
ise unusually good returns. 

A good many retailers are beginning to show more 
confidence in replenishing their stocks, but this is prin- 
cipally in goods that can be turned over quickly, and 
the feeling in general is very conservative, as it is be- 
lieved that values in this territory may undergo con- 
siderable revision in the next few months. Even great- 
er caution is shown by jobbers, though there is no lack 
of confidence in a greatly increased consuming demand 
next fall. Distributive business in the heavier steel 
products shows little change either as to volume or 
prices. 
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Organized Foreign Trade Well 
Started 


HE National Foreign Trade Council, consist- 
ing of thirty men, representatives of the in- 
dustrial, commercial, transportation and financial 
interests, is about to be organized, according to 
the mandate of the National Foreign Trade Con- 
vention, held at the Hotel Raleigh, Washington, 
D. C., on May 27 and 28. At this enthusiastic 
gathering, there began a systematic and aggres- 
sive campaign for extension of American foreign 
trade. William C. Redfield, Secretary of Com- 
merce, said to the five hundred delegates repre- 
senting about one hundred commercial and in- 
dustrial organizations: “If there is one thing 
European manufacturers dr2ad as regards the fu- 
ture of their own business, it is that America 
shall awake to her privilege and her power in 
foreign trade.” 

The convention created the National Foreign 
Trade Council to organize this campaign. It is 
industrial America’s answer to the highly special- 
ized campaign with which European nations de- 
velop foreign markets. The convention unani- 
mously adopted a resolution declaring it “essen- 
tial to the best interest of the nation that the 
government and the industrial, commercial, trans- 
portation and financial interests should co-oper- 
ate in an endeavor to extend our foreign trade.” 

The presiding officer of the convention, Alba 
B. Johnson, who is likewise president of the Bald- 
win Locomotive Works, Philadelphia, will appoint 
the thirty members of the Council, which is di- 
rected to call another convention in due time, 
at a suitable time and place, and to seek the co- 
operation of the Chamber of Commerce of the 
United States. 

The Administration’s attitude was shown by 
President Wilson’s expression of a desire to have 
further conferences with the delegates and Secre- 
tary Bryan’s speech, telling them that the State 





Department would endeavor to open all doors and 
protect every legitimate right that an American 
has wherever he goes. 

This movement springs from a realization by 
industrial leaders that prosperity largely de- 
pends upon increased export trade, now that the 
new tariff has precipitated American manufac- 
turers into world competition. The foreign trade 
of the United States last year was valued at more 
than $4,500,000,000, but those engaged in it feel 
a lack of co-ordination of the nation’s foreign 
trade activities. 

Among the leaders in this new enterprise are 
Cyrus H. McCormick, president of the Interna- 
tional Harvester Corporation; Lloyd C. Griscom, 
former Minister to Japan and Ambassador to 
Italy; James A. Farrell, president of the United 
States Steel Corporation; Edward N. Hurley, vice- 
president of the Illinois Manufacturers’ Associa- 
tion; P. A. S. Franklin, vice-president of the In- 
ternational Mercantile Marine; Waldo H. Mar- 
shall, president, and Charles H. Muchnic, foreign 
manager of the American Locomotive Company; 
Eugene P. Thomas, president of the United States 
Steel Products Company; Charles E. Jennings, 
president, and E. V. Douglass, secretary of the 
American Manufacturers’ Export Association; 
Charles A. Schieren, Jr., president of Charles A. 
Schieren & Company, New York; Captain Ellison 
A. Smyth, president of the South Carolina Cotton 
Manufacturers’ Association; E. A. S. Clarke, 
president of the Lackawanna Steel Company; Ed- 
ward C. Simmons, Simmons Hardware Company, 
St. Louis; Willard Straight, with J. P. Morgan 
& Company and president of the American Asiatic 
Association; John Foord, secretary of the Amer- 
ican Asiatic Association and Henry White, presi- 
dent, (also former Ambassador to Italy and 
France), and Frederic Brown, secretary, of the 
Pan American Society. 

Their slogan is “Greater Prosperity Through 
Greater Foreign Trade.” 
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Washington News 


Continued from page 66 


The President is still being pressed by Senate 
leaders to agree to a curtailment of his anti-trust 
plans whereby the more intricate phases of the 
question would be passed over until next session. 
It is conceded that if the full program is to be 
considered and passed at this time, there is little 
hope of adjournment for several months yet to 
come. 

That the Senate ultimately will frame the anti- 
trust legislation is conceded. Just as it has, in 
the past, written the tariff and currency laws, will 
it rewrite the pending legislation that has been 
more or less roughly thrown together by the 
House. 

Senate leaders, especially those on the Repub- 
lican and Progressive sides of the Chamber, are 
determined to take their time in considering the 
trust bills, which they realize are full of possi- 
bilities of trouble to business and to the Demo- 
cratic party. 


HE creation of an Interstate Trade Commis- 

sion has been approved by the membership 

of the Chamber of Commerce of the United States 

by a vote of 522 to 124, according to results of 

a referendum just made public. The votes were 

filed by 245 commercial organizations in more 
than 35 states. 

The result of the referendum has been trans- 
mitted to the Senate committee as an indication 
of the business sentiment covering this one fea- 
ture of the pending anti-trust legislation. 


| ethics rejecting a proposal to take up the 

question of farm land banks for immediate 
consideration, the House Banking Committee has 
now decided to reopen the subject within the next 
few days. The committee will take up for discus- 
sion the pending Bulkeley measure providing for 
a system of rural banks, and it is possible that 
some sort of bill may be reported at this session. 


dieses Senate. passed during the week a joint res- 

olution remitting penalties imposed by the 
income tax for failure to make required returns 
by March 1 last. The legal period for filing re- 
turns is extended to June 1, and any fines already 
paid are to be remitted. The resolution will, un- 
doubtedly, be passed by the House. 


I. Cepprsied ge of large importance to merchants 

and all shipping interests is covered in the 
bill of Senator Cummins which was passed by 
the Senate yesterday, making carriers engaged in 
interstate commerce liable for the actual loss, 
damage, or injury to property caused by them. 

This question has been long pressed by Sena- 
tor Cummins, and strong efforts are to be made to 
secure favorable action by the House at this ses- 
sion. 


i dom Pomerene bill of lading measure is an- 

other important piece of legislation passed 
by the Senate yesterday. It classifies bills of lad- 
ing into “straight” and “order” documents and 
surrounds the latter with a number of safeguards. 
An “order” bill of lading, under the provisions of 
the measure, is made a negotiable document. The 
bill has yet to pass the House before becoming a 
law. 
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eee promise is forthcoming that by August l 

the new Federal reserve banking system will be 
ready for business. There remains yet the ap- 
pointment of two members of the reserve board, 
and the details surrounding the final formation of 
the twelve regional banks. 

It is believed all this can be accomplished well 
within the next two months, so that by the time 
the fall crop-moving season is in full swing the 
new system should be ready to demonstrate what 
it can do for the business and industry of the 
country. 


Names 267 Range Purchasers 


M. MONTAGUE of Niles, Mich., believes that 

* every range he sells will help to sell another 
one. For that reason he has two roller shades 
hanging near the stove display in his store and on 






































Shade for names of range purchasers which is used by 
C. M. Montague, Niles, Mich. 


these shades are the names of 267 people who hzve 
purchased ranges from him. 

The shades are hung near the ceiling and at- 
tract practically no attention when rolled up. When 
it is advisable to show a customer who has bought 
that make of range, however, the shades are pulled 
down until they nearly touch the floor. When the 
front of these shades are filled it is intended to start 
printing the names on the back, thus doubling the 
capacity. 


Dana Mfg. Company Sold 


HE Dana Manufacturing Co. of Cincinnati, Ohio, 
widely known, and extensive manufacturers of 
Peerless ice cream freezers, Dana mop wringers, 
etc., has disposed of its entire business to Winchen- 
don, Mass., parties who take possession about July 
15 and will move it to Winchendon. 

The new owners will operate as the Peerless 
Freezer Company, continuing the same line and the 
same factory brands as the previous owners. 

The output will be handled through jobbing chan- 
nels exclusively and Messrs. J. C. McCarty & Co., of 
New York City, have been appointed general sales 
agents. 

For 40 years the Peerless freezer has been a 
household word. Peerless power freezers are in very 
general use among confectioners and large ice cream 
makers and the new Peerless electric freezer is the 
latest thing in freezer construction. 

It is the purpose of the new owners to energetical- 
ly push Peerless freezers, not only the family sizes 
but the power and electric machines as well. 








SHAPLEIGH’S GOLDEN JUBILEE 


St. Louis House Celebrating 50th Anniversary of Trade Mark 








Main store (center) and two warehouses of Shapleigh Hardware Company 


|S hae Augustus Frederick Shapleigh arrived in 

St. Louis, Mo., in 1843, to install the first 
wholesale hardware stock in the West and opened 
for business the house of Rogers, Shapleigh & 
Company, the city of St. Louis contained a popula- 
tion of about 18,000. In 1864 it had increased to 
almost ten times that number. The firm name had 
then become A. F. Shapleigh & Company, the busi- 
ness having prospered from the start. The original 
start of something less than $25,000 had steadily 
gone to keep pace with the rapidly increasing 
volume of business. 

The great flood of 1844, the opening of the first 
telegraph line in 1847, the historic fire of 1849, 
which wiped out well-nigh the entire business dis- 








The first building of the A. F.. Shapleigh Hardware 
Company 


trict in St. Louis, the scourge of cholera in the 
same year, resulting in the death of more than 
4000 of its inhabitants, the goldseekers’ fever of 
1849, the development of the mining industry of 
Missouri, the beginning of railway construction, 
the most dreadful civil conflict in the annals of 
the world, are events which are closely interwoven 
with the early years of what is now the Shapleigh 
Hardware Company. 

Before 1864 there were few, if any, trade marked 
goods. Such tools as bore any were marked only 
with the name and possibly the address of the 
maker. In was in that year in the month of May 


that A. F. Shapleigh & Company became pioneers 
in the field of trade marked goods by putting on 
the market a very superior axe under the name 
Diamond Edge. 

The trade, quick to perceive that the tool thus 


trade marked is assurance that the house would 
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assume responsibility for the quality of workman- 
ship, gave substantial proof of the hearty approval 
with which this important move was accepted. The 
immediate popularity of the Diamond Edge axe 
led naturally to the further use of the new brand. 

It was not until 1888 that the name Diamond 
Edge was registered in the United States Patent 
Office. Many other kinds of private brand trade 
marked tools made their appearance in the market 
in 1868. | 

This year marked special years of continued 
success that the trade mark Diamond Edge has 
known. Consequently, the Shapleigh Hardware 
Company is celebrating a golden jubilee. 





R. 
dent of Shapleigh Hard- 
ware Company 


The founder of the Shap- W. Shapleigh, presi- 


leigh Hardware Company 


THE ALUMINUM Goops Mrc. COMPANY has purchased 
four city lots adjoining its plant at South Fifteenth 
street, Manitowoc, Wis., and plans to spend about $100,- 
000 for important extensions of its manufacturing and 
storage facilities about the middle of the year. 


THE ECONOMY RANGE & HEATER MFG. COMPANY, St. 
Louis, Mo., has been incorporated to manufacture and 
sell heating ranges, etc.; $50,000; by Max O. Hessel, 
William Heine and Harry R. Jones. 
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WM. R. BELKNAP DEAD 


Louisville Hardware Jobber Succumbs to 
Severe Illness 

A® briefly announced in HARDWARE AGE of last 

week the death of William R. Belknap, chair- 


man of the board of directors of the Belknap Hard- 
ware & Mfg. Company, Louisville, Ky., occurred at 

















William R. Belknap, whose death occurred June 2 


his residence at Longview, near Louisville, on 
June 2. 

Mrs. Morris Belknap, widow of Col. Morris Bel- 
knap, a brother of Mr. Belknap, and her daughter, 
who were visiting in Philadelphia, and Mrs. Forbes 
Hawkes were summoned to Louisville several weeks 
ago, and nearly all other members of the family 
were at the bedside. 

Mr. Belknap’s death was attributed to a general 
collapse of his physical powers, suffered a few 
weeks ago. Complications which developed ren- 
dered his condition critical, and his physician, Dr. 
John B. Richardson, Jr., had been at the Belknap 
home almost constantly. Several prominent physi- 
cians had been called in consultations over Mr. 
Belknap’s illness. 

A decline in Mr. Belknap’s health was noted upon 
his departure for his winter home at Rock Ledge, 
Fla., early this year. He remained in the South 
about three weeks, and upon his return to Louisville 
resumed his daily visits to the offices of the Belknap 
Hardware & Mfg. Company. 

The sudden death of his sister, Miss Lucy Belk- 
nap, was a great shock to him and was followed by 
a general breakdown. He had been confined to his 
bed since April 21. Miss Belknap and her brother 
were the last survivors of William Burke Belknap. 

Mr. Belknap was conscious almost to the time of 
his death. The only change noticeable to those at 
his bedside last night was that he seemed to become 
gradually weaker. 

William Richardson Belknap was born in Louis- 
ville March 28, 1849. His family was of New Eng- 
land stock and he was related through marriage to 
Robert Morris, one of the signers of the Declaration 
of Independence. His grandfather, Morris Burke 
Belknap, during his life was said to have been 
father of the iron industry west of the Allegheny 
Mountains. He came south from the Pittsburgh 
fields and conducted extensive operations in the 


Hardware Age 


mineral regions of the Tennessee and Cumberland 
rivers. He explored the Tennessee fields on horse- 
back. At that time his son, William B. Belknap, 
father of W. R. Belknap, was 16 years old. 

The family located in Louisville about 1840. 
W. B. Belknap began his career there as agent for a 
Pittsburgh concern manufacturing boiler plate and 
nails. In 1847 with another local man he purchased 
an incomplete mill which was finished and operated 
until 1880, when it was sold. Mr. Belknap with his 
brother, Morris Locke Belknap, organized the firm 
of W. B. Belknap & Co., which has grown to be the 
second largest manufacturing hardware company in 
the United States. The interest of Morris L. Belk- 
nap .was purchased by his brother and given to his 
children. 

William Relknap’s first schooling was obtained 
under the direction of the Rev. Dr. Stuart Robin- 
son, who, with Prof. Benjamin Harney, a teacher 
of mathematics, conducted a school in the basement 
of the old Presbyterian Church in Louisville. Later 
he entered the Louisville Male High School and was 
graduated in the class of 1866, when he was 17 
years old. 

He entered the scientific department of Yale Uni- 
versity, and obtained a degree of Bachelor of Sci- 
ence in 1869. He took an extra year in study at 
Yale. He studied natural science and botany under 
Prof. D. C. Eaton; zoology under Prof. A. E. Ver- 
rill, and economics under Prof. D. C. Gilman. 

Following the completion of his work at Yale he 
went abroad, spending about a year touring Europe. 
He returned to Louisville in 1874 and was given an 
interest in the hardware business of his father, 
which at that time had grown to be reckoned as one 
of the largest in the West. 

The firm was incorporated in 1880 by the Ken- 
tucky Legislature, and Mr. Belknap became vice- 
president. Two years later he was made president, 
which high office he retained until a few years ago, 
when he retired in favor of William Heyburn. He 
continued as chairman of the board of directors of 
the company and had an office in the office building 
in Washington street. 

Mr. Belknap, while at the head of the hardware 
firm, devoted practically his entire time to his work. 
He constructed a powerful working machine in his 
offices and he led his employees at a strenuous pace, 
never asking nor requiring anyone to do a larger 
share of a task than he set for himself. With the 
expansion of the firm’s activities he was required 
to confine himself almost entirely to its affairs, and 
found it impossible to engage in other enterprises. 

He was a director of the Louisville Board of 
Trade for several years and served for one term as 
president of the Louisville Commercial Club. He 
was on the board of directors of the Southern Expo- 
sition, but apart from these activities he never 
deviated from his work as director of the Belknap 
company. The firm now is known as the Belknap 
Hardware & Mfg. Company. 

Mr. Belknap was an elder of the Warren Memorial 
Presbyterian Church and had been foremost in the 
affairs of that congregation during recent years. 

Mr. Belknap married Miss Alice Trumbull Silli- 
man, a daughter of Prof. Benjamin Silliman of New 
Haven, Conn., in 1874. She died in 1890 and four 
years later he married Miss Juliet Rathbone David- 
son, a daughter of Charles G. Davidson, by whom 
he is survived. Besides his widow and daughter, 
Mrs. Hawkes, Mr. Belknap leaves four other chil- 
dren—Mrs. Lewis C. Humphreys, Mrs. George H. 
Gray, Miss Christine Belknap and William Belknap. 
Announcement of the engagement of Miss Christine 
Belknap and Charles Bonnycastle Robinson, Jr., was 
made several weeks ago, the wedding being set for 
this month. 
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MAKING EAVE TROUGH TUBES 


Pattern and Instructions Offered by Hardware Age Sheet Metal Expert 
By A. F. MUELLER 
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Detail for making eave trough tubes 


and in the parallel method of development is quarter profile and from the points erect lines at 
used in the straight kind and the radial right angles indefinitely. To these lines, project 
method in the flaring ones. perpendicularly, the points of intersection 1’, 2’, 
Draw, as in Fig. 1, the end view or profile of the 3’, 4’, of corresponding numbers. As to the lines 
trough and the attached tube and on the center line numbered 1 project the point 1’; to the lines num- 
of the tube describe a half profile of the tube. As _ bered 2 project the point 2’. Connecting the inter- 
the tube is composed of four similar parts, space sections will produce the net pattern for the tube 
only half of the semi-circle into a number of equal as shown in Fig. 2. 
spaces and from the points draw lines, parallel with In attaching the tubes to tin eave trough the 
the center line, to intersect the eave trough as at usual custom is to solder on the tube and then to 
1’, 2’, and etc. At right angles to the tube draw an cut out the material from the trough. There are 
indefinite line, as 4-4-4 of Fig. 2, and to this line several objections to this method, one being that 
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EK AVE trough tubes are made straight or flaring transfer four times the lengths of the spaces in the 
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the opening is never as large as when it is cut be- 
fore soldering on the tube and the objection that 


* Wwas several times impressed. on the writer was 


. that he had to return to a job and take down the 
trough for the purpose of cutting out the opening, 
having forgotten to do so when in a hurry. | 

To develop the opening draw a line as 4-4’ in 
Fig. 3 and beginning at some point near the middle 
set off each way the spaces 1’ to 4’ in the half 
profile and through the points draw indefinite per- 
pendiculars, on each of which set off, measuring 
from and on each side of 4’-4’, the half distances 
through the tube at these points taken from the 
half profile. As from 1’ set off 1-1”, from 2’ set 
off 2-2”, and etc. Connecting the points thus lo- 
cated will produce the net pattern for the opening 
as in Fig. 3. 

Fig. 4 is the end elevation of a trough and a 
flaring tube and this style should be used if com- 
petition or rather opposition has not shaved the 
profits too closely. It is a frustrum of a right cone 
intersecting a cylinder, their axes being at right 
angles. Draw the elevation as in Fig. 4 and con- 
tinue the outlines of the tube until they intersect 
the center line as at A. Bisect the line that repre- 
sents the base of the cone or d-d and with this 
point as center and radius to d describe a half 
profile of the base. Space half of this semi-circle 
into a number of equal spaces and project the 
points, parallel with the center line, to the base of 
the cone, as a’, b’, and etc., and from the points on 
the base draw lines to the apex A, and where these 
lines or elements cross the trough as g, f, e, d will 
be miter points between the two pieces. These 
miter points are all, excepting d, located on fore- 
shortened lines or those that do not show their true 
lengths. To find the true lengths or the distances 
that the points are from the apex, the points are 
revolved around the cone by projecting them at 
right angles to the center line in the elevation, to 
one of the outlines, which is a true length. As g is 
projected to A-d and then A-g® is the true length 
of A-g; f is similarly projected and then A-f° will 
be the true length of A-f, and etc. 

With A as center and radius to d describe an 
indefinite arc on which place four times the lengths 
of the spaces in the quarter profile and from the 
points draw lines to the apex and these lines will 
correspond to the elements of the cone, as shawn in 
Fig. 6. With A as center, radially transfer or 
radially project the points on the outline A-d to 
lines of corresponding letters. Connect the inter- 
sections and then will d-d’-x-x’ be the net pattern 
for the flaring tube. At the ends material is added 
for a grooved seam and to 2-2’ material for a joint 
to the pipe or conductor. To d-d’ an allowance is 
made for a flange that is wide enough to take rivets 
as galvanized tubes must be riveted as shown in 
the section in Fig. 8, or be clinched as shown in 
the section in Fig. 9. To make this clinch the al- 
lowance along d-d” is made about half an inch wide 
and is notched or cut into, to the net line of the 
tube about every half inch. Then every other one 
of these lips or lugs are turned out. The rest are 
inserted through the trough opening and using a 
hammer and a dolly the lugs, both on the inside and 
the outside of the trough, are dressed against it 
and then firmly soldered. 

To develop the opening in the trough for the fear- 
ing tube it is necessary to find the half distances 
through the miter points on the intersection and a 
part plan of this intersection is necessary. To 
avoid confusion of lines the left half of P is used 
and corresponding points lettered the same. From 
a’ draw lines to the points on the profile of the base 
as a’-a, a’-b”, a’-c” and etc., and these lines will be 
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the plans of the elements of corresponding lines 
in the elevation. By projecting the miter points, 


~ parallel; with the center line, to their corresponding 


plan elements will locate the miter points in the 
plan. As f’ is located on line A-b°, it is projected 
to the corresponding line a’-b” and its location will 
be f” in the plan and the distance b°-f” will be the 
half distance through the cone, front to back 
through the point f’, and etc. The distance through 
g will be g-g”. 

In Fig. 7 draw a line d-g-d and from some point 
near the middle begin to set off, each way, the 
spaces g-f, f-e, and e-d in Fig. 4. g to d being the 
amount in length on the trough that half the tube 
intersects, and through the points draw indefinite 
perpendiculars, Measuring on each side of and 
from the intersections on d-g-d transfer the half 
distances through the cone on similar lettered 
points to perpendiculars of the same letters. As 
from e, set off e”’-c°, from f set off f’”b° and etc. 
Connecting the points obtained in this manner will 
result in the net pattern for the opening in the 
trough as shown in Fig. 7. 


N. Y. Merchants Want Free Port 


a+ the hearing before the foreign trade com- 

mittee of the Merchants’ Association of New 
York, in the Woolworth Building, recently, there 
were upwards of fifty prominent mercantile leaders, 
some of whom expressed views on the proposed 
establishment of a “‘free port” in New York. They 
decided unanimously in favor of the proposition 
and urged the coalition of all local commercial or- 
ganizations to exert themselves in the interest of a 
movement having for its purpose the enactment by 
Congress of a law declaring an area of this city to 
be a zone free from tariff restrictions, wherein for- 
eign products may be brought, re-manufactured or 
made into finished articles of commerce, and re- 
exported. It was generally agreed by the merch- 
ants at this meeting that such a zone would do 
much towards maintaining the commercial suprem- 
acy and extending of the trade of New York. 

The following resolution was adopted: 

“Resolved, that it is the sense of this meeting 
that the establishment of a free zone within the 
port of New York is desirable from the economic, 
commercial and industrial standpoints, and that the 
Merchants’ Association and its foreign trades com- 
mittee are hereby urged to continue the investiga- 
tion and to inaugurate the movement necessary to 
secure at the earliest possible moment the opera- 
tion of an adequate free zone within the port of 
New York.” 

William H. Douglas, president of Arkell & Doug- 
lass, exporters and importers, among others, de- 
livered an address, in which he outlined the many 
advantages to be obtained for New York commer- 
cial interests by the establishment of a “free port” 
similar to that which has long existed at Hamburg. 
He predicted that within a period of twenty-five 
years after such a zone was created at this port, 
New York would be “the greatest emporium of the 
world’s trade that the sun has ever shone on.” 


THE RuBICON TooL & GRINDING CoMPANY, Dayton, 
Ohio, was recently formed by C. O. Shaffer and George 
D. Barok. A shop will be fitted up for manufacturing 
a machine for grinding lawn mower blades. 


ROBERT GARLAND, of the Garland interests, Pitts- 
burgh, has been elected first vice-president of the Cham- 
ber of Commerce in that city. 
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The Butt That 
Is Standardized 
For Fire Doors 


| - 4 
q * a 2 
= i a When your customers ask for 
ie | a butt for fire doors, don’t try to 
sell them ordinary door butts. 
If they have need of fire doors, 
they’re the type of men that 
know the right fittings to go on 
them. Sell them Stanley Fire 
Door Butts which were espe- 
cially designed for that purpose, 
and have been standardized for 
fire-proof work by the Depart- 
ment of Labor in the State of 
New Jersey. 
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Ta 
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QUALITY sw) MARK 


Wherever fire-proof buildings are being erected, or wherever 
measures toward better production against fire are being taken, 
you'll find a ready market for Stanley No. 855 Fire Door Butts. 


The surface leaf has rounded corners and is punched for three 
™%” round head bolts. This combination gives the butt a neat 
finished appearance. 


Furnished in Plain Steel and “Stanley Sherardized,” the anti- 
rust finish, ina 5” x 414” size. Weight per pr. 3 pounds. 


Ask your jobber. 


THE STANLEY WORKS 


New Britain, Conn. 


100 Lafayette Street Canadian Representative 73 East Lake Street 
New York A. Macfarlane, Montreal Chicago 





See our Box Strappirig advertisement on page 33 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Reading Motorcycle and 
Bicycle Saddles 


The Reading Saddle and Mfg. Com- 
pany of Reading, Pa., is now manu- 
facturing a new line of suspension 
type motorcycle and bicycle saddles. 
These saddles are fitted with a pat- 
ented “Top-Notch” spring, which is 
something entirely new in compres- 
sion spring construction. 

The construction of the coil springs 
in the “Top-Notch,” places the re- 

















Reading motorcycle and bicycle saddle 
showing new patented “Top-Notch” spring 


sistance where it is needed. The in- 
side spring being shorter than the 
outside spring, but stretched beyond 
the length of the outside spring. The 
effect of this is to cause the saddle to 
ride easier, until the tension of the 
inner spring is taken up, then the 
inner spring becomes a compression 
spring, and aids the outside compres- 
sion spring in its action to resist any 
heavy downward motion. The re- 
bound or shock is eliminated by the 
tension of the inner spring. 

The wide clearance between the 
truss and the seat makes it impossible 
for the rider to strike the truss no 
matter how heavy the rider, nor how 
great the shock. The top is a correct 
form, heavy leather, reinforced, large 
size seat, and the saddle is designed to 
fit any make of motorcycle. Comfort 
and reliability have been combined in 
the construction. to give the rider an 
easy riding saddle. 

The company’s 1914-15 catalog is 
now ready and will be sent to dealers 
on request. 


“Boss” Oil Stoves and Ovens 


The Huenefeld Company, Cincin- 
hati, Ohio, has added an entirely new 
line to its “Boss” blue flame wick oil 
stoves and ovens. 

The company claims that every vital 
feature in the construction of an oil 
stove has been carefully worked out 
in the “New Boss.” The construction 
and operation are both simple. 

The body is of full frame type, 
black enameled and decorated. The 
extra wide top gives more room for 
cooking utensils. The legs are extra 
cast iron, black enameled, making the 
stove very rigid. 

The oil supply pipe is threaded into 
a heavy cast iron oil bowl, and then 
galvanized hot, making the joints, the 
company claims, absolutely oil-tight. 
The burner nipples which are made 


of solid bar brass are first threaded 
into the supply pipe and then care- 
fully soldered. 

The burners are made of heavy 
solid brass, drawn with top flanges 
down, which throw off the burnt wick, 
particles or food stuffs that might 
boil over. 

The double sprockets on heavy 
brass stem, are mounted in a die-cast- 
ing sprocket case which prevents the 
stripping or sticking of the wick. 

The combustion tubes are seamless 
die drawn in one piece from special 
heavy steel making them round, better 
combustion is thus assured. The 
flame can be regulated to burn high 
or low. 

Patented high wick limits or fingers 
are provided on the inner combustion 
tubes, which are engaged by the wick 
when turned at full burning light. 
These fingers automatically trim the 
wick when the enameled chimney is 
revolved. The intense blue flame 
plays right against the cooking uten- 
sil, giving quicker results. 

The stoves are made with metal or 
glass oil tanks and with two, three 


The oven is guaranteed to work on 
good oil, gasoline or gas stoves; the 
patented glass door is also guaran- 
teed not to break from heat. 


New Deming Hydro-Pneu- 
matic Pump 


The Deming Company of Salem, 
Ohio, has placed on the market a 
new power pump for water supply 
































The “Boss” oven is at the top and a model 
of one of the new “Boss” blue flame wick 
oil stoves appears below 


or four burners. Some of the models 
are made with a high shelf. 

The “Boss” oven with the glass 
door eliminates guesswork and worry. 
Without opening the door the state of 
the baking can be readily seen. In 
this way no heat is wasted and no 
time lost. 

The oven is fully lined with as- 
bestos, heats in two minutes, the com- 
pany claims, and bakes uniformly. 
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The “Atlas” power pump, made by the 
Deming Company 


systems which has been named the 
“Atlas.” 

This pump will be of assistance to 
many dealers in solving water supply 
problems. The “Atlas” is designed 
particularly for hydro-pneumatic 
service and occupies very little floor 
space. When electric driven it can be 
automatically controlled. 

The working parts of this new 
pump are unusually accessible. The 
valves are reached by removal of the 
airchamber caps, each cap being held 
in place by three bolts. 

The pump is good for 75 pounds 
pressure; has a gear ratio of 5 to 1, 
and is fitted with guarded gears; it 
has babbitted bearings and machine 
cut gears. 

The capacity of the size illustrated 
is about 10 gallons per minute at a 
maximum speed of 50 r.p.m.; suction 
1% inches; discharge 1 inch. The 
cylinder is 2% inches in diameter, and 
the stroke 5 inches. 

Water supply problems and pumps 
have been discussed so thoroughly 
that it seems as if there should by 
this time be a set rule for every in- 
stallation and that the plumber would 
no longer have to puzzle his brains 
when putting in a new water supply 
outfit. 

Yet the fact remains that in nearlv 
every installation, the ingenuity of 
the plumber is called into play before 
the job is successfully completed. 

The Deming Company states that 
it will be glad to lend its assistance 
to any one who is confronted with a 
difficult water supply problem. 


AT THE ANNUAL MEETING of the 
Pilling Brass Company, Waterbury, 
Conn., the following officers and di- 
rectors were elected: President and 
treasurer, J. W. Pilling; secretary, J. 
H. Pilling; directors, J. W. Pilling, J. 
H. Pilling and N. B. Pilling. 
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KFASY [TO USE— 
EASY [UO SELL 


Eighty dozen (960) sold by one dealer. One hundred 
thirty-three dozen (1596) sold by dealers in three other 
cities. 

Just to show you how they can be sold—and all ina 
few months’ time. 


They are so convenient, strongly made and can be 
folded so compactly for moving from job to job that every 
contractor and builder will realize he needs them. 


There is no question about their moving—get them 
uae started and they sell 
il LG... ae eee themselves. 














We have a proposition 
whereby you can’t lose. 


Are you _ interested? 
Write today then, please. 








chards- Wilco 
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Courtesy of Star Hardware Co.. Toledo, Ohio 


Thirty-two R-W Builders Brackets in Use | 
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Goulds’ New Power Dia- 
phragm Pump 
For pumping out excavations, cell- 


ars, trenches, quarries or for similar 
services where a _ portable power 

















Goulds’ new power diaphragm pump for 
gas engine drive 


pump is desired the Goulds’ power 
diaphragm pump made by the Goulds 
Mfg. Company, 36 West Falls street, 
Seneca Falls, N. Y., shown herewith 
makes an excellent outfit, mounted 
with a small gasoline engine either 
on a frame or on a truck. 

The pump is geared 5 to 1, and 
can be connected to any engine di- 
rectly by gearing proportioned to the 
speed of the engine or by belt. When 
furnished for belt drive, this pump 
is fitted with a single tight pulley 12 
inches in diameter by 3-inch face and 
is known as Fig. 1642 No. 3 power 
diaphragm pump. 

When furnished for direct-connec- 
tion to engines it is fitted with a sec- 
ond reduction of gearing consisting 
of engine gear and engine pinion. This 
pump is known as Fig. 1649 No. 3 
power diaphragm pump. Fig. 1649 is 
furnished with any one of several 
different ratios of engine gear and 
pinion which will give a large overall 
reduction from the engine to the 
pump. This allows the pump to be 
direct-connected to practically any 
engine. 

The base of the pump is square and 
is provided with extra large holes for 
bolting securely to the mounting. 

The pump is fitted for side suction 
and has a rubber suction valve rest- 
ing on an inclined seat, thus offer- 
ing the least resistance to the pas- 
sage of liquids. 

A rubber diaphragm of the best 
quality rubber takes the place of a 
plunger. The discharge valve which 
is of metal, seats on the diaphragm 
and is easily removable. The water- 
ways are large and are designed to 
handle a large amount of liquid easily. 

Goulds’ diaphragm pumps, the com- 
pany claims, are invaluable for 
handling muddy and gritty water or 
sewage as the foreign substance in 
the water cannot injure the pump. 


Fireless Cookstove Radiator 
Thermometer 


The Toledo Cooker Company, 1310 
West Bancroft street, Toledo, Ohio, 
has made improvements in its fireless 
cookstove radiator thermometer, 


which it put on the market about a 
year ago. 

The thermometer now stands up- 
right, and is tilted at the proper 
angle for quick and easy reading of 
the figures and mercury indications. 

The thermometer is a further aid 
to fuel economy because it indicates 
instantly when the radiator is suffi- 
ciently heated to do perfect cooking. 
The radiator does not have to stay on 
the stove a minute or fraction of a 
minute longer than necessary. It is 
figured out in the closest calculations, 
the company claims, that the ther- 
mometer will save from three to 
seven minutes fuel consumption in 
every cooking operation. Therefore 
the thermometer soon pays for itself. 

Aside from its value as a fuel saver, 
it insures perfect success in cooking, 
because with the thermometer is fur- 
nished a time table showing how long 
the radiator should be heated, accord- 
ing to the kind of food to be cooked 
and the method of cooking. For in- 
stance, if a piece of beef is to be 
roasted the table of time is consulted. 
It shows how hot the radiator should 
be to cook the beef. The thermom- 
eter is placed on the radiator, and 








/j : 
Toledo fireless cookstove radiator 
thermometer 
just as soon as it registers the heat 
required, the radiator will roast the 
meat without fail. 

The radiator thermometer was the 
one thing needed to put the fireless 
cooker on a strictly scientific basis. 
This thermometer, being a mercury 
instrument, is always accurate, the 
company states. It has no springs or 
other mechanism to get out of order 
or lose adjustment. Each thermom- 
eter sold is thoroughly tested to in- 
sure absolute accuracy in the regis- 
tration scale. 


AT THE ANNUAL: MEETING of ‘the 


Waterbury Brass Goods Corporation,’ - 


Waterbury, Conn., the following of- 
ficers and directors were .elected: 
President, John A. Coe, Jr.; treas- 
urer, G. W. Burnham; assistant treas- 
urer, J. L. Smith: secretary, J. -P. 
Durfee; directors, John A. Coe, Jr., G. 
W. Burnham, J. L. Smith, J. P. Dur- 
fee, Charles F. Brooker, J. P. Elton, 
E. L. Frisbie, G. C. Hill and T. B. 
Kent. 
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Clark’s Elevating Swivel 
Caster 


The George P. Clark Company, 
Windsor Locks, Conn., New York 
office 13-21 Park Row, has added to 

















The cut at the left shows Clark’s new 

noiseless elevating rubber wheel swivel 

caster lowered or ready to move. At the 
right it is elevated and stationary 


its line of casters a new model. This 
is an elevating bed caster, which is 
particularly adapted for use on metal 
beds, operating tables, etc. By its use 
the bed or table can be raised or low- 
ered without jarring the patient. 

Only one lever is used which is 
manipulated by the foot, and ar- 
ranged so the load can be lowered 
until the operator has control of the 
weight. When the caster is in the 
stationary position the load does not 
come on the wheel, insuring in this 
way longer life to the tire. 

These casters are the same height 
as corresponding sizes of the com- 
pany’s No. 99, which is made with 
wheels 3, 4, and 5 inches in diameter. 
The No. 99 casters are used for metal 
beds in hospitals, hotels, colleges and 
private houses. 


K. & E. Slide Rule Improve- 
ment 


A new patented indicator or run- 
ner for slide rules, called the “frame- 
less,” has just been perfected by the 
Keuffel & Esser Company, Hoboken, 
N. J., and 127 Fulton street, New 
York City. Every figure on the rule 
is clearly visible at all times, there 
being no side pieces on the metal 
holder of the glass indicator, and 
therefore nothing to hide any of 
the figures on the rule. This is one 
of the most important improvements 
in slide ruies, those indispensable in- 
struments for rapid calculations. 

Many times, after adjusting the old 
style indicator or runner, the user 
would find that he could not read the 
result because important figures were 
hidden by the frame or holder of the 
glass. Frequently two, and sometimes 
four or éven six, eight or nine fig- 
ures, would. be thus hidden, causing 


more or less inconvenience and un- 
‘certainty in reading the slide rule. 
The new “K & E” “Frameless” in- 


dicator or runner eliminates this dif- 
ficulty. This improvement vastly in- 
creases the ease and rapidity with 
which this rule can be used. 
Hereafter all “K & E” adjustable 
slide rules of ‘the “Manneheim” and 
“Duplex” type, will be regularly 
equipped with “Frameless” indicators. 
Thousands of engineers and scien- 
tists in every profession and industry, 
as well as contractors, builders, archi- 
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Series No. 2 


Positive Desperation 


Here we see “Open Shelving’ with Nothing on display—but 
Labels, not forgetting a few “Shelf Boxes” of the vintage of ‘76. 


The customer evidently hasn't ‘‘all day’’ and the clerk is sweating 
outwardly and cussing inwardly over the “‘Non-appearance”’ of the 


article in question. 


If you, too, Mr. Man, are dealing in ‘‘disappearing 
stock,’’ in stock that’s hard to find—let us explain to you a system 
of Hardware Store Fixtures that won't permit your merchandise to 
play “hide and go seek’”’ with either you or your clerks. 


The Warren System of Hardware Store Fixtures consists of Inter- 
changeable Units—Standard in size and so perfectly designed as to 
Display your Wares to the best possible advantage and place every 
article in the store Instantly Accessible. 
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A great big dandy catalogue 
No. 215—awaits your command. 


J. D. WARREN MFG. COMPANY, Chicago, II. 


Eastern Display Room, 253 Broadway, New York 
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THE LARGEST MANUFACTURERS OF HARDWARE STORE FIXTURES IN THE WORLD 
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tects and merchants have found the 
slide rule invaluable as a time and 
brain saver in quickly and accurately 
making a great variety of calcula- 
tions. In its various forms, it has 
been adapted by the Keuffel & Esser 








Old style indicator hiding important 
figures 


Company to the needs of practically 
every line of work, including all 
branches of engineering, as well as 
chemistry. 

“K & E” slide rules are made of 
the finest obtainable material, the 
company claims; an entire department 
of the Keuffel & Esser Company fac- 
tories is devoted exclusively to their 
manufacture. Numerous features 
beside the new “Frameless” indicator 
are patented. Such, for example, is 
the “K & E” patented arrangement 
which permits of adjusting the rule 
to any friction desired between the 
slide and the rule; this successfully 
counteracts any tightening or loosen- 
ing of the slide from atmospheric 
changes. 


Cru-Steel Safety Razor 


Kampfe Bros., 8 Reade street, New 
York City, originated the Star safety 
razor in 1875, the evolution of which 
initiated the safety razor industry, 
which has enabled all persons inexpert 
in self-shaving to barber themselves 
safely and quickly at will. 

The well-known Star safety razor 
has a full hollow ground, concaved 
blade, like the old-style handled razor 
except in length, but used in a han- 
dled, guarded frame. 

The “Cru-Steel” Star safety razor 
No. 276, having a wafer blade, pro- 
vides a non-scraping thin blade which 
will not pull on a wiry beard, as 
lighter blades often do. 

The new outfit includes a one-piece 
nickel plated brass frame, with a 
scientific adjustment, but without 
complicated or unnecessary parts and 
a solid heavy brass nickeled handle 
with separate stropping attachment. 

The parts of this compact, light 
outfit, weighing, in pasteboard con- 
tainer for market, but 7 ounces and 
measuring outside only 4% x 2% x 


1% inches, are held rigidly in a dark 
morocco-like leatherette-covered, steel 
hinged case, patented, with spring 
cover affording always a positive lock, 
which remains tightly closed or wide 
open without other catch of any kind. 

The handle, held at both ends, fits 
into a shade roller-like contrivance, 
the blade frame is held in a slot, and 
the stropping attachment is also 
spring held, so that none of the parts 
will rattle or loosen in carrying. 

There are twelve blades with each 
outfit, contained in individual en- 
velopes, 6 each in a compartment at 
both ends, spring held. 

To popularize this particular set, 
Kampfe Bros. have arranged to fur- 
nish gratis as a bonus until June 30 
this year 3 extra “Cru-Steel” Star 
razor sets with every order of twelve. 
On the extra blades, which will also 





“Cru-Steel” Star safety razor and 12 


blades in patented box 


fit most of the standard safeties of 
leading makes, there is a bonus of 10 
packages of 6 each with orders for 
every 36 packages of 6. 


“Laurel” Cabinet Gas Range 


In the article describing the “Lau- 
rel” cabinet gas range made by the 
Art Stove Company, Detroit, Mich., 
which appeared in HARDWARE AGE, 
May 28, the wrong cut was shown. 

We herewith present the correct il- 
lustration of the “Laurel” cabinet gas 

















“Laurel” cabinet gas range 


range which is 49% inches wide, with 
a 5-inch collapsible end shelf. The 
hight is 48 inches from the floor, with 
a 4-inch back guard. 
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Carborundum Display 
Stands 


The Carborundum Company, Niag- 
ara Falls, N. Y., is introducing to the 
trade two new attractive counter and 

















The upper cut shows the Carborundum 
knife sharpener display stand; the lower 
cut the valve grinding paste display stand 


window display stands, one for the 
single tubes of the Carborundum valve 
grinding paste, the other for the Car- 
borundum knife sharpeners. The 
knife sharpener display and carton is 
made of strong cardboard supported 
by a stiff easel back. Through the 
slots in the two sections of the ex- 
tending front, the knife sharpeners, a 
half dozen of them are placed so that 
they stand perfectly upright and in 
full view of the prospective purchaser. 
The background shows a general view 
of the Falls of Niagara in five colors, 
done by a special lithographic process 
which gives the reproduction all of 
the softness and effect of a water 
color. 

The display carton for the valve 
grinding paste is on the same order. 
The tubes are held upright in specially 
died out compartments at the front 
of the display. The display back is 
done in the same style as the knife 
sharpener carton. The valve grind- 
ing paste display will hold one dozen 
of the tubes, one-half dozen being of 
fine grit and the other half dozen of 
the coarse grit. 

Both cartons can be effectively used 
in the window or in the counter dis- 
play work. They will be sent free to 
any dealer. The Carborundum hard- 
ware department will furnish details. 


THE DEARBORN COMPANY, whole- 
sale, 308 West Randolph street, Chi- 
cago, Ill., requests catalogs on cabinet 
hardware, house furnishings, cutlery, 
shelf hardware and 5 and 10 cent 
paints and enamels. 
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Get the Trade of Men 
With the “Nicholson” Habit 
They’re Worth While 


The men who know quality in tools, always ask for “Nicholson” files. They are 
the men you want coming into your store, for they prove the best customers. 


Over 50 years of successful file making has caused the growth of the 
“Nicholson Habit” among the better class of machinists, carpenters, etc. 


When they think of files they think of “ Nicholson.” 
A file user who has once used a “ Nicholson,” isn’t satisfied with a substitute. 


‘* File Filosophy ’’—A fifty years’ education on files 
in an hour, will help sell files. Free on request. 


Nicholson File Company, Providence, R. I. 
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The Mark of Trade 
That Means Best Grade 
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Little Fellows and Big 


1" failure is an economic necessity—for it is the 
failures of the world who make possible its 
success. The men who are satisfied with their little 
ruts—who are content to let well enough alone are 
the men who contribute to the world’s advancement 
by getting out of the way of the men with initi- 
ative—ideas—courage—imagination. 

The draftsman—the student—the clerk who rises 
to a position of power—is not always endowed with 
a phenomenal intellect. He is usually an ordinary 
chap with enough ambition to carry him ahead. 
It is the indifference of the rut-runners and stand- 
patters whose lack of energy and desire throw open 
the doors to the big things for the man with the 
stamina to go after them. 

The business man who remains small is the fellow 
who does not deserve to grow big. He has had 
every chance the big fellow has had. The manner 
of growth—the activities of the big enterprises 
are open books that he might profitably read. There 
are examples all around him—the big fellow’s op- 
portunities were no greater than his own—nor was 
he blessed with supernatural power. 

The big fellows are big by consent of the small 
man who has all the while been sitting tight and 
cursing the insolence of the man who was stronger 
than himself, forgetting that the big man had only 
taken advantage of the forces that he could have 
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utilized himself. Success plays no favorites. Her 
hands are clean of partiality and prejudice. She 
gives to him who dares to take. She raises the 
brave—crushes the weak. 

Then why do some businesses stay small while 
their competitors are reaching out for bigger 
things? 

I’ll tell you— 

Most men have more ambition than enterprise— 
more hope than hustle—more wish than work. They 
are looking for the big—heroic—ponderous thing 
to do. They ignore the simple little details that 
collectively make for greatness. They forget that 
the institutions that have buried their roots so deep 
in our social fabric did not spring into greatness 
over night. They forget that these institutions 
are the finished mass of an infinite amount of little 
things—many of which might seem trivial and un- 
important. 

Growth begins when the mind seeks a wider field. 
Bigness is not a mechanical process. It is a state 
of mind. It is will. The man who has reached a 
position of power in his particular field worked 
toward that position constantly. His ultimate goal 
existed in his mind long before it existed in fact 
and every move—every change in his plans were 
made with that goal definitely fixed in his mind. 

To grow big—think big. And get busy before 
the other fellow acts big.—From “Things Tech- 
nical” of Technical Supply Company, Scranton, Pa. 





CATALOGS, PRICE LISTS AND CIRCULARS 


AN INTERESTING LITTLE BOOKLET has just been published 
by the Ferro Machine & Foundry Company, Cleveland, Ohio, 
entitled “All Aboard—She is Ready to Start Ferrowing,” 
which this concern is sending to every dealer who might pe 
interested in selling the Ferro rowboat motor. The policy 
of the company, HARDWARE AGE is advised, is to get live 
dealers throughout the country to carry the Ferro motor in 
stock and to co-operate with them in a very thorough and 
up-to-date manner. In addition to describing the motor in 
detail and illustrating some of its exclusive features a thor- 
oughly complete summary is given of the Ferro Company’s 
advertising campaign and of it co-operation plans for help- 
ing the dealer. 

WILLIAM MILLS & Son, 21 Park Place, New York City: 
Booklet of 48 pages illustrating and describing medium 
priced fishing outfits, which is distinct from their regular 
catalog. A feature of this booklet, which contains a large 
line of goods for fishermen, is eight pages of flies beautifully 
printed in fac-simile colors. 

ERIE SPECIALTY COMPANY. Booklet of soda fountain acces- 
sories, ice cream dishes, and ladles, orange, lemon and lime 
squeezers. 

‘THE INLAND STEEL COMPANY, Chicago. Booklet 1914, of 
Vismera pure iron, 99.86 per cent. pure iron guaranteed, black 
corrugated, galvanized, roofing sheets and sheared plates. 

W. D. ALLEN Mra. Company, 2318 Western avenue, Chi- 
cago. Catalog No. 32 of the company’s brass goods, including 
spray nozzles, sprinklers, hose coupling, plugs, etc. 

EUREKA MOWER COMPANY, Utica, N. Y. Catalog I of the 
“Eureka” potato planters and cutters, corn planters, weeders, 
mulchers, cultivators, harrows, etc. 

BUFFALO CO-OPERATIVE STOVE COMPANY, Buffalo, N. Y. 

Booklet of the “Amherst” coal, wood and gas heating stoves, 
ranges and furnaces. 
_ THE SUPPLEE HARDWARE COMPANY, Philadelphia, Pa., has 
issued an illustrated booklet on the lawn, its making and 
care, and featuring the “Pennsylvania” lawn mowers and 
grass catchers. 

THE GIBSON AUTOMOBILE COMPANY, 416-624 N. Capitol 
Boulevard, Indianapolis, Ind. 1914 catalog of motor car 
accessories containing 224 illustrated pages of the company’s 
complete line of motor supplies. 

BIsonN Mra. COMPANY, Little Valley, N. Y. Catalog 4 of 
—_ Bison leather strops, honing strops, razors, shaving sets, 
etc. 

PARIS Mrc. COMPANY, South Paris, Maine, New York City 
office, 48 East Twenty-first street. General catalog of the 
company’s line of adult and juvenile wheelbarrows, carts, 
sulkies, wagon, folding tables, desks, sleds, etc. Many of the 
cuts are attractively illustrated in colors. 

E. J. WILLis COMPANY, 85 Chambers street, New York City. 
Catalog “B,”’ indexed and illustrated, of marine supplies, at 
cut rates. 

THE HUENEFELD COMPANY, Cincinnati, Ohio. Catalog of 
ovens and oil stoves. Five new models of “Boss” blue flame 
wick oil stoves in two, three and four burner styles have 
been added. 

GELLER, WARD & HASNER HARDWARE COMPANY, St. Louis, 
Mo. New loose leaf catalog containing 1754 indexed and 
illustrated pages and 52 pages of an approximate price list 
furnished to assist dealers in securing orders for goods not 
carried regularly in stock. 

R. F. JOHNSTON PAINT COMPANY, Cincinnati, Ohio. Folder 
of Jonnatanm “Dull, Kote’’ flat washable paint for walls and 
ceilings. 


Pratt & LAMBERT, 75-79 Tonawanda street, Buffalo, N. Y. 
The “Co-opt-or,” issued only when the occasion demands, by 
the Pratt & Lambert organization, to maintain close co-opera- 
tion between the selling force and the house. Not to preach, 
not necessarily to teach, but to inform and suggest. 

PoLK-GENNING-POoLK CoMPANY, Fort Branch, Ind. “The 
Polk System” of reenforced monolithic concrete construction 
of silos. A catalog full of interesting information and cuts 
about the “Polk System.” 

THE RICHARDS-WILCOx Mrc. Company, Aurora, Ill., has 
just issued a booklet giving descriptions of a few of the 
company’s door hangers and grindstones and also lists of a 
few of the company’s hardware specialties. The company 
supplies these booklets free bearing the dealer’s imprint. 


CHARLES E. MILLER, 97-103 Reade street, New York City. 
Annual catalog No. 28, of the Miller line of automobile sup- 
plies. The catalog is indexed, illustrated and printed on thin 
paper. The firm has 15 stores in 9 states. 

THE SCHAEFFER & BUDENBERG Mrc. COMPANY, works and 
general offices, Brooklyn, N. Y. General gauge catalog, loose 
leaf, including sections 1, 50 and 75, of the S & B pressure 
vacuum gauge testers. 

McKesr REFRIGERATOR COMPANY, Brooklyn, N. Y. Illustrated 
catalog describing the McKee refrigerators. The company 
announces in a “foreword” that it has discontinued the use of 
“Opalite”’ glass for linings of stock refrigerators, “porcelain- 
steel” taking the place of the glass. 

NEw YorK EDISON CoMPANY, Irving place and Fifteenth 
street, New York City. The Edison Monthly for May, con- 
tains the usual number of interesting articles and cuts rela- 
tive to the company’s service. 

JuLius ANDRAE & Sons CoMPANY, Broadway and Michigan 
street, Milwaukee, Wis. Catalog No. 32 of the line of auto- 
mobile, gas engine and motor boat supplies, carried by the 
company. The comparative sizes of drills, sizes of tap drills, 
lamp guide for 1914 cars and storage battery information is 
given. 

ArT BrRAss CoMPANY, 299 East One Hundred and Thirty- 
fourth street, New York City, has issued a supplement show- 
ing only the new goods added to the company’s line since 
Catalog C and Supplement 1 were issued. This “San-O-La”’ 
bathroom ware consists of a new tumbler holder, crystal and 
opal shelves, grab rail, shower soap dishes, sponge holder, 
hooks, etc., etc. 

Moore BrorHerRs CoMPANy, Joliet, Ill. Catalog No. 33, 
showing for the first time the company’s special steel range 
on nickel leg base; also the “Pride” ranges in a new dress; a 
new line of base burners, a néw line of oak stoves, and 
Moore’s circulator stove intended for heating school rooms, 
churches, halls, etc., by a combination of circulation and 
radiation, and the regular line of stoves, ranges and fur- 
naces. 

BuHL Sons CoMPANY, 103-119 Woodbridge street, West, 
Detroit, Mich. Catalog of wholesale hardware, iron and steel, 
factory and railway supplies, sporting goods, roofing metals 
and tin plate, builders’ hardware and mechanics’ tools. The 
catalog contains 1754 indexed and illustrated pages with full 
information concerning parcel post rates and regulations. 

BROWN-CAMP HARDWARE COMPANY, Des Moines, Iowa. 
Catalog No. 21 presenting the company’s entire line of gen- 
eral hardware, sporting goods, cutlery, stoves, paints, etc. 
Full descriptions, exact dimensions and accurate weights are 
given on. all, items. ‘The book is the loose leaf style, illus- 
trated, and contains 2070 indexed pages. 
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EASY RUNNING 
LONG WEAR 


Lawn mower buyers nowadays 
insist on quality, as well as 
price. You give them the best 
of materials and workmanship 
in 


COLDWELL 
Lawn Mowers 


Hand, Horse & Motor Power 






The Coldwell Line is complete. It 
includes the patent demountable-cutter 
feature for horse and putting green 
mowers; the combination roller and 
motor mower for .parks and golf 
links, and hand mowers in I50 styles 
and sizes. 


Write for our illustrated catalogue 
describing the Coldwell line, also our 
monthly magazine, “THE LONG 
GREEN.” = They will help you to in- 
crease your sales. Free, post-paid 
on request. 


BY INVITATION 
MEMBER OF 


i_ = 












Coldwell 


Lawn Mower Company 


Office and Factory 
NEWBURGH, N. Y. 


Warehouses 
PHILADELPHIA 





CHICAGO 
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i ‘Waterproofing is the 
“e vital part of roofing 


It is the quality that determines 
whether or not your customer 
will be permanently satisfied 
with the roofing you sell him. 


That is one reason you should sell 


Genasco 


THE JRINJDAD-LAKE-ASPHALT 








Genasco is made of genuine natural 
asphalt. 

The oils put in it by Nature stay in 
to give life and resisting power to 
Genasco. 

Trinidad Lake asphalt—the ever- 
lasting waterproofer—is the _ back- 
bone of Genasco, which makes it 
stand up against weather and hold 
out against time. 

The KANT-LEAK KLEET makes 
seams as watertight as the roofing 
itself. 

Sell Genasco—for satisfied custom- 
ers and bigger profits. 

Order Genasco from your jobber. 


Write us for full information and 
samples. 


The Barber Asphalt Paving Company 


Largest producers in the world 
of asphalt and ready roofing 


PHILADELPHIA 
San Francisco Chicago | 


New York 
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Trinidad Asphalt Lake 
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MOTOR™ACCESSORIES] 
.. AND SUPPLIES si 
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RECENT PRODUCTS OF MOTOR ACCESSORY MAKERS 


Connecticut Number 
Bracket Tail Lamp 


The Connecticut number bracket 
tail lamp is a combination device 
that incorporates the tail lamp and 
bracket for holding the license plate 
in a unit. The lamp is provided 
with the usual red light in rear and 
the white light at the side. The 
red lens unscrews, in order that the 











Connecticut Number Bracket Tail 
Lamp 


bulb can be inserted. The exterior 
finish is all black and interior fin- 
ish is white enamel. It is equipped 
with a Tungsten bulb and an off 
and on Ediswan plug. It is a com- 
pact and attractive combination 
rear lamp and license plate holder, 
retailing for $2.50. Manufactured 
by the Connecticut Lamp Co., 1188 
Main street, Bridgeport, Conn. 


Fountain Auto Brush 


A new automobile accessory is a 
Fountain auto brush, made by the 
Sanitax Brush Company of Chicago. 

The Sanitax Fountain auto brush 
offers many advantages over the old 
sponge method of removing mud 
and dirt from the body and running 
gear of automobiles, motorcycles 
and carriages. Attached to any 
ordinary hose nozzle, it provides a 
powerful spray of water directly 
upon the part to be cleaned and ab- 
solutely prevents splashing and 
needless water waste. 

As this spray passes through the 
bristles of the cleaning brush it is 


easy to see that mud and grit can- 
not find lodgment in the bristles, 
consequently when this appliance is 
used there is never the slightest 
danger of scratching, streaking or 
marring the highly polished surface 
of the car. It is said that the new 
brush reduces the labor of cleaning 
an automobile one-half and the sim- 
plicity and ease with which the new 
brush is used, seems to substantiate 
this claim. 

In construction, the new Sanitax 
Fountain auto brush consists of 
two exceedingly simple parts: a 
spray nozzle with fine needle-like 
perforations, which attaches to the 
hose, and a spring brush coil, 
which fits directly over the spray 
nozzle so that the water, when 
turned on, is forced through the 
soft bristles of the brush and tends 
to soften, loosen and float off the 
hardened mud or grit. This opera- 
tion precludes all danger of streak- 
ing and scratching and also insures 
a quick and thorough cleansing of 
the machine. 

Another commendable feature of 
the brush is found in the ease with 





1 


The Sanitax fountain auto brush 


which the spring brush coil can be 
removed. This permits the spray 
nozzle to be used alone as a spray 
when desired—the action of the 
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water being so regulated or concen- 
trated, that dust, mud or hardened 
grit can be literally “floated” off 
with the use of either a sponge or 
chamois skin. 

The new Sanitax Fountain auto 
brush will sell at $3.50. 


Electric Light Bulb Case 


The electric light bulb case meets 
a necessary demand from motorists 
whose cars are electrically lighted. 





Dover bulb box 


It insures the safe carrying of 
extra bulbs on the car and especial- 
ly meets the requirements of tour- 
ists who must go on a tour equipped 
with extra bulbs. In this bulb case 
the bulbs are securely held in place 
by brass springs and a new locking 
device. The base of the lamp is 
simply inserted in the slotted hole, 
the fastening being accomplished 
by pressing down on the brass 
spring, and then turning one-half, 
either right or left, until the pins 
of the lamp lock in the grooves. 
They cannot work loose and are held 
perfectly rigid, although they are 
put in or removed instantly. The 
box is handsomely finished, having 
an automatic spring catch cover. 
It has a capacity for carrying two 
headlight bulbs, two side lights, 
tail and speedometer lights. Its 
construction is of heavy steel, with- 
out a seam. It is made by the Dover 
Stamping & Manufacturing Com- 
pany, Cambridge, Mass. 
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ELECTRIC WARNING SIGNAL 


‘ The Sparton warns! It doesn't make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to ‘‘fit’’ every car 
and every motor boat. 


It doesn't stay in stock. 
Write. 


Prices from $7.00 to $15.00. 


The Sparks-Withington Co. 


Jackson, Michigan, U. S. A. 
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The Bridges Ford Lock 


The Henes Sales Corporation, 
179 West Washington Street, Chi- 
cago, Ill., is distributing a lock de- 








Bridges Ford lock 


signed especially for Ford cars and 
known as the Bridges Ford lock. 

A feature to which especial at- 
tention is directed in this connec- 
tion is that both the crank and 
the engine are locked by this de- 
vice. The crank is pressed back 
into engagement with the engine 
shaft and then locked to the car 
spring, making it impossible to 
start the engine with the crank, or 
by any other means such as revolv- 
ing a rear wheel or pushing the car 
forward, starting on spark when 
equipped with batteries or using a 
starter. 

It does not prevent the car from 
being moved about by hand or 
pushed out of a burning garage. 

The lock is a high grade padlock, 
having a_ special nickeled steel 
shackle just the right length to go 
around the car spring and the 
starting crank when the crank is 
pressed back into engagement with 
the engine shaft. It can be instant- 
ly attached or removed, there being 
no holes to drill and no mutilating 
the car in any way. Two keys are 
supplied with each lock. The retail 
price is $1. 


Stewart Motorcycle 
Speedometer 


The new Stewart motorcycle 
speedometer does away with all the 
troubles that have been experienced 
with former front - wheel - drive 
models. The tremendous vibration 
that the front wheel of the motor- 
cycle received, together with the 
action of the spring fork, was ter- 
rible punishment to a flexible shaft, 
which was formerly used, through 


which the drive of the wheel was 
transmitted to the speedometer. By 
reason of the lower bracket being 
held rigid, all the vibration, shock 
and spring action were transmitted 
to the flexible shaft, resulting in 
endless trouble and breakage. 

However, the Stewart inventors 
have doubtless eliminated all this 
trouble by adopting a solid tube 
driving shaft in place of the flexible 
shaft. Also, instead of the lower 
bearing bracket being held rigid, 
it is now attached only to the front 
wheel axle, the pinion being sus- 
pended in a position on the sprocket 
by means of the rigid, solid tube 
driving shaft. 

As now designed, all the “whip- 
ping” and downward movement of 
the fork is taken up by the bracket 
working free on the axle. Any 
downward movement of the fork 
causes the solid tube to push the 
pinion down slightly on the sprock- 
et. This virtually makes a free con- 
nection and all the vibration and 
springiness that any motorcycle 
undergoes can have absolutely no 
effect upon this new style of solid 
tube driving shaft equipment. 

This type of Stewart motorcycle 
speedometer is furnished with a 
new handle bar clamp _ bracket, 
which allows the speedometer to be 






































Stewart motercycle speedometer 


held in almost any position. Retails 
for $12. Manufactured by the 
Stewart - Warner Speedometer 
Corporation, Chicago, Ill. 

The company also manufactures 
a yrear-wheel-drive motorcycle 
speedometer, which is driven by a 
flexible shaft. This model is desig- 
nated as 101-A and is sold at retail 
for $12. 
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“Gasolock” Prevents 
Automobile Theft 


The automobile is an expensive 
piece of property, as well as easily 
wrecked in the hands of the inex- 








The “Gasolock”’ 


perienced and disinterested oper- 
ator who usually steals it. To pro- 
vide against automobile thieves, 
many devices have been invented 
and manufactured. 

“Gasolock” is one of the latest 
devices placed upon the market. It 
shuts off and locks the fuel supply, 
one of the most practical methods 
in locking a machine. One of the 
features of this device is that it is 
easily and quickly operated from 
the seat. By turning a thumb 
button the supply of gasoline to the 
carburetor is shut off and locked 
until the owner of the key releases 
the mechanism by means of a Yale 
key, no two of which are alike. By 
its use the waste of fuel through a 
flooding carbureter is prevented, 
and in the event of the latter catch- 
ing fire because of a backfire, the 
supply of fuel can instantly be shut 
off, preventing a serious loss. As 
the thumb button is convenient, the 
fuel supply can be closed and locked 
and without having to stoop and 
search for petcocks. The “Gaso- 
lock” is not only neat and compact, 
but is attractively finished. Nickel 
and brass are standard finishes and 
its installation is a simple job. Two 
Yale keys are supplied with each 
lock, and a third key is kept by the 
company, filed away with the own- 
er’s number, so that in case both 
keys are lost a wire or letter will 
bring the extra key without charge 
and by special delivery. It can be 
installed on any car and retails for 
$i0. Manufactured by the Head- 
light Support Company, 1222 Dime 
Bank building, Detroit, Mich. 
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THE GARFORD MANUFACTURING CO. 


The Garford Mfg. Co. The Dean Electric Co. The Dean Electric Co. 
Kansas City, Mo. Los Angeles, Cal. 
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The most popular warning signal in all motordom—best to buy, 
easiest to sell. 


The warning note is of intense volume and will secure the right 
of way under any traffhic.conditions. 


Guaranteed unconditionally by an organization that leads the world in the 
production of Automobile Electric Warning Signals. 


The complete line of GARFORD accessories will make you headquarters to 
motor car, motor boat and motor cycle owners. 


Special Ford REXO II sells to every Ford owner on sight. Price $3.85 com- 
plete. Guaranteed to fit Ford cars. 


MAXO II, the unfailing motor cycle signal. Same construction and high 
grade workmanship as REXO II. Motor cycle owners will accept no other signal 
if MAXO II is for sale in their territory. 


GARFORD Speedometers and Lighting Systems are built to the GARFORD 


standard of quality. They will bring you many new customers. 


Send for catalogue and introductory selling proposition. It will give you a 
new line on Automobile Accessory profits. 


100 OLIVE STREET 


Successors to THE DEAN ELECTRIC CO. 
ELYRIA, OHIO, U. S. A. 
DISTRIBUTORS : 


Seattle, Wash. 
The Sumter Telephone Supply Co., Sumter, S. C. 
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Oil Gauge for Ford Cars 


Most Ford owners have, at some 
time, been confronted with insuf- 
ficient or too much lubrication. Of 
course, either condition works a 
hardship upon the motor. To see 
how much oil there is in the crank 
case of the Ford motor, it is neces- 
sary to get under the car. Very 
often, after filling, the owner for- 
gets to close the stop-cock but rea- 
lizes his error too late. All these 
difficulties can be overcome by 
equipping the Ford car with the 
dash-board oil gauge. This gauge 
is made of the best material, all 
parts being solid brass, the glass 
indicator tube being extra heavy 
and the cork float of an extra large 
size. This gauge looks well on the 
dash-board and can be attached in 
a few minutes. 








Dash-board oil gauge 


is manufactured by Culmer Engi- 
neering Co., 6 Church street, New 
York City. 


Morganbrite Metal 
Polish 


The Morganbrite metal polish is 
made by the automobile specialty 
manufacturers, Morgan Mfg. Com- 
pany, Newport, R. I. Morganbrite 
contains no acid nor grit to injure 
the metal or hands, is of emulsion 
consistency, does not settle and re- 
quires no shaking up. Its color is 
brass (bright yellow) and the cans 
are exceedingly attractive in ap- 
pearance. No paper labels are used, 
the exterior of the cans being litho- 
graphed in four colors, red, yellow, 
tin and black, and directions for 


use are in English, French, German | 


and Spanish. This preparation is 
very speedy in action and gives a 
brilliant and lasting polish. It is 
packed in the company’s exclusive 
“nolisaver” cans, in all popular 
sizes, and retails at from $1.50 for 
the full gallon size, to a 10-cent two- 
ounce size. The company has an 


attractive proposition to submit to 
hardware dealers. 





Retails for $2 and 





“Stickalite’”’ Magnetic 
Trouble Lamp 


The “Stickalite’” magneto trouble 
lamp consists of a six candle-power 
miniature lamp mounted in a me- 





“Stickalite’ magnetic trouble lamp 


tallic tube for proper protection, 
equipped with an electric magnet 
which is said to hold more than 
fifty times the weight of the whole 
device. It can be conveniently car- 
ried in the tool kit or tool box, as 
it weighs only three ounces and 
measures three inches long by one 
inch in diameter. By the use of the 
magnet, the “Stickalite”’ can be 
placed at any angle on steel or iron 
parts of the car and its magnetic 
power holds it there. It is fur- 
nished with ten feet of flexible 
cable, with a candelabra or Ediswan 
single contact or Ediswan double 
contact plug, so that it can be con- 
veniently attached in the socket of 
either the tail light, the side lights 
or the head lights when required. 
Retails for $1 each. Manufactured 
by the Premier Electric Company, 
4039 Ravenswood avenue, Chicago, 
Ill. 


Norleigh - Diamond 
Master Vibrator 


The Norleigh-Diamond master 
vibrator has been placed upon the 
market by Shapleigh Hardware 
Company, St. Louis, Mo. 

Illustration shown herewith is 
No. ND4, made for Ford cars, 
motor boats and all cars that do 

















Norleigh-Diamond master vibrator 
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not have a high tension magneto. 

The addition of the Norleigh- 
Diamond regulates the ignition and 
increases the power. Also increases 
the amount of current that can be 
used for electric lights and makes 
starting on the magneto astonish- 
ingly easy and positively cannot 
stick. 

It will run a Ford car at a snail’s 
pace, yet instantly accelerate to a 
very rapid speed. 

It consumes decidedly less cur- 
rent than the coils, which means 
that the contact points will last 
much longer. 

The company also furnishes them 
with a large kick switch or with a 
Yale lock switch, at a slight addi- 
tional cost. 


The Virtue Foot Tire 
Pump 


The Virtue foot tire pump is 
double acting. For example, on the 
down stroke the air is compressed 














The Virtue foot tire pump 


in a separate chamber and on the 
up stroke it is pumped into the tire 
and simultaneously the cylinder is 
filled with a fresh charge of air. To 
obtain this action it is necessary to 
have valves. In the Virtue pump 
these valves consist of plain leather 
washers. The manufacturer claims 
great ease of operation with this 
pump, stating that a pressure of 
over 200 pounds per square inch 
can be exerted easily with two 
fingers of one hand. The outer cyl- 
inder is made of extra thick tubing, 
to obviate the possibility of dent- 
ing. The lower casting, to which 
are attached the foot rests and 
which contains the flat intake 
washer, is screwed on the cylinder; 
the upper part, containing washer 
No. 3, also unscrews. The whole 
pump can therefore be taken apart 
in a few seconds. Retails for $3 
and is manufactured by The Brown 
Company, Syracuse, N. Y. 














June 11, 1914 





HARDWARE AGE 








A Big Seller 
For Heavy |Cars 


When you have calls 
for an extra strong 
Jack for heavy autos, 
sell our Standard 
Junior No. 2, here 
shown. 


This Jack has an ex- 
tra step, affording a 
wide range of heights 
and practically com- 
bining “2 Jacks in 1.” 
It has great clearance 
and will lift a 2000 
pound load 8 inches, 
if required. Our 
Standard Jacks are 
made in all sizes. We guarantee satisfaction 
to every dealer and user. You'll find them 
good, profitable sellers. 
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Patented 


Send for Catalog and Prices 


National Standard Company 
Niles, Michigan 
Successors to 


COOK’S STANDARD TOOL CO., Kalamazoo, Mich. 




















hd ; yy 
Nip is 





SPLITDORF MAGNETOS 


low and high tension—are made in a wide 
range of models for all manner of work and 
they'll give your motor more power—make 
your motor run smoother and quieter than 
will any other make, and, equipped with one, 
you can always start your engine on a quarter 
turn. 


We'll exchange your present magneto of any 
make on a liberal allowance basis for an up-to- 
the-minute SPLITDORF low or high tension. 


SPLITDORF PLUGS are not experimental—they 
are standard. Known since their first appearance 
as the “common sense plug’ they are exactly that 
—no more and no less. SPLITDORF PLUGS will 
outlast your motor—thousands are rarely removed 
from a cylinder head. There is nothing fanciful 
about them—they are made to endure any 
every strain of ignition put upon them. 


Why not “Stock Up’”’ on a standard article 
always in demand. 


SPLITDORF ELECTRICAL COMPANY 
98 Warren Street NEWARE N. J. 














Prove Profitable to Hardware 
Dealers Because 


They Are Guaranteed 
To Give More Power 


ON LESS GAS 


And To Outlast Any Car 
Retail Prices 


Porcelain “MIKA” 
$1.00 $1.25 


| WRITE FOR OUR OFFER 























TO HARDWARE DEALERS 
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Reflex Porcelain Spark Plugs are made for 
the automobile man who drives his car con- 
stantly the year around. He wants service and 
durability. 

The Spark Plug is so constructed that soot 
and dirt is reflected away from the interior and 
out through the spark gap at every explosion, 
thus preventing short circuiting matter and 
carbon collecting on the sparking points. 

A new Plug or money refunded on any de- 
fective Plug is the Reflex slogan. You can’t go 
wrong. Write for catalogue. 


The Reflex Ignition Co. 


CLEVELAND, OHIO 
Western Sales Agent: C. A. BERGH, Los Angeles 
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NOTES OF THE RETAIL HARDWARE TRADE 


PARLIER, CAL.—W. A. Bloodworth, of Parlier, has sold his 
hardware business to the Eymann Hardware Company. The 
Eymann Company will move into the Bloodworth Building 
and consolidate the two businesses. The stock carried is the 
following: Baseball goods, bathroom fixtures, belting and 
packing, buggy whips, builders’ hardware, building paper, 
churns, cream separators, crockery and glassware, cutlery, 
electrical household specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home: barbers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, tin shop, wagons and 
buggies and washing machines. 

GAINESVILLE, FLA.—The Cash Hardware Store will move 
in the near future to 303 East Main street. 

WeEst PALM BEACH, FLA.—The McGinley Bros. Company 
is erecting a modern reinforced concrete building into which 
they expect to move about September 15. It will be a corner 
building and will have 200 feet of plate glass show windows 
on the ground floor. The company carries the following 
lines: Automobile accessories, baseball 
supplies, buggy whips, builders’ hardware, 
children’s vehicles, churns, crockery and glassware, cut- 
lery, dog collars, dynamite, electrical household’  spe- 
cialties, fishing tackle, furniture department, galvanized 
and tin sheets, gasoline engines, hammocks and tents, 
harness, heavy farm implements, heavy hardware, home bar- 
bers’ supplies, iron beds, kitchen cabinets, kitchen housefur- 
nishings, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, toys and games, wagons 
and buggies, washing machines. 

BARRY, ILL.—The heirs of the late J. B. Watson have sold 
the hardware store to McVay, Nations & Co. Catalogs re- 
quested on wire fence. 

BELLEVILLE, ILL.—The firm of Kircher & Son, for the past 
66 years engaged in the hardware business here have solid it 
to Edwin Vogler and Everett Drayton. The new firm will 
be known as Vogler & Drayton. 

LENA, ILL.—F. L. Crotzer and Peter Seise, who have been 
partners for the last 33 years, have dissolved their business 
connections by mutual consent. Mr. Crotzer retires owing to 
impaired health. Peter Seise, assisted by his son will con- 
tinue the business under his own name. 

ScALES MOUND, ILL.—P. R. Stadel is erecting a store build- 
ing, 26 x 52 feet, of concrete and stucco, two stories and 
basement, with metal roof, and elevator connecting the three 
floors. When completed it will cost about $3500. 

COLUMBIA City, IND.—The S. F. Trembly Company, agri- 
cultural implements, has been incorporated with a capital 
stock of $20,000. The incorporators are Samuel F. Trembly, 
Chas. A. Briggs and Ernest Cotterby. 

GENEVA, IND.—The Pease Hardware Store has been sold to 
Watson & Kuntz. The firm carries the following lines: Bicy- 
cles, buggy whips, builders’ hardware, childrens’ vehicles, 
churns, cream separators, cutlery, dairy supplies, dog collars, 
dynamite, fishing tackle, galvanized and tin sheets, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, paints, oils, varnishes and glass, poul- 
try supplies, pumps, ranges and cook stoves, shelf hardware, 
silverware, sporting goods, wagons and buggies, and washing 
machines. 

BRIGHTON, I1A.—Floyd E. Dunbar has moved his hardware 
business here from Washington. Catalogs requested on the 
following items: Baseball goods, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, crockery and glassware, 
cutlery, dog collars, dynamite, electrical household specialties, 
fishing tackle, furniture department, heating stoves, kitchen 
housefurnishings, mechanics’ tools, oil cloth, poultry supplies, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods, toys and games, washing machines. 

E.uiotrt, Ia.—Reynolds Bros. have sold their hardware 
store to Perryman & Weir. Alexander Weir, of Cumberland, 
and R. H. Perryman, of Dallas Center, are the members of 
the new firm. 

LEON, Ia.—E. W. Hamilton has opened a new implement 
business and will carry the following lines: Automobile ac- 
cessories, belting and packing, buggy whips, building paper, 
creame separators, galvanized and tin sheets, gasoline en- 
gines, hammocks and tents, heavy hardware, lubricating oils, 
poultry supplies, wagons and buggies and washing machines. 
Catalogs requested on buss and dray wagons. 

Marcus, 14.—C. C. Iversen has bought an implement busi- 
ness here. 

Rock Rapips, Ia.—C. A. Nichols has bought the G. N. Mc- 
Farland hardware business and carries the following lines: 
Baseball goods, belting and packing, bicycles, builders’ hard- 
ware, churns, cream separators, cutlery, dog collars, electrical 
household specialties, fishing tackle, furnaces, galvanized and 
tin sheets, gasoline engines, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lubricating 
oils, paints, oils, varnishes and glass, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods, tin 
shop and washing machines. 

WINTERSET, IA.—Danforth & Benson have sold their hard- 
ware business to J. W. Crookshank Sons. The new firm 
will carry the following stock: Bathroom fixtures, builders’ 
hardware churns, cutlery, dog collars, dynamite, fishing 
tackle, furnaces, galvanized and tin sheets, heating stoves, 
heavy hardware, lubricating oils, mechanics’ tools, plumbing 
department, poultry supplies, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods, tin 
shop and washing machines. 

COLDWATER, KAN.—The Coldwater Hardware & Implement 
Company has been incorporated and will take over the Landes 
hardware and implement business. 

FAIRVIEW, KAN.—Louis Miller has bought an implement 
business here and will carry buggy whips, cream separators, 
heavy farm implements, heavy hardware and wagons and 
buggies. 

GARDEN CIiTy, Kan.—The hardware business of the late 
F. Finnup has been sold to Eagleburger & Co. They have 
added new and second hand furniture to the stock which con- 
sists of the following items: Buggy whips, builders’ hard- 
ware, churns, cutlery, dog collars, fishing tacke, furniture de- 
partment, galvanized and tin sheets, heating stoves, home 


goods, bathroom 
building paper, 


barbers’ supplies, iron beds, kitchen cabinets, housefurnish- 
ings, linoleum, lubricating oils, paints, oils, varnishes and 
glass, ranges and cook stoves, refrigerators, shelf hardware, 
silverware and washing machines. Catalogs requested on 
furniture and shelf hardware. 

GARNETT, KAN.—The Vaughn Hutchinson hardware busi- 
ness has been succeeded by J. H. Vaughn. Catalogs requested 
on the following items: Baseball goods, buggy whips, builders’ 
hardware, children’s vehicles, crockery and glassware, cutlery, 
fishing tackle, galvanized and tin sheets, hammocks and tents, 
home barbers’ supplies, kitchen housefurnishings, shelf hard- 
ware, silverware, sporting goods, toys and games. 

LAWRENCE, KAn.—The Evans-Metcalf Implement Company 
has been incorporated with a capital stock of $10,000. The 
incorporators are J. C. Metcalf, W. H. Evans, Martha B. Met- 
calf. J. C. Metcalf is president. 

NARKA, KAan.—C,. L. Ward has sold his stock and building 
to E. L. Thomas. Catalogs requested on the following: Bath- 
room fixtures, children’s vehicles, cutlery, furniture depart- 
ment, hammocks and tents, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, oil cloth, paints, oils, var- 
nishes and glass, refrigerators, sewing machines, silverware, 
sporting goods and toys and games. 

OLSBURG, KAN.—Earl Lohmueller has bought a store here 
and will carry the following lines: Baseball goods, buggy 
whips, builders’ hardware, churns, cream separators, crock- 
ery and glassware, cutlery, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, kitchen housefurnishings, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, poultry supplies, ranges and cook stoves, 
sewing machines, shelf hardware, silverware, wagons and 
buggies, and washing machines. 

HODGENVILLE, Ky.—Read & Son have suffered a fire loss 
amounting to $9,500 fully covered by insurance. Catalogs 
requested on the following items: Bathroom fixtures, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, crockery and glassware, cutlery, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, galvan- 
ized and tin sheets, gasoline engines, lime and cement, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing de- 
partment, poultry supplies, prepared roofing, pumps, refriger- 
ators, sewing machines, shelf hardware, silverware, sporting 
goods, toys and games and washing machines. 

LYNN, Mass.—The P. M. Herron Hardware Company has 
purchased the Collins Hardware store here, one of the largest 
hardware stores in this city. 

PITTSFIELD, MAss.—W. K. Henry and David Johnson, under 
the firm name of Henry & Johnson, have opened a sporting 
= store and carry cutlery, fishing tackle and sporting 
goods. 

GRAND RAPIDS, MicuH.—W. P. Kutsche, 74 years old, who 
has been nearly half a century in the hardware business, has 
retired. The store at 328 Monroe avenue, is now in charge of 
his son, C. H. Kutsche. The firm specialized in mechanics’ 
tools. Mr. Kutsche was the first man in Grand Rapids to 
handle toys. The firm carries the following lines: Bicycles, 
buggy whips, builders’ hardware, building paper, cutlery, dog 
collars, fishing tackle, home barbers’ supplies, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, shelf 
hardware. 

GRAND RAPIDS, Micu.—P. C. Petersen has purchased the 
C. & H. Holmberg sporting goods store. The business is 
wholesale and retail. Catalogs eye on automobile ac- 
cessories, baseball goods, cutlery, dog collars, fishing tackle, 
sporting goods, toys and games. 

ST. CHARLES, MiIcH.—Ray Grimley has opened a hardware, 
miners’ supplies and bicycles store and carries the following 
lines: Automobile accessories, bicycles, buggy whips, builders’ 
hardware, building paper, cutlery, dynamite, fishing tackle, 
gasoline engines, harness, heating stoves, lubricating oils, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, sporting goods and 
washing machines. 

CROOKSTON, MINN.—The A. J. Sauve hardware business 
has been bought by Rasmusson & Laurent Bros., who will 
carry the following lines: Baseball goods, belting and packing, 
bicycles, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, 
dog collars, electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, hammocks and tents, heat- 
ing stoves, heavy hardware, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods, tin shop and washing 
machines. 

GARDEN CIty, MINN.—J. K. Osgood and George John have 
bought the hardware business of Clarence Williams and are 
conducting it under the name of the Garden City Hardware 
Company carrying the following lines: Buggy whips, builders’ 
hardware, children’s vehicles, churns, cream separators, crock- 
ery and glassware, fishing tackle, furnaces, galvanized and 
tin sheets, gasoline engines, harness, heating stoves, heavy 
farm implements, kitchen housefurnishings, paints, oils, var- 
nishes and glass, pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware, sporting goods, wagons 
and buggie, and washing machines. 

NASHWAUK, MINN.—The Nashwauk Hardware Company 
requests catalogs on general hardware. 

NASSAU, MINN.—David Woulfe has bought an implement 
business here and will carry belting and packing, cream sep- 
arators, electrical household specialties, galvanized and tin 
sheets, gasoline engines, heavy farm implements, lubricating 
oils, wagons and buggies and washing machines. 

Sr. CLAIR, MINN.—Wm. B. Leo has opened a hardware 
store under the name of the Leo Hardware Company. Cata- 
logs requested on the following items: Automobile accessories, 
baseball goods, belting and packing, bicycles, builders’ hard- 
ware, children’s vehicles, cream separators, cutlery, dairy sup- 
plies, dog collars, dynamite, fishing tackle, furnaces, galvan- 
ized and tin sheets, heating stoves, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
ranges and cook stoves, sewing machines, sporting goods, tin 
shop and washing machines. 

KANSAS CiTy, Mo.—The Tool Specialty Company, 1110 East 
Fifteenth street, wholesale and retail, requests catalogs on 
tool and automatic supplies. The company also carries 
paints, oils, varnishes and glass, shelf hardware, mechanics’ 
tools and lubricating oils. 
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Help Wanted and 
Business Opportunity 


Advertisements 2c. per 
word—$1.00 minimum 


rate. 


Experienced Help 


in specialized lines of business is always hard to secure. The best way 
to get it is to advertise in publications that these men read. In the hard- 


ware trade, it is HARDWARE AGE. Try it for any kind of hardware 








help. 


Distance is no disadvantage to these classified columns. 
the East meets the West and the North the South, and Uncle Sam is a 


speedy and willing servant. 
There is a good place waiting for a good man, and our assistance in 
bringing the two together is part of the service for which you pay. 


Note: 


In answering ads do not send original letters of reference— 


send a copy, it does just as well. 


Help Wanted 


Help Wanted 


Here 


Business Opportunities 





Original letters of reference should 
not be enclosed with replies to ad- 
verlisements appearing in these col- 
umns as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 
partment stores, hardware dealers, 
instalment houses, premium con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address ‘“‘S. H.,”’ care HARDWARE 
AcE, New York. 





Al SALESMAN by large manufac- 

turer of standard line; valuable ter- 
ritory, with large established trade; 
good opportunity for energetic and 
rogressive man, competent to 
om os the larger furniture and 
hardware trade. Address “‘T. X.,”’ 
care HARDWARE Ace, New York. 








WANTED — By Chicago manu- 
facturer, young man of good ad- 
dress for office work and selling on 
road. Preferably one acquainted 
with wholesale hardware trade. 
State age, experience, references 
and salary wanted. Address “T. 
Z.,” care HarpwareE Ace, New 
York, 


SALESMAN WANTED—By Chi- 
cago manufacturer, young man in 
territory east of Buffalo to call on 
wholesale hardware trade, No com- 
mission men need apply. State age, 
experience, references and _ salary 
wanted. Address “U. A.,” care 
Harpware AcE, New York. 








AN EXCELLENT OPPORTUN- 
ITY is offered salesmen calling on 
the hardware trade to materially 
add to their income, whole -or part 
time; article is approved by S 
Government; we are after wide- 
awake men that can make good; we 
have no time for has beens or 
triflers; our system will make a win- 
ner out of a salesman that will work. 
Address “U. I.,” care HarpWare 
AcE, New York. 





SALESMAN WANTED to handle 
good automobile specialty to dealers 
as side line; good commission paid; 
write us for particulars. St. Charles 
Specialty Mfg. Co., St. Charles, IIl. 





TO ASSIST our present sellin 
organization to quickly cover fiel 
to market a seasonable specialty, we 
can use a number of high grade 
salesmen to sell dealer trade. Pat- 
ented article. Best proposition since 
Gillette razor. Liberal commission. 
The Cleveland Galvanizing Works 
Co., Cleveland, Ohio. 





WANTED—Young man to act as 
head clerk in hardware store in city 
of over fifty thousand, situated in 
New Jersey; must have good knowl- 
edge of builders’ and shel hardware; 
also know how to handle retail trade. 
Good position for one with ability 
and ambition. State age, experience 


and salary expected. dress “*U. 
U., care ARDWARE AcE, New 
ork. 





AGENTS WANTED on _ com- 
mission to sell to Manufacturers, 
Hand and _  Motor-driven Label 
Gumming Machines, Machines for 
spreading gum or pastes on Manu- 
facturers’ Labels. Made in two 
sizes, six and twelve inches, in 
width vee twelve and twenty 
pounds. ddress “‘V. A.,”’’ care 

ARDWARE AGE, New York. 


WE ARE the leading manufac- 
turers in our line and want com- 
petent salesmen to the retail trade 
in all parts of the country. Liberal 
commission. No samples—colored 
photos. Only competent salesmen, 
Address “U. Z.,”’ care HARDWARE 
Ace, New York. 








Situations Wanted 





EXPERIENCED HARDWARE 
CLERK and bookkeeper wants to 
make change to go to larger town 
where position shows chance to grow 
higher; age 25; eight years’ experi- 
ence both in retail hardware and 
bookkeeping; will do either or both; 
can give reference; also am mem- 
ber of Georgia Retail Hardware As- 
sociation. Address W. O. Barrow, 
Bowdon, Ga. 








AN ASSISTANT for busy ex- 
ecutives. Seven years’ experience 
printing, engraving and all forms 
of advertising. Four years with 
hardware exporters. Book-keeper, 
correspondent; knowledge German 
and other languages; age 27; mar- 
ried. ddress “V. D.,” care 
HARDWARE AcE, New York. 


FOR SALE—Reliable hardware 
business in principal business thor- 
oughfare, established since 1878; up- 
to-date building in every respect; 
located in Reading, Pennsylvania; 
population over one hundred thou- 
sand; ill health reason for retiring. 
Address “P. T.,” care HARDWARE 
Ace, New York. 





FOR SALE in Massachusetts. 
Long established Hardware store. 
Splendid location in centre of <eiail 
district. Stock comprises tools, cut- 
lery, shelf and builders’ hardware. 
Cash price $25,000.00. Just the op- 
portunity for one or two experi- 
enced men. Sickness reason for 
selling. Address “U. D.,” 
Harpware AcE, New York. 


care 





FOR SALE—Oue 580 account 
McCaskey account system, as good 
as new; $75 will buy it if taken at 
once, Address H. Hoffmann, Har- 
ian, Iowa. 





FOR RENT—Exceptional office 
space in modern building in heari 
of hardware district on same floor 
with local office of prominent manu- 
facturer. Bargain to right people. 
Address “R. f” care HARDWARE 
Acer, New York. 





WANTED—One of the best 
pested men in the country wants 
a position to sell general and build- 
ers’ hardware; also housefurnish- 
ing goods in wholesale or retail 
store. Address “V. F.,” care 
HARDWARE AcE, New York. 





Advertising Manager 


of 
Initiative and Executive 
Training 


seeks connection with an enter- 
prising company 

Has had 20 years’ continuous ex- 
perience in the printing, publishing 
and advertising business, is a cre- 
ator of ideas in printing and adver- 
tising and has always produced 
highly profitable results. Old enough 
to form business-producing plans and 
policies, and young enough to put 
plenty of ‘‘punch’’ and persuasive 
selling argument Will 
connect only with a big concern 
that formulates annually a set policy 
concerning its advertising. Address 
““U. C.,’"’ Harpware Acs, New York. 











IF YOU ARE DESIROUS of 
buying, selling or exchanging a 
stock of hardware we can be of 
great service to you on account of 
our intimate knowledge of these mat- 
ters in every section of the United 
States. Address “H. B. G.,” 
HARDWARE AGE, New York. 


care 





CASH FOR YOUR BUSINESS 
OR REAL ESTATE—I bring buy- 
ers and sellers together. No matter 
where located, if you want to buy, 
sell or exchange any kind of prop- 
erty or business anywhere at any 
price, write me. Established 1881. 
References. Address Frank 
Cleveland, Real Estate Expert, 2166 
_ Express Building, Chicago, 








$5,000 WILL BUY stock and fix- 
tures of Fuller Hardware Co., Fitch- 
burg, Mass.; best location in city of 
38,000 people; business last year 
$42,000. 


EXCHANGE, RANCH FOR 
HARDWARE—2,400 acre improved 
ranch in exchange for good hard- 
ware and furniture; located in South 
Missouri, where winters are mild, 
and stock flourishes; all fenced, 
rood barns and living water; pasture 
for several hundred head close to 
good market. For full information 
address “U. M.,” care HarpWARE 
Acre, New York. 





4950 ACRES unimproved grazing 
land in Southern Missouri in ex- 
change for hardware: good water 
and grass; close to shipping point; 
terms reasonable. “U. N.,” care 
HarpwareE Ace, New York. 





eg| New York C 


MANUFACTURERS’ AGENT 
desires lines of merit in hardware or 
plumbers’ specialties on commission 
basis. Address “U. S.,” care Harp- 
WARE AGE, New York. 





FOR SALE—Concrete and mortar 
mixers of all kinds, batch or con- 
tinuous, new or secord hand; what 
is your preference? Warehouses in 
all principal cities. Also cement 
block and brick machines, any kind. 
Real bargains. Concrete Mixer & 
Machinery Exchange, 29 Broadway, 
ity. 





FOR SALE—Stock and fixtures 
hardware store in manufactur- 
ing town of 15,000 inhabitants, and 
also having a large rural popula- 
tion to draw from. Five large rail- 
roads and different trolley lines. 
An old established stand. Excel- 
lent business opportunity. Must be 
cold. Inquire of O. D. McConnell, 
Assignee of E. J. Cox, 94 South 
Main Street, Phillipsburg, N. J. 








_ FOR SALE—Reliable hardware 
in a good Iowa town of 5,000 in- 
habitants; only two hardwares 
here: doing a $30,000 business 
annually, and can be _ increased: 
best of reason for selling. Ad- 
dress “V .»’ HARDWARE AGE, 
New York. 

FOR SALE—Good hardware 
business located in fast growing 
section of city, near ew York: 
will invoice about $3,000. Address 
V ~y «6. care ~Harpware AGE, 





New York. 








Situations Wanted 


2c. per word—50c. min- 
imum. 


Display rates on request. 


Business Opportunities 





TO RENT—On Warren St.— 
between West Broadway and 
Greenwich St., preferably in the 
hardware line. We offer all or 
portion of a basement for storage 
purposes, with electric elevator 


from the street, and office space 
on store floor. Can also furnish 
stenographic and shipping service. 

dress “V *” care HARDWARE 
AcE, New York. 





HARDWARE OPENING—Best 
location in Wichita, Kan.,_ for 
hardware store, main street, room 
25 x 130 ft., well lighted. A good 
chance .for you to get a good 
start in the best city in Kansas; 
Pop., 65,000. Address J. Ed. 
Petrie, Wichita. 





MANUACTURERS, ATT EN- 
TION — Experienced and reliable 
hardware man wishes to arrange 
to act as direct representative 
(Milwaukee, Wis.) for manufac- 
turers of hardware and specialties; 
such lines as go well with hard- 
ware. Would consider some in- 
vestment for the equipment of 
office and room for carrying stock 
of merchandise if proposition war- 
rants. Address “V. G.,” care 
HarpwarE AcE, New York. 





WANTED — An experienced 
hardware man to invest $5,000 in 
one of the most up to date hard- 
ware stores in Oklahoma. Must 
be able to take charge and run the 
business. Good _ salary’ allowed. 
Address “‘V. H.,’’ care HARDWARE 
Ace, New York. 





WANTED—To hear from owner 
of good hardware or implement 
business for sale. Have unexcelled 
facilities for making quick, cash 
sales. Send full particulars and 
lowest cash price. If you wish to 
buy a hardware store or good busi- 
ness, send for free copy “‘Western 
Salesman,” Western Sales Agency, 
Minneapolis, Minn. 





FOR SALE—Stock of hardware 
stores and harness; invoice $10,000; 
town 25,000, central Indiana; fine 
location. Address ‘“‘V. care 
HarpwarE AcE, New York. 


When You 
Need Men 


consult the Opportunity Ex- 
change of the Hardware 
Age—men—the right kind 
—are always open for 
opportunities to advance 
themselves. Do you want 
the ambitious kind — the 
kind that can do things? 


50 words at one dollar 
per insertion will put you 
in touch with such men. 








Opportunity 
Exchange Dept. 


The Hardware Age 
239 W. 39th St., New York 
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A Man 
Market 





Men of brains; men of initia- 





tive; men of energy, selling 
ability, capital, executive ability— 
these are the sort of men you can 


reach through the “Opportunity 
Exchange” of _ HARDWARE 
AGE. 


It is the market place for op- 
portunities in the hardware 
field; it commands the attention 
of the “cream” of hardware men. 
Your story in a fifty-word ad. will 
reach these men at a cost of only 


one dollar, and youll find it a 


most profitable short-cut to results. 














'}Safeguards 
| the interests 
|| of thousands - 
‘lof file users 

| | everywhere. 

|} Is the only 

|| Line of Files 
| from 3 to 24 
[inches that [ez 
|] are made ab- Bez 
|| solutely of 


Delta File » the 
| all-round lendess. 


and leave 


_[>—the quality Bee 
an «i temper : 











| § them, write us 
| direct. 


| | New York Office: 260 West St. 





This 


| Trade Mark 





DELTA 





—wy 










Crucible § Z : 
Steel pe 


They cut 
clean and —_ 


smooth finish Pa $ 


ensure dur- eee 


_Jability and Baz 


economy. 


There is a shape 
and size to meet 
the requirement of 
every file user. 


Give them a 
trial — they 
speak for them- 
selves. 


This cut illustrates 
our Half Round 


machinist, having 
one flat side and 
one half round 
side which shape 
fills most require- 
ments in filing. It 
tapers from 1% in. 
a at -3 
of the length to 
5 in. at the point 
on a 14 in., the 
most useful le —_— 
for bearings f! 
1™% in. up and any 
concave surface 


Look for the 
“Delta” trade 
mark, when plac- 

ing your ne or ma 
der—it’s a 

ente ee of ae ral 
tion. 


If your jobber 
does not sell 


FILES 
OF 


QUALITY, 





Delta File Works 


Philadelphia, Pa. 


Chicago Office: 62 E. Lake St. 
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Don’t You Want 
Some of the 
Boy Scout Trade? 


TE n fi vit CUUUUAAEOUAUOAUEODEAGOALGAEUEDEAEGUEATAEUEAAAEOAUGAUOEUAAEUA EOLA EEA EEE EA ES 











Po UU 


The Boy Scouts are out in the open now. They are put- 
ting their old knowledge to practical use, and acquiring 
much new knowledge. Their camps are dotting the 
country in all directions. These camps as well as their 
other pursuits call for the use of numerous tools. For 


VUUUOVDRDAATOADEDEOOPOOOUDUEROGOOD EDAD OUOOOED ODEO NOOO OOOH AE 


that reason 


The Disston Handy Saw Kit Should Be in the 
Equipment of Every Patrol 


a j The Disston Handy Saw Kit comprises from three to six 
blades, according to the Kit purchased, one handle, and 
canvas case. These blades, which are enumerated in the 
sets listed below, are adjustable to the handle by means 
of a special lever device. When adjusted this holds any 


No. 101 
SIX BLADE SET 






































5 


i 


5 te ee fe. dengan .a one of the blades absolutely rigid, while the special for- : 
E Plumbers’ Saw Blade......... 18” mation of the butt of the blades prevents any change of z 
= Pruning Saw Blade........... 16” “+ = 
= Compass Saw Blade.......... 14” position. = 
= Keyhole Saw Blade.......... 12” The lever bolt is so arranged that it will not interfere = 
= Adjustable Handle ; ; = 
= with the working of the saw. Handle is hardwood, carved = 
= No. 102 , a" . : = 
= and polished, and containing the special lever device. = 
= etetereene: ieaid The blades are of Disston Crucible Saw Steel, carefully = 
= Cross-cut Saw Blade, 10 point. .20” . ; = 
: (na oa ing a elma > hardened and tempered, and fully up to the high stan : 
= Plumbers’ Saw Blade ......... 18” dard which has made Disston Saws famous throughout = 
= Compass Saw Blade.......... 14” = 
= Keyhole Saw Blade .......... 2” the world. = 
= Adjustable Handle The Plumbers’ Saw Blade is specially tempered for cutting nails, = 
= No. 103 spikes, bolts, gas pipe, soil pipe, etc. Below is shown the No. 101 = 
= Six Blade Set, with adjustable handle and case. This case is of = 
z FIVE BLADE SET durable canvas, with strong leather bound edge, and separate E 
2 Cross-cut Saw Blade, 10 point. .20” compartments for each blade, and a special pocket for the handle, = 
= Rip Saw Blade, 7 point....... 20” making the set convenient and light to carry. = 
= Pruning Saw Blade........... 16” annumem . = 
= Compass Saw Blade.......... 14” = 
= Keyhole Saw Blade .......... ia” = 
2 Adjustable Handle FREE = 
= ; No. 104 : 
E FOUR BLADE SET Show : 
2 Cross-cut Saw Blade, 10 point. .20” Cards : 
= Rip Saw Blade, 7 point....... 20” z 
2 Compass Saw Blade.......... 14” and = 
= Keyhole Saw Blade........... 12” , = 
3 Adjustable Handle Circulars = 
= No. 105 to help : 
2 THREE BLADE SET 3 
you sell : 
= Cross-cut Saw Blade, 10 point. .20” = 
= Rip Saw Blade, 7 point....... 20” them = 
= Compass Saw Blade.......... 14” = 
= Adjustable Handle : 
2 = - . 5 H SELLUGGROSUGEREGERSRGGCERCREERRERSELA TES E 
: Henry Disston & Sons, Inc. : 
2 _ Established = 
= Keystone Saw, Tool, Steel and File Works 1840 : 
E Registered Philadelphia, U. S. A. 5 
= U. S. Pat. Off. = 
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t 


Send 


or 
Prices 


today. 420 Cherry St. 


Tue RAPID VACUUM 
~ WWASHERW 


+ de 

he 
rubbing it in. 

STEW  ART- SKINNER CO. 


Ar’ 








patent 


Made of Zine and Will Not Rast 
This washer sells because with it the 

housewife can instantly convert her own sta- 

tionary, wooden or metal tub into a complete 

washing machine. 

It does not wear or tear P 

clothes, but cleans 


It _ the dirt out instead of 


Worcester, Mass. 
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THE GILMAN 
Folding Pocket Lunch Box 





OPEN “| 





These boxes are & 
great convenience for 
carrying dinner or lunch 
and for picnic parties. 
They can be _ instantly 
folded when empty and 
carried home in_ the 
pocket. 

They are thoroughly 
waterproof, antiseptic and 
sanitary. 


We manufacture 
cheaper ,, Stade called 
“Shut-up.’ 

Both sell quickly— 


they are a _ necessity. 
Write for prices and cat- 
alog. 


FOLD 
HAMPDEN TOY CO., Westfield, Mass. 














White 


Brings Smiles 





WHITE MOP WRINGER CO. 
FULTONVILLE, N. Y. 


Mop Wringer 


To the user and to 
the dealer _ selling 
them. The best made. 
Has seven __ distinct 
selling features. In 
ten different sizes. 
Genuine has our spe- 
cial trade-mark. Look 
for it. Write for par- 
ticulars. 











Perfection Extension Ladders 
‘‘The One Man Ladder” 


Lightest and strongest ladder 





Store, 237 Arch St. 


made, 


averaging only two 


pounds to the foot. 
Sides made of the best quality 


spruce 
rungs. 


lumber with hickory 
Fittings of the best 


malleable iron. 

Write for prices and our Gen- 
eral Catalog of Tinners’ Hard- 
ware and Roofers’ Supplies. 


BERGER BROS. CO. 


Office. 
Warerooms and Factory, 100 to 114 Bread St, 


229-231 Arch Street 


PHILADELPHIA 














GY 


Tins | iff 


The Mail Order Bugaboo 


does mot worry the 
dealer who specializes the 
QUEEN WASHER. He 
can easily convince the 
buyer of the greater 


"| | j money value in this ma- 


oe haa 


Patented 


J. H. KNOLL, 





chine. It’s so different, 
simple, easy, durable. Full 
of good talking points— 
selling points. 
Hand or Water Power. 
Get Samples and be 
convinced. 


135 Maple Street, 
Reading, Pa. 

















“Acme 


Bed Caster 


The 
’ Metallic 


The ‘‘Acme”’ is a ballbear- 
ing caster—it is always ready 


to roll 


in any direction. 


‘‘Acmes”’ are made in brass, 


nickel, or galvanized 
any 
Enameled Bed Post. 
‘‘Acme”’ 


will fit 





finish— 
size Brass or 
All 
casters are packed 


one set in a box. 
Send for catalogue and let 
us quote prices. 


The Schatz Mfg. Co. 


POUGHKEEPSIE, N. Y. 


Agents: 


J. ©. McCart 
29 Murray S&St., 


& Co. 
. C. 

















AUTOMATIC CHARACTER 


i anodes of wi - 
ae of w 
have 





ts to be in business a long time and wants to 
hic ch aa =  e be ashamed in after years will 
tion 


THE AUTOMATIC 


We represent that,. considering Simplici 
Mechanical Operation, terials . Work. 
Efficiency, 


manship, Prem aval b 
and Safety, this washing machine will 
score 100%. 


And we sell it with the distinct under- 
standing that unless the machine proves 
to be as represented, it may be returned 
at our expense. 


ay In power and as sare also in bench 


Special _ 


one rinted am telli on about 
Bulletin 99), 


a hy at ook 
will ask 





Automatic Electric Washer Co., Inc. Newton, Iowa 











ANY questions 
are settled ev- 
ery week thru 

the Opportunity 
Exchange of the 
Hardware Age. 
Firms get the men 
they want — men 
obtain the positions 
they are after— 
stores are bought 
and sold—agencies 
are acquired-—capi- 
tal is invested— 
side lines are given 
salesmen—al] at a 





very economical ex- 
penditure. 

In fact the cost for 
this service is noth- 
ing in proportion te 
the services ren 

ed. Let’s tell you 
all about this de 
partment. You will 
find the information 
really worth while. 
Tell us — prob- 
lem—we'll try and 
solve it. Hardware 


Age Oppe 
Exchange, 239 
39th St., N. Y. 
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ADOLPH KASTOR & BROS. 
109 & 111 Duane Street, New York 


MANUFACTURERS AND IMPORTERS OF 


CUTLERY 


SOLE AGENTS: 


W. H. MORLEY & SONS 
Imported Pocket Knives, Scissors and Razors 
WADE & BUTCHER’S Celebrated Razors 
THOMAS WILSON, Butcher Knives 
CAMILLUS CUTLERY COMPANY’S 
American Pocket Knives 


WE SELL TO THE JOBBING TRADE ONLY 














BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 


shelving 


Send for catalog giving full 
description and prices. 


THE BICYCLE STEP 
LADDER COMPANY 


62 West 7g rh 
CHICAGO, . 
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MILBRADT LADDERS 


will pay for them- 








selves in a short 
time by enabling 
you to wait on 
more trade, save 
the wear and tear 
on your fixtures 
and goods, as well 
as bring the ap- 
pearance of your 
store up to date. 


Write for cata- 
logue showing a 
large number of 
styles suitable for 
all kinds of shelv- 
ing. 


Milbradt Mfg. Co. 


2410 N. 10th St. 
ST. LOUIS, MO. 











SLOYD | 


SHOE 

KITCHEN OYSTER 
PRUNING RUBBER 
PAPER PATTERN 
HANGERS’ MAKERS’ 








ROBERT MURPHY’S SONS CO., AYER, MASS. 














American Steel & Wire Co. 


MANUFACTURERS OF 





Telephone and Telegraph 
Wire. Electrical Wires of 
every description. 





NEW YORK 
PITTSBURGH 


CHICAGO 
CLEVELAND 











SELL ON SIGHT 


LUTHER 
“Best Maide’’ 


Tool Grinders 


Well advertised, handy, light- 
running, pay handsome profits. 
Write for Dealer’s Offer. 









LUTHER GRINDER MFG. CO., 964 Point St., Milwaukee. Wis. 

















CASH IN ON THE}‘‘STAR HEEL PLATES”’ 


Profits—more of ‘em—easier-to-get profits—if you only 
cash in on the “Star Heel Plates.’’ 





Right now—in your community —there’s a big demand 
for “Star Heel Plates.”’ 

“Star Heel Plates’’ build up your trade and satisfy 
your customers, so insist on “Star Heel Plates’’ if you 
want plates of highest quality. 


™® STAR HEEL PLATE CO., Louis Sacks, Prop. 
Hamburg Place, nr. Ave. L Newark, N. J., U. S. A. 











HARDWARE 


SHELF BOXES 


For the 
Retail 
Trade 


Send for 
Price List 


101 Warren Street 
New! York 





THE A.H.GREEN CO., 
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A bicycle is out of 
commission with- 


. out Tires 


Why not have a good bicycle 
by equipping it with the best 
tires made? The very hardest 
riders pronounce the EVER- 
LASTER the best. KE has 
heavy fabric, fine white rub- 
ber, heavy Studded Non-Skid 
Tread. Ask your dealer. 


MANUFACTURED BY 


Kokomo Rubber Company 
KOKOMO, IND. 
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mugertat Lawn Edge Trimmer 


See how t works, Note — gee 
a No moving part parts, Very durable Price ip ri 
_ Most jobbers will supply you. If your’s wee - a 


IMPERIAL BIT AND SNAP CO., 


Racine, Wis. 




















Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 








(GALVANIZED 
Steel Hose Clamps 


are Better in Appearance, 
in Durability, in Price. 


Ask your Jobber or write us 
(Dept. H) for free sample. 





Fig. No. 1923 
(Patent Applied For) 


W. D. ALLEN MFG. CO. 


133-135 West Lake Street, CHICAGO 
Manufacturers of Lawn Sprinklers and Hose Brass Goods 




















GOOD SPARK PLUGS 


Standard Types—Porcelain and Mica 


Aia Conical type porcelains—best mica in- 
xX sulation. on-corrosive sparking 


points. Will not burn up. 
Starts a cold engine with half the 





Meteor usual labor. Cleans itself with every 
explosion. Strong, simple for power- 
ful engines. 

F rd Special 4-inch plug—extra long body. 

0 All up-to-date dealers carry these 


spark plugs in stock. 


Star Specialty Co., 


227 W. Erie Street 
CHICAGO, ILL. 








THE DAY AFTER 


Washday 
used to be a 
day of misery 
for Milady of 
the House. 

But nowa- 
days the Hill 
ites Dryer has 
solved the clothes-hanging oribiem —folks just 
hang things on the Hill. 
Write At Once 


HILL DRYER CO., 316 Park Avenue 
WORCESTER, MASS. 





























The Townsend Wire 
Stretcher gives better 
satisfaction than any 
other stretcher. For 
woven wire, piain 
twisted and barbed 
wire fencing it is light 
and works quickly. 
Jhe parts are of mal- 
leable iron, with two 
steel grips riveted in 
where the stretcher 
grasps the wire. Ask 
your jobber for them. 
Write for circulars. 





The Townsend Wire Stretcher 
F. J. Townsend, Painted Post, N. Y. 








“Guaranteed Perfection” 


‘— (CQOBBLER SETS 
—— AND 


LASTS and STANDS 


A strictly high-grade guaran- 
teed line which you can sell 
at a popular price. Lasts and 
Stahds made of Semi-Steel, 
giving you the required 
strength and weight at 257% 
less than the cost of 
malleable. day for = 
catalog and prices; also 
Corn Shellers, Grist Mills, 
Riveting Machines, Heel 
Plates, ete. 


The Root-Heath 
Mfg. Co. 


PLYMOUTH, OHIO 


—_ tin 
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American Steel & Wire Co. 


MANUFACTURERS OF 


Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting. 











NEW YORK 
PITTSBURGH 


CHICAGO 
CLEVELAND 





Newtype Electric Searchlight 


Price $9.00 
Complete 
with 
Brackets 
and 
Wiring 





This powerful searchlight can be turned in all direc- 
tions and will stay locked wherever set without ad- 
justment. Can be instantly attached to any car by 
driver. Special Ford type allows use of electric and 
gas lamps. 


THE WOOD MFG. CO. Fairfield, Conn. 
Hardware Dealers Selected as Representatives. 

















TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER 





All other manufacturers now make Ball-bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. Townsend & Co., Orange, N. J. 














SATISFACTION 


FOR YOUR CUSTOMERS 


BIG PROFITS 


FOR YOURSELF 


rate SIMPLEX mt 


Reg. U. S. Pat. Office 


ROOFING NAILS 


Have four tirnes the head area of ordi- 
nary roofing nails—and head area is 
the all important point in laying pre- 
pared roofing or sheathing. 

Don’t buy prepared roofing unless 
Simplex Nails are packed in the rolls. 
FREE Samples and Circular on re- 
quest. 

H. B. SHERMAN MFG. CO. 

BATTLE CREEK MICHIGAN 





















, Your Ovieionie 


YOU CAN MEND 


Leaky kettles, pans, wash boilers, hot 
water tanks, auto radiators, gutters, 
conductors, etc., with 


s HOLLENBECK’S METAL COURT PLASTER 
Takes only a minute, and is so simple anyone can do it. 
A 25c PACKAGE WILL SAVE MANY DOLLARS. 
SEND TO-DAY, Coin or Stamps 


. WE RATHER PAY SALESMEN GOOD MONEY ON LIVE SIDE 
LINE, THAN SLEEPY EDITORS. 


WRITE FOR PROPOSITION. 


THE GARDINER SPECIALTY COMPANY 
4533 PAYNE AVENUE CLEVELAND, OHIO. 





Made with either Metal 
Hood or Glass Top. 

Built on scientific prin- 
ciples. 

Mechanically perfect. 

Made in a great variety 
of sizes suitable for pri- 
vate dwelling or the larg- 
est factory. 


Write for catalog. 


THE BERGER MFG. CO. 
CANTON, OHIO 




















Maybe You Think There Isn’t Money in 
Handling Harris Stanchions and Stalls 


Get a few in- 
stalled in your 
territory. They 
will draw you 
a lot of good 
sr bstan tial 
farm trade. 
All _ inquiries 
handed over to 
dealers. 

The public now 
demand a sani- 
tary dairy. Get 
your share of 








at eet The Harris Mfg. Co., Salem,’ Ohio 


folders to Stall Dept. 





Copper 
Milk Can 
Letters and 
Figures 
13s" High 
Tinned 


on Back 
Cuts Actual Size 


TI 


il 
Ah 





Made of very thin copper and used for soldering onto 

milk cans or other tinned surfaces. Can be soldered 

on securely by placing the tinned side on any clean, 

tinned surface and passing a hot iron over the face. 
Sample and Catalog 25H on Request. 


Niagara Falls Metal Stamping Works 


Niagara Falls, N. Y., U. S. A. S-80 
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The Rittenhouse 
Mole Trap 


We do not hesitate to herald the Ritten- 
house Mole Trap as the Simplest, Safest and 
Surest on the market. 

It is made of all steel and heavily tinned, 
giving it durability. The spears are of 
spring steel and not as heavy as those made 
of soft steel which enables it to pierce a 
mole more easily. Self-setting. No danger 
of going off unless trigger is touched. 

We have a very attractive proposition to 
offer. Write for it. 


J. F. RITTENHOUSE 


Manufacturer of Seeders, Fly Traps and Mole Traps 
Liberty Mills Indiana 

















Straight Away Lawn Sprinkler 





of the hose. Can be held in the hand for 
sprinkling flowers. Write for our gen- 
eral catalogue. 


New York Office: J. M. Sherwood, 168 Church St. 
Stuber & Kuck, Peoria, III. 











me 


“Sterling” Loop Snaps 





Aluminized Flat Steel Spring—Pressed Steel 
Tongue. Combined in the ‘‘Sterling’’ are many meritorious 
features, viz.: Price—Quality—Strength—Neatness and 
Security—In these it is the “PEER” of any. 
The Loop is extra wide and strong, suitable for heavy double 
straps and the hook will take extra large ring. No. 34— 
Made in All Sizes and Finishes. 


COVERT MEG. CO., Troy, N. Y. 














THE PEN DAR CONSUMER 
A NEW AND SAFE IDEA 


Made entirely of Galvanized 
Wire and Iron, almost inde- 
structible, used for BURN- 
ING WASTE PAPER and 
other combustible material; 
also a neat Basket for Waste 
Paper, Leaves, etc. The 
burning of any material or 
waste has a Cyclonic effect, 
as the open mesh allows of a 
perfect draft from all sides. 


Made in four (4) sizes. 


Send for description and 
prices. 


Pennsylvania Wire Works 
Edward Darby & Sons Co., Inc. 
235 Arch Street, Philadelphia, Pa. 











American Steel & Wire Co. 


MANUFACTURERS OF 


American & Griswold 


BALE TIES 


NEW YORK 
PITTSBURGH 





CHICAGO 
CLEVELAND 











Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn,, U.S.A. 
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Protect Your Own Reputation 


G &x B' 


CEIVEN yAccis elisa mb (canter 


always gives satisfaction, which is a guar 
antee to the dealer. that he~ will have no 
“come backs’ if he handles wire nettings 
el amelth a set-veltiicteathacs 

The Gilbert & Bennett Manufacturing Co. 
(Georgetown, ‘onn New. Yr ( hicago b City 


. al a 
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SAN ITARY 


as necessary as 
pers plumbing. 


Enametile 


is the best and most san- 
itary wall. Is made of 
metal enameled. Like 
ceramic tile, but better 
because lighter; does not 
erack and costs about % 
' a8 much. Hard to detect 

difference. Plates hedded 
in cement; no lap joints, 
no nails. Endless variety 
= 5 patterns, colorings and 
size 


Write for ART PORT- 
FOLIO showing Enametile 
in colors, and Metal Ceil- 
ing Catal og — pat- 
erns or a urposes. 
FREE! “ 


N. YY. METAL CEILING CoO. 
543, &c., VW. 24th St. New York City 














CARY’S SUPERIOR 
METAL JOINT FASTENERS 


Warranted satisfactory in every respect. They are given the 
preference for their uniform high grade quality and finish. 
Made ir many widths and with any number of 
corrugations desired. 


Divergent 
and 
Parallel 
Corrugations 





SAW EDGE PLAIN EDGE 


Packed in cartons of §00 and 1000 and in bulk. Put up in 
coils, wound right-hand and left, and with straight tae s 
for use in Automatic Driving Machines. 


Largest Stocks Always on Hand—Immediate Sidibenent 
ANHATTAN BRIDGE PLAZA 
Cary Mfg. Co., MANHGORLYN NY 

















Caldwell Sash Balance 


@ Does away with weights 
and cords, and is VASTLY 
more durable. 


@ Makes sashes work per- 
fectly. 


@ Permits greater window 
space in new work, as box 
frames are not necessary. 


@ May be applied to old 
windows without altering 
sashes or frames. 


@ Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 








American Steel & Wire Co. 


MANUFACTURERS OF 





Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





CHICAGO 
CLEVELAND 


NEW YORK 
PITTSBURGH 




























UFKIN Measerine 


NAVE BEEK ON THE MARKET FOR YEARS. 





There are 


more of them an unequaled 
in use than 


ALL other oo @ reputation for 
makes. tne ACCURACY 


They have 


=a a ARE UNQU So gpaciog BY EVERYONE 
LINE OF GOODS 


me [urvay Prune C @ SINEW YORK 





Bur - Nor 


Screen Door 
Catches’ wher- 
ever shown have 
proven quick, easy, 
profitable sellers. 

The added secu- 
rity of the strong 
locking egy 

ment appeais to 
mates every householder. 
Handily packed for your convenience. 
May we send prices and circulars to-day? 


BURGESS-NORTON MFG. CO. 


Geneva, Illinois 





EVERY CAR AND TRUCK USER NEEDS 














DIXON’S 
TRANSMISSION 


and 
DIFFERENTIAL 


Grease No. 677 


=i Push it to your motor 


oe i 2 trade 
= Made in Jersey City, N. J. 


by the 
Joseph ; al Crucible Co. 


| 

















zy Satisfied 


Customers 


Profitable 


Sales 


Our bits and braces have been accepted as standard 
by the finest woodworkers for over fifty years. Bits 
for every purpose—auger bits, dow.!1 bits, car bits, 
machine Tits, etc. 
Send for booklet. 


Russell Jennin ings } Mfg.Co. 


Chester, 21-132 
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American Steel & Wire Co. 


MANUFACTURERS OF 





American Wire Rope 
and Aerial Tramways. 








NO KEYS 


Merely Press the Buttons 


Notice the buttons numbered 
from I to 8. Eight buttons are 
on each side, any of which may 
be included in a combination. 
Padlocks are set on different 
combinations, and as more 
than 40,000 are possible, each 
purchaser is assured of a com- 
bination known only to himself. 
Send $1.00 for Sample The No-Key Padlock is made of 
Lock and Proposition solid brass and bronze without 

to Dealers a bit of iron or steel to rust out. 
‘ It will last a lifetime. Made in 
one size only—weight 5% ounces. 


The Edwards Mfg. Co., “‘The Sheet Metal Folks” 


510-520 Eggleston Avenue » Cincinnati, Ohio 































CHICAGO NEW YORK 

CLEVELAND PITTSBURGH 
ARMSTRONG 
COMBINATION 


PIPE KIT 

1 No. 2 STOCK%-1IR 
WITH BARD 
BUSHING. 

1 PIPE CUTTER. 

1 JUNIOR VISE. 

1 STILLSON 
WRENCH. 


PUT UP IN HARD 
WOOD CASE, 





Manufactured by 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 
NEW YORK 








C. G. HUSSEY & CO. 


Pittsburgh Copper and Brass Rolling Mills 
“i ime” Fil toownut, PA; 


AND OFFICE 
MANUFACTURERS 


Sheet Copper, Bottoms, Roll Copper, 
Tinned and Polished Copper Nails, 
Spikes, Rivets, Conductor Pipes, Eaves 
Trough, Elbows, Shoes, Mitres, Etc. 


Branch Warehouses in 
New York, Chicago, St. Louis and San Francisco 
























GOODELL “ix° 


Made of STEEL Cannot Break 
First in Quality and —— 


Automatic stops 
for holding up 
saw. Corrugated 
backs. Graduated 
Gauge for dupli- 
cate cuts and 
many other fea- 
tures. Ask your 
jobber, or write 
us for Circular E 
and prices. 


Greenfield, Mass. 





GOODELL MFG. CO., 








Eureka Copper Hammers 


are sure sellers 
to machinists 
and engineers, 
because supe- 
rior to steel 
hammers for 
man uses. 
Will drive work 
to place without 
marring. Fur- 
nished with or 
without handles. Sizes: 1 to 16 lb. Let us supply 
vou direct. Circular and Trade prices sent on re- 
quest. 


The Eureka Company 
NORTH EAST, PA, 



































GENUINE 
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BUY THE 





7oomz ARROWARHE ADS 


COMBINATION SET OF ae No. 131 
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Send for Circular ‘D’ C. E. JENNINGS & CO., NEW YORK 

















BSOLUTE protection from the ele- 
with Cortright Metal Shingles. 


snow or rain, spark or ember can pene- 
trate. 


CORTRIGHT METAL SHINGLES 


have all the virtues of other roofings 
with none of their defects. They last in- 
— and never need repairs. 

Let send you letters from as ny 
} aoe Mam telling of their success. 

ligation, so write now. 


Cortright Metal Roofing Co. 
Philadelphia and Chicago. 





ments is assured the house roofed ff 





They interlock and overlap so that no & ; f/ 
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AXES 


The “Axe 
Through 
Iron’’ is the 
best made. 


MANUFACTURED BY 
ROMER AXE CO. 


DUNKIRK, N. Y. 
Write for Catalogue 














The Qiler Demand 


from your trade is most satisfactorily an- 
swered with “WALL” OILERS. They 
relieve you of all responsibility. Each is 
fully guaranteed for five years. 


“Wall” Oilers are brazed with hard solder 
and prevent melting when contents are 
heated. The body is drop-forged steel— 
the bottom spring steel. Nozzle won't 
clog—has case hardened point and large 
opening at the body for easy filling. 


Get our catalog describing oilers for 
every use. 


P. WALL MFG. SUPPLY CO. 
N. S., PITTSBURGH 

















qRADy TRADE 
T Double Jet 
fest TURNER 2 
Write for Dealers Special List 


mm Our New Catalogue will 
interest every 
dealer. 











THE TURNER 
BRASS WORKS 


No. 212. $3.25 Net. 864 Park Avenue, Sycamore, Ill. 








THE ROBERTSON 


“Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 








The best magnetic hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mir. 
144 Oliver Street Boston, Mass. 
Owner of the “Horseshoe Magnet” Trade Marks 


























SARE TY 2PIRST 


In these days, when greater thought 
is being given to prevent accident 
and injury, the words ‘‘Safety First’’ 
are frequently used. With ©. & L. 
Fire Pots and Torches, the makers 
for more than twenty-five years have 
had this motto before them, and have 
striven to make the best Fire Pots 
and Torches on the American market. 
The very best materials are used. 
and the stock is made by experts 
skilled in this line of work. As a 
WEL result, C. & L. Fire Pots and Torches 

{TOR A Mp, are recognized as the safest, most 
« MFG,CO. 7A durable and best, and are the Stand- 

NO 32 ard of Quality wherever gasoline is 


Your jobber will supply at factory 
price. Send for Catalog— it’s free. 


Clayton & Lambert Mfg. Co. 


DETROIT, MICH., U. S. A. 





No. 32 Torch 





For Tight 
Places 







Show it to your 
customer and he'll 
buy. Works where a 
monkey wrench won't 
and can’t. Jaws are 
easily adjusted by 
thumb of hand which 
holds it. Sells at 
sight. 

Write for prices 
today. 


BEMIS'& CALL HDWE. 
& TOOL COMPANY 


Springfield, Mass. 


























Keep Posted 


on the latest devel- 
opments in the tool 
line. 


Write for this Catalog 
for 1914 Trade 


Ev jobber and 
decker in Wale 


Mathias Klein &Sons 


Canal Station 21, Chicago 
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“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
Write for Prices 
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BUCK ai ae ROS 
BROS Nn ne. OO RO 


MILLBURY. MASS. 





‘*“GEM” Niail Clip 


The famous “Gem” is 
mounted twelve on a hand 
some counter card. Sells at 
25 cents each. Big 
profit. We also make 
a ten-cent nail clip- 
per. Write. 


H.C. CookCo. 
Ansonia, Conn. 


INSTEAD OF 
CASTERS— 


use Glass “Onward” Slidin 
Shoes. Protect floors am 


Furniture 
coverings 


from injury and beautify furniture. 
If vour jobber will not supply, write 
to us direct. 


Onward Mfg. Co. Serprh* ovis: 











THE GENUNE 
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BROS 


Manulpcrucets. ve 
Line of Ligt 


e Toole 
Send for cate flog. arf price let, — 


=SHUAUGUOEUEUOUEEUOUOUOEUOUOUOUUEUONOSUOUOOSEUODONETOOOEUEEUEUEOUEOEDECNOOUEORL 
You fish for the fun 


of fishing—of course 


HEN go to the dealer who shows 

the “Sign of the Leaping Dolphin.” 
In city, | town or camp the “Leaping Dolphin” 
means “Fishing Tackle that's Fit for Fishing.” 
Send us yourdealer’s nameand we'll mail you 
our new 224-page catalog. Write for catalog H. 


Abbey & Imbrie, 18 Vesey St., New York 
Pe 





= 








Elevators and Dumbwaiters 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


CATALOGUE FREE 
ENERGY ELEVATOR CO. 


214-216-218 New St. 243-245 Bread St. 
PHILADELPHIA, PA. 
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Needles in the hollow 





MYERS 
DOLLAR SEWING AWL 


Convenient counter dis- 
— y box, and show card 
nthree colors. Just ouat— 


new. fey size of box needles, 

105 x4% x1%. One box ¢ driver for replacing reel, illus- 
with every % doz. awls, SEE THAT THREAD REEL UNDER THE & FINGER TIPS. Ned PRINCIPLE is RIGHT, t trated directions, in individual 
shipping weight 2 Ibs. or 1914 catalogue and wholesale rtons. Weight. each 4 oz. 


Cc. A. MYERS CoO., Inc., Sole Fer = nace 6304 enesianter ol CHICAGO. ‘ILL. U. S. A. 





handle screw top 


ALL QUOTATIONS on our Awls 
include one No. 8 straight and 
6 curved diamond point 
full ooved needles, exposed 
Goabte” filled with the best waxed 
linet’ thread, wrench to set 
combined with screw- 




















Bay State }Y[O)JP Company 


Proprietor 
Mfrs. of all kinds of mops. Yacht and hard wood floor 
mops a specialty. Black antiseptic mops treated with 
oil of cedar, cherry polished hids., $45.00 per Gross. 


Send for catalogue and prices. 














OHN SOMMERS PEERLESS FAUCETS 


~ ESS BEST BLOCK TIN K a 
rr MAPLE Wood BODY HIGHLY snvenang 
OnLy THE GENUING ARE STAMPED IN TRE WOOD WiITh 
TRADE MARK MALTESE CROSS (aS rer cur) 
2 BEWARE OF IMMITATIONS 
—— SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
MADE OF F LEARIRON,OROTHER INFERIOR METALS, TINNED OR NICKELED. 


[3 
JOHN SOMMER FAUCET CO. 355 Cenreat Ave, New 






























HARRIS 


ADE Ol Yi a < Ss OFF, 


onaheae 


Proven by 28 years of steadily gain- 
ing popularity. 

Sold by the more reliable Hardware 
Dealers to automobile, motor-cycle 
and motor boat owner. 

“A Little Goes A Long Way And 
Every Drop Counts.” 


Write us for terms 


A. VW. HARRIS OIL CoO. 
326 S. Water St., a R. I. Branch: 143 No. Wabash 





, Chicago, Ill. 

















~~ = 77ZZZEBZZZLY 
ROBIN HOOD 
AMMUNITION 


NOT MADE BY THE TRUST 


Robin Hood Ammunition Co. 


SWANTON, VT. 


| 
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O. LINDEMANN & CO. 


Manufacturers of 


BIRD 
CAGES 


35-37 Wooster Street 









ila 





TRAD) 7 “Cae 


Established 1863 
New York 














RAJAH 


SPARK PLUGS 


Ignition Absolutely Sure 
Give You More Profit Because— 


that only the best imported 
Porcelains are used. ‘onse- 
quently Rajah Plugs can be 
depended upon absolutely. 


Finally, Mr. Dealer or Job- 
ber—when they are sold they 
stay sold. Write us and we 
will send you a catalog and 
further information. 








Everycene knows that they 
were practically the first 
Plugs made in this country. 
Standard with the trade for 
over ten years. . Rajah Plugs 
never have competed with the 
cheap plugs in their cut- 
price methods. 

uality has been strictly 
maintained. We guarantee 


Rajah Auto Supply Co. 


Bloomfield, N. J. 
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GIFFORD-WOOD CO.0————E 





Write for 


ICE TOOLS for Spring and Summer Catalog and Prices 
SELL ocr QUALITY “ses. 'san* 


cago 








‘ 


SPECIAL FORGINGS 


Large rounds, squares, Shafts, Crank Shafts, 
Piston Rods, Connecting Rods, etc., made 
from Open Hearth or Vanadium Steel. Quick 
service. Write. 


The Wright Wrench and Forging Co., Canton, Ohio 








In Cleveland 


PROFIT Grindstones 


We are the only producers of genuine Berea 
and Cleveland Grindstones, the standard by 
which all grindstones are judged. Sold onlyto 
Hardware and Implement Dealers. Write for 
book, “‘How to Keep Mail Orders at Home.” 


THE CLEVELAND STONE CO., Cleveland, Ohio 

















Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
\ Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 





Ls 








REG. U. Ss. PAT. OFF. 102 Lafayette Street New York 











THE REX FILE & SAW CO., Newcomerstown, Ohio 











What Do You Make That A 
Hardware Store Can Sell? 


239 West 39th St, New York 


HARDWARE AGE, 


Tell us, and we will gladly offer sugges- 
tions as to efficient methods of securing 
the co-operation of hardware merchants. 











**VICTOR’’ BOLT CLIPPER 


Send for Cataleg, 








ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 





_ High Grade Hand Made 


STEEL 
ALPHABETS 
AND FIGURES 
THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 




















Forter’s “New Easy” Bolt Clippers 


All sises. All parts interchangeable. Jaws Special Steel. 
Big sellers. Good profit. Write for prices. 


H. K. PORTER Everett, Mass. 
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| Carefully Made, Carefully Inspected | 























FORD 


It makes good wherever tried. 
Ford Auger Bit Co., Holyoke, Mass. 








RED DEVIL 
BONDED TOOLS 


The kind that sztisfy 
both seller and buyer. 
Send for new net il- 
lustrated price list. 


Smith & Hemenway Co. 











149 Chambers St., N.Y. City 











PLIERS 
NIPPERS jo ane 
PUNCHES “N& 


Send for Catalogue 


Lineman’s Pilers made in three sizes—6, 7 and 8 Inch 







Heads Pollshed—Handies Biue Finish 


ESTABLISHED 1826 
USE 
High Grade Tools 
for Mechanics 


» C.S. Osberne & Co. 


NEWARK, N. J. 
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Jobbers should ask for 
our catalogue of Leather, 
Web, and Rope Halters. 


E. T. RUGG & CO. 


NEWARK, OHIO 

















Self- Piercing 
Bull Ring 


This new sue makes knife or awl un- 
sharp t 














necessary. The long, slim, 
makes its own incision. Pure copper, 
— ~~ Key wrapped with each ring. 
SEYMOUR SMITH "te SON, Inc. Oakville, Conn. 
PERFECTION 
CALF @® COLT 


Made of heavy Galvanized Sheet 

Steel properly shaped for calf or 

colt comfort, yet not brutal to the 

mother. 

Sold by Hardware @& Saddlery Job- 
bers, or direct from 


Aug. Holthaus Saddlery Co. St. Louis, Mo. 
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23° Tron Fence 
Gates 


Al” 41°47 peer 


LTH ssxeret tees 


ire mei & Wire Work 


TTT TT tti titi Ask for Catalog 
THE STEWART TRON west Co. Cincinnati, Ohio 








CINCINNATI IRON FENCE CO. 





Write for Special 1914 Proposition to Dealers. A money maker. 
Iron Fencing, Entrance Gates Lawn Settees and Flower Vases 
Address Dept. F. Box 724 CINCINNATI, OHIO 
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Sash Cord, Clothes 
Lines, Small Lines, 


Manufacturers of 
Braided Cordage 
etc., etc. 


Boston Mass. 














Baeneees. 





THE (HAPIN-STEPHENS ([0., 


Union Factory 
PINE MEADOW, CONN., U.S.A 
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THE oo“ ‘STEPHENS {[0., 


Union Factory 
PINE MEADOW, CONN.. U. &. A. 








You can get the latest prices from 
THE IrRoN AGE _ STANDARD 


KEEP 
POSTED Harpware Lists, Send for cir- 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 








Small 
Cut 


TACKS Sez" NAILS c= BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Pointe 


SHELTON CO. (Estab. 1836) 


SHELTON, CONNs New York, 107 Chambers St. 








BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. 8S. BROOKS & SONS 
CHESTER, CONN. 














Parker Wire Goods Company 


Manufacturers of 
General and Special Wire, Hardware 
and Household Specialties 
WORCESTER MASSACHUSETTS 


























HARDWARE STORE 
BUSINESS METHODS 


She 








EDITION; REVISED AND ENLARGED 


David Williams Company 


A book filled with suggestions and rules for the guid- 

ance of Clerks, Buyers, Salesmen and Managers. Methods 

used by prominent merchants are described in detail. 
227 pages, illustrated, cloth. 


Price $1.00 ’ Delivered. 
239 W. 39th St., N. Y. 








automobile owner. 
pipe jaws and anvil. 





COMPLETE LINE 


241—AUTOVISE 


Rock Island Autovises 


Number 241 vise is swivel, om ae 80 Ib., 


automobile and heavy repair work 
but is stationary, weighing 32 lb., and is suitable for the individual 
These vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. Rock Island, Iil. 


SEND FOR NEW CATALOG OF LARGES 
OF VISES MANUFACTURED 


and is adapted for 
231 vise is same in design, 





T AND MOST 


231—AU TOVISE 
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TUBULARAND CLINCH RIVETS 
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Our 12 differerit styles of Metal Roofing meet all demands of Modern Buildings. 
PERMANENT AND ECONOMICAL 
Investigate our Prices Galvanized Roofs last 30 years and longer 
Branch—Kansas City, Mo. Milwaukee Corrugating Company. MILWAUKEE, WIS. 


“It Runs Like a Bicycle.” That's 
what every builder says about the 


SHARON No. 2 
PARLOR DOOR HANGER 








You too will agree that it’s the slickest 
running Hanger made. It is suited for 
every class of residence; fits any size 
opening, easily attached and 

Glides along without a Sound. 

If you want genuine satisfaction, in- 
creasing sales and more profit 

Send for a Set of these Hangers. 


SHARON HARDWARE MFG. CO. A} 2. Bie Sa 





Seer. Nga ta 


Patents Pending. 
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A [De Witt Wire Cloth Co......... 27 | L S 
Dietz, R. E., Compamy ccc cccces 15 | 
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Starrett Tools 
That Are Not Measuring Tools 


Ot course the word “Starrett” makes everyone think of Precision 
tools for fine measuring. However, in addition to our measuring 
tools we have made from time to time certain tools to meet the. de- 
— of mechanics who were dissatisfied with the tools then on 
sale. 


Into these special tools we have put the same care, skill and fine 
material that have made our fine tools so widely used, and we know 
that hardware dealers can make easy sales on these tools merely 
because they bear the name “ Starrett.” They will back up the 
Starrett reputation after they are sold. 





ATHOL, MASS. 





We show here a few of these tools and we want you to remember 
Sanne them when you have a customer for this kind of goods. These nail 
Bo sets will appeal to carpenters and pattern makers, as they are made 
sai: of the best steel, perfectly tempered so they will stand long service 
without chipping or mushrooming. 


eae: Our Catalog No. 20A shows the full line and gives prices. Send 
SA for your supply. 


The L. S. Starrett Co. 


ATHOL, MASS. 


NEW YORK 150 Chambers Street CHICAGO, ILL. 17 No. Jefferson Street 
LONDON 36-37 Upper Thames Street, E. C. 
We manufacture Fine Mechanical Tools—Bevels, Calipers and Dividers, Center Testers, Clamps 


Drill Blocks, Gauges, Hack Saws and Frames, Levels, Micrometers, Rules, Scribers, 
Speed Indicators, Squares, Test Indicators, etc. 
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Are You Satistied With 
Your Saw Profits? — 


Your fixed expenses go on just the same whether you 
are making a profit of twenty-five cents, fifty cents 
or even more on each Saw sale. 

Then why not sell a line of Manufacturers Brand 
Saws that pays the biggest legitimate profit and that 
helps to build up your reputation for selling depend- 


able merchandise? 

















8 
Silver 
Steel 
are intrinsically worth more. SILVER STEEL is actually the 
finest steel that has ever been used in Saw Blades. On account 
of this fact, together with their scientific and exclusive construc- 


tion, they are in a class by themselves. A class where you need 
fear no competition—where you can ask and receive a fair profit. 


Ask any carpenter who has used an ATKINS SILVER STEEL 
SAW. He’ll tell you that they are the “Finest on Earth.” 


Any Atkins Dealer can advertise his Saw stock 
without costing him one cent. Our co-operative 
methods and selling helps are a ‘“‘cinch’’ for the 
progressive merchant who wants to do some good 
effective advertising. A post card addressed to 
our Advertising Dept. at Indianapolis will bring a 
hearty response. 

If you are not now selling ATKINS SILVER STEEL 
SAWS, there is yet time to put them in stock for 
the Spring demand. Write to-day to the nearest 
address below and we'll tell you how and where 
to buy them to the best advantage and will interest 
ourselves in “Helping You to Sell.”’ 

The Atkins line includes not only Hand, Rip and Panel Saws, me 
but a “Perfect Saw for Every Purpose,’ such as WOOD a 
SAWS, COMPASS, KEYHOLE, BACK, PRUNING, » 
BUTCHER, HACK SAW BLADES and so forth, as well as oe 
TROWELS, CORN KNIVES and a big line of Specialties and 
Saw Fitting Tools. Write for our catalog. 


Atkins Always Ahead! 
E. C. Atkins & Co., Inc. 


The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. 
Canadian Factory—Hamilton, Ont. 
Branches carrying complete stocks in the following cities. Address 


E. C. ATKINS & CO., Inc. 

















Atlanta, Minneapolis, Portland, Ore., Vancouver, B. C. 
Chicago, New Orleans, San Francisco, Sydney, N. S. W. 
Memphis, New York City, Seattle, 


Messrs. John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, England, 
Agents for Great Britain. 
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This advertisement is appearing in all of the best trapping publications. 








